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These counters always face the point of delivery 
with Brodie BiRotor Meters mounted in the loading arn 


Operator always has direct uno 
structed view of easy-readin 
Brodimatic Counter 


Meter and counter swing with th 
loading arm to face toward th 
delivery point 


Saves time and effort, providing 
more accurate control and records 
of loading operations 


Leaves platform clear of equipmeni 
for maximum safety and freedo 
of operation 


These 22 Brodie BiRotor 
Meters, with Flow Control Valves : ne - - : 
and Strainers, have been in opera- 
tion since 1952 at the Long Beach, 
California loading rack of The 
Texas Company. For balanced per- 
formance, versatility of mounting, 
high sustained accuracy, and low 
maintenance, investigate Brodie Bi- 
Rotors for every petroleum metering 
requirement.Get full details from the 
Brodie Metering Specialist near you. 


BRopIE 


RALPH N. BRODIE COMPANY + San Leandro, California, U.S.A. 


MAT. VERNON, N. Y. DALLAS 2, TEXAS CHICAGO OFFICE: : SEATTLE 9, WASH. ath 
550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, Ill. 271 9th Ave. N. 5401 E. 
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Among other things . . . 

The front cover this month makes it obvious that this 
issue features the oilburner-show. The 21st National Oil 
Heat and Airconditioning Exposition opens June 11 at the 
new Coliseum in New York; so, the first feature pages are 
devoted to a resume of the program, followed by a floor 
plan of the exhibit floor and information about the exhibits, 
who's going to be there and what will be displayed. The 
70,000 sq. ft. area to be occupied by 150 equipment ex- 
hibits on the third floor of the Coliseum, plus the conven- 
tion program taking place in the nearby Park Sheraton 
Hotel, make this affair a “must” for everyone who can 
attend. 

Then there’s a story about the Goodwill Automatic- 
Heating Co., Pontiac, Mich., with some of the effective 
ways the company merchandises oilheating. It’s located 
in an area that’s essentially partial to gas-heating, too, which 
makes the story even more interesting. 
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World’s Largest 


Manufacturer 
of the 
Greatest Variety of Designs 








Pioneer 
with Standard Types 





Leading Supplier 


to Oil Burner Manufacturers 





IMPORTANT 


to Service Organizations 
All. Jobbers in Dielectric’s nation-wide 
system of distribution carry carefully- 


selected, well-balanced inventories of 
Sparktrodes in steady demand — all the 
designs most likely to be called for in 
the areas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 
Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 


equipment and fastest service. | 
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PRODUCTS COMPANY, INC. 
Jersey City New Jersey 











Names in the News 


V. M. Douglas for the past several 
months has been functioning as Mid- 
west Editor for 
FuUELOIL & OIL 
HEAT. Douglas 
brings to this new 
assignment 
a broad back- 
ground of experi- 
ence in the oil- 
heating field. For 
10 years he was 
with Bunting Iron Works, Berkeley, 
Calif., makers of Simplex oilburners, 
in production, engineering and sales 
work. Later, Douglas directed dealer 
sales and advertising for Simplex Oil 
Htg. Corp., New York City. Other 
afhliations in the oiiburner industry in- 
clude a three year managership of the 
San Francisco branch, S$. T. Johnsor: 
Co., and most recently six years as 
manager, Burner Division, Enterprise 
Engine and Machinery Co., San Fran- 


CISCO. 


John S. Huber has been promoted 
to sales manager, heating and cooling 





Zwanzig 


Huber 


division of the Heil Co., Milwaukee, 
and Frederick R. Zwanzig, to director 
of the division’s field training program. 
Huber, who operated a Heil dealer- 
ship in Lancaster, Pa., for 20 years, 
joined the company in 1952 as a sales 
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representative in the heating division 
He advanced to the post of assistant 
sales manager in 1955. Zwanzig was, 
Heil Chicago branch sales represent 
tive; owned his own fueloil and oj 
burner business in Chicago; was ay 
sistant service manager of Heil from 
1948 to 1950 and, from 1950 until the 
present, national manager of parts 
















sales and service. 





Dan Phillips of Toronto, Ontario, 
has been appointed metropolitan 
Toronto salesman for Mueller Clima 
trol, Milwaukee, Wis. Phillips has had 
six years experience in the heating and 
airconditioning field. He is a member 
of the American Society of Heating 
and Air Conditioning Engineers, His 
headquarters will be located at the 
Mueller Climatrol Division, Worth 
ington Canada, Ltd., office, Toronto, 
Canada. 

















Claude A. Potts, former sales man 
ager U. S. Machine Div., Stewart 
Warner Corp., 
Lebanon, Ind., 
manufacturers of 
Winkler heating 
equipment, has 
accepted a posi- 
tion of general 











sales manager 
with Holcomb & 
Hoke Mfg. Co., 
Inc., Indianapolis, Ind, The firm pro 
duces a wide line of flexible folding 
doors used as room dividers and mov 
able partitions. Potts explains that in 
this assignment he will be developing 
and working with a national sales or 
ganization, quite similar to his duties 


with U. S. Machine. 















Frank Kovich has been appointed 
general manager of Milwaukee Valve 
Co.,’a subsidiary of Controls Corp. o 
America. He also is vice-president of 
Controls Corp. and the director of 
manufacturing of the AP Control 
Division. 






Raymond L. Griggs has been named 
engineer for the Columbus district 0 
Airtemp Division, Chrysler Corp: 
with headquarters at the Airtem 
regional sales office, Dayton, On 
Griggs formerly was airconditioning 
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SPECIALLY DESIGNED AND 
PRICED FOR ORIGINAL 


1@,9 EQUIPMENT MANUFACTURERS 








“No need to turn back 
with a Never-Clog Vac” 





you’re IN...and out fast 
with a dependable 


PULLMAN 


INEVER > CLOG’ 


VACUUM CLEANER 


The secret’s in the new miracle Never- 
Clog filter bag, a secondary protective 
filter that keeps up full suction. Never 
clogs, even during the toughest jobs. 
Cleaning is almost automatic with this 
new miracle bag . . . completely wear- 
and-tear resistant. All parts are fully 
guaranteed for maximum full-time per- 
formance and no breakdowns. 

You make MORE CALLS... MORE 
SALES ... MORE PROFITS per day. 





Your customers will be “sold on 
you” too, when you service them fast 
and efficiently with a Never-Clog Vac 
... and a “sold on you” customer is 
a perfect prospect for MORE fuel 
oil sales, MORE worthwhile repair 
jobs and new installations. 











THE WORLD'S LEADING SPECIALISTS 
IN FURNACE VACUUM CLEANERS 


PULLMAN 

VACUUM CLEANER 
CORP. 

25 BUICK ST. 
BOSTON 15, MASS. 





. . «+ Names in the News 


and heating sales representative fo, 
Stratton & Terstegge Co., Louisville 
Ky. ! 


H. B. Hastings, Jr. has been 
appointed field representative of 
The Carlin 
Co., Wethers- 
field, Conn. He 
will assist sales 
manager B. J. 

Watling in ex- 
panding Carlin’s 
sales program and 
field engineering 
service. He for- 
merly was Eastern sales representative 


for Webster Electric Co. 


Warren Owens has joined the pub- 
lic relations staff of the Better Heating: 
Cooling Council 
to do editorial 
work in the tele- 
vision and con’ 
sumer magazine 
fields. A graduate 
of Tufts College 
and a Navy pilot 
during World 
War II, Owens 
was editor of Mechanical Contractor 
magazine and a former associate editor 
of Tide magazine. 


Charles B. Bendix has been ap 
pointed executive vice-president of 
Sundstrand Engi- 
neering Coa, 

Rockford, IIl. 
Bendix, who has 
been associated 
with firms in the 
automatic heating 
and aircondition- 
ing field since 
1923 will be in 
charge of sales, engineering, advertiy 
ing and promotion for the firm’s line 
of oilburners. During his 33 years ® 
the business, Bendix has worked a # 
serviceman, dealer, distributor, sales 
representative and field man. He ® 
well-known in the field and mainta™ 
memberships in the American Society 
of Heating & Ventilating Engine 
and American Society of Refriget@’ 


tion Engineers. 


June 
1956 





e pub: 
eating: 


tractor 
> editor 


idvertiy 
m’s line 
years in 
ked as @ 
or, sales 
. He & 
yaintains 
, Society 
ingineess 
efriger? 


| Comfort 


sont »e GA led 


by ‘under-par’ 
air conditioning... 








offers you a quality 
line designed to sell! 


Want to eliminate expensive service call-backs and 
complaints? Want to keep profits from doing a 
disappearing act? Switch to Janitrol Summer Air 
Conditioning, the line that stands out for quality 
performance, easy installation and freedom from 
service headaches! 


The complete Janitrol line will help you sell more 
jobs and increase your profits. Why? Because it 
gives you exclusive sales features that guarantee 

Ormance and long-life your competition can’t 
touch. Every Janitrol installation promptly goes to 
work to help sell another! 


There are “‘packaged”’ Janitrol water-cooled and 
Waterless conditioners for every residential and 

mmercial building and remodeling need. 
els for use with existing warm air furnace or 
®t independent operation. Combination cooling 
and heating units you can feature for year ’round 


and Janitrol gives you 


plenty of merchandising and advertis- 
ing support, including hard-hitting 
ads like these in leading con- 
sumer magazines, and those your 
builder-prospects read! Ask 

your Janitrol representative for the 
profit-making story on Janitrol’s com- 
plete air conditioning line right away! 


the best years of your business 
begin with... 


Janitrol 


HEATING... COOLING 


JANITROL HEATING & AIR CONDITIONING DIVISION 
SURFACE COMBUSTION CORPORATION ¢ COLUMBUS 16, OHIO 
IN CANADA: MOFFATS, LTD., TORONTO 15 


Complete line of gas and oil furnaces, unit heaters, conversion burners, 
water-cooled and air-cooled summer conditioners, combination heating- 
cooling conditioners. 











’ MAY BE significant to notice that 
the chairman of the Oil-Heat Insti- 
tute convention in New York this 
month is Fred Weldon, Perfex Div. 
of General Controls, He has been with 
the parent company for quite a few 
years and during most of that time the 
firm’s principal interest has been in 
gas controls. 

Maybe Fred has seen the light; 
maybe he’s discovered that oilheating 
controls are profitable; maybe he likes 
us better for our personal charm. Any- 
way, we're happy to let Fred enjoy 
the things the rest of us do, and we're 
more than glad that he did all of this 
hard work to spare some of the rest of 
us. Concentrating on oil heat, even for 
one convention, will be rewarding. 

And while Fred was sweating this 
thing out, it might be worth mention- 
ing that the staff officials at OHI haven’t 
exactly frittered away these spring 
months. Ralph Becker and Dave Bot- 
trill and Charlie Burkhardt have been 
getting in before nine-thirty. 


o, 
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AT THE TIME of the big snow storm 
in the East this spring the gas utilities 
and the pipeliners made a lot of capital 
out of the fact that their fuel supply 
is five feet underground, not subject 
to trafic congestion or even “enemy 
attacks at sea.” Some of their ads were 
quite pictureful; they had oil trucks 
almost invisible under the drifts, Of 
course they were sketches, not photos. 
It’s true that their pipe is five feet 
under; so are a lot of other things, 
sometimes just as dead. When the 
home has only gas for heat there’s no 
way in either storm or sunshine that 
it can get more fuel if it needs it. 
We can’t forget the hearings some 
time ago when the Missouri Public 
Utility group was asking the Federal 
Power Commission to let it buy the 
Gas Service Co., which was supplying 
parts of four states in the region. 
When the original company was being 
severely criticized because its pressure 
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was so low in coldest weather, the at- 
torney for the new group came out 
with a “dilly.” 

He explained that if any gas com- 
pany had to provide idle stand-by ca- 
pacity to be able to give everyone all 
the gas he wanted in the severest cold 
snaps, the capital costs would be so 
high that no family could afford gas 
heating. 

No, thanks, we'll keep our “pipe- 
line” above ground and on wheels. If 
it snows, we'll put on chains. And on 
coldest days the folks can burn all they 
want to keep the kids healthy. 

oe 
LAUBE CONTRACTING, INC., Timken 
dealer in Rochester, N. Y., has pho- 
tographs of its salesmen on the wall 
near the reception desk. Folks coming 
in sometimes forget the name of the 
salesman they want to see. They can 
nearly always point him out from the 
pictures. 

oc 
PEARLS OF WISDOM are coming again 
from L. T. White of Cities Service. 
This time it happened in Virginia at 
a hardware convention, but it’s at least 
as applicable to the oilheating indus- 
try. Thus: 

“One of the best business ideas of 
modern times is that of smartening 
your competitors. Years ago business- 
men hid the secrets of their success. 
This oldfashioned attitude makes you 
think of some housewives who will 
hide recipes for biscuits and cakes so 
that they can outshine their neighbors. 

“But we have learned it is best to 
pass along ideas which improve our 
individual business. Thus all business 
improves. Business is not selfish in this; 
it is selfless, 

“The biggest danger you can have 
is a dumb competitor. He doesn’t know 
when to stop cutting prices.” 

fe 

A GENTLEMAN FROM Tennessee speak- 
ing at the Wisconsin oilmen’s conven- 
tion predicted that within ten years 
an oilburner would be as hard to find 
as a wood stove. He’s from the TVA 
country and we have to admit that 
electric heating is good . . . but not 
that good. 

All of which points up the problem 
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tance is an expert. 
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KIDS ARE REALISTS and with many of 
them advertising is getting very littl 
liking because of their television ex. 
periences. Technical editor Johnny 
Schulz reports a neighbor’s son seeing 
a baseball star on TV proclaiming that 
the advertised cereal made him a win 
ner in the world of sports. 

Junior turned in disgust and said, 
“He doesn’t really eat that junk; he 
just gets paid for saying he does,” 

Then John was driving on Route 17 
near the New York state line when 
the seven-year-old son of a friend in 
the car spotted a gas station with two 
prominent signs. One gave the cut 
price; the other said, “My Own 
Brand.” 

‘My own brand,” the kid snorted, 
“where do you suppose he gets it?” 

In our own family the 11-year-old 
doesn’t believe oil companies are hon 
est. Each one claims on TV that it has 
the only really good gasoline and 
gives the reasons. “They must know 
that they’re not telling the truth... 
they can’t all be the best.” 

Before the days of television the kids 
thought little or nothing of advertis 
ing. Now that they forcibly are made 
aware of it, they take a rather dim 
view. The next generation may have 
to find some other way to sell. 
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THE OILHEATING Service Managers 
Journal made its bow a few weeks 
back, coming out of our own printery. 
It’s a nice looking eight page bulletin, 
called the official organ of the Natiov 
al Association of Oil Heat Service 
Managers, and appeared just before 
the group’s convention in March. 
Lee Steedle here in our shop has 
put on an editorial hat for the purpo% 
and is getting out the publication. 
There is no class of men in our i” 
dustry more vital to our long prosper 
ity than the service managers; they © 
bless or ruin a lot of customers, whic 
is why the boss usually searches out@ 
good man for the job. 
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Over 4,000,000 VENTALARM | 

Signals proven in field use. SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 

Contact your Regular Supply House Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ontario 


for all these forms of 
VENTALARM Signal 
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Oilheating Trends 


| em ena of domestic oilburn- 
ers and units in April are estimated 
at 42,327 which is the first time this 
year that the Industry has shown a 
drop from 1955. The April installa- 
tions were off 17%. 

For the first four months of the year 
total installations were 183,912 which 
compares with 177,618 in the same pe- 
riod of 1955. 

The April installations were di- 
vided: New Homes, 16,063; Replace- 
ments of old oilburners, 9,820; and 
Conversions from other fuels, 16,444. 

New home oilheating was at a low 
point for the year while January and 
February had been pretty high. On the 
other hand, most of the new home in- 
stallations in those two months were 
hangovers from 1955 where the com- 
pletions did not move as fast as had 
been expected. 

You'll notice on succeeding pages 
we are attempting to identify the new 
home market by metropolitan areas 
and by states. The reason for this is 
two-fold. First, we want to show the 
dealer whether or not his own market 
is active in new building compared to 
other sections of the country; second, 
we want to indicate that quite large 
segments of new home building are in 
the deep south and southwest where 
winters are very mild and where cheap 
gas is the predominant fuel. 

BURNER STOCKS: Stocks of domestic 
oilburners and units in dealer hands at 
the end of April were 119,272 com- 
pared with 122,413 the previous month 
and with 98,355 a year ago. This gen- 
erally high level reflects some disap- 
pointment in April sales plus the fact 
that manufacturers have been pushing 
for volume in a low priced market. 

Speaking of price, did you notice 
that we changed the basis of the index 
last month, using 1947-49 as the new 
basing point? You'll notice that burner 
prices are 7% and 8% below those of 
the base period. In the new chart on 
cost indexes, total heating equipment 
is running 17% above the base while 
total residential construction costs are 
nearly 27% above the base. 

Factory stocks of domestic oilburn- 
ers and units were 65,603 compared 
with 52,027 a year earlier. 
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Shipments of Oilburners and Units 


—_—__—_— FEBRUARY 
1956 1955 
Separate Burners 30,323 40,839 
Boiler Units 3,306 5.238 
Furnace Units 10,377 127 be 
All Domestic 44,006 ‘458,789 
Commercial 3,043 2,306 
Total 47,049 61,095 


April Minimum Retail Prices: Key Dealers 
SEPARATE BURNERS 


April Aver. $308 
March Aver. 314 


Percent 
Change 1956 
— 25.8 64,231 
— 36.9 7,426 
— 18.4 21,940 
— 25.2 93,597 
+- 32.0 5,829 
— 23.0 99,426 
BOILER’-BURNERS 
$721 
721 


TWO MONTHS— 





Percent 

1955 Change 
81,725. —=34 
9,550 — 22 
25,279 — 132 
116,554 — 197 
4,838 + 20% 
121,392 — 18.1 


FURNACE-BURNERS 
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Price Index: Separate Burners: 1947-49 is 100% 


WHOLESALE 





April 93.2 Sixmonthsago 89.2 April 91.9 Six monthsago 92.8 
March 94.5 Yearago 92.7 March 93.2 Yearago 93.5 
135 135 
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130 130 
125 125 
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Dealers had in stock at the end of 
April approximately 63,518 consumer 
oil tanks compared with 71,033 the 
previous month and 49,545 a year ago. 
By sizes, these tank stocks were divided 
220-225 gal., 57,890; sizes 550-675 
gal., 3,695; and sizes 1,000 gals. or 
larger, 1,933. 

There was a small break in tank 
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prices for the first time in many 
months. The average price paid by 
dealers for a 275 gal. tank was $30 
which was one dollar less than they had 


been paying. 


By sections of the country: ¢ 


he 


prices were New England, $28; Mid 
Atlantic,’ $31; Midwest, $27; Pacific 


Northwest, $40. 
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June Oilheating Exposition: The 
OHI exposition and convention in New 
York starting June 11 for five days will 
undoubtedly be the best attended ses- 
sion of its kind that the industry has 
sen in many years. The number of 
dealers coming from a distance will 
not be appreciably greater than we had 
two years ago in Philadelphia, but New 
York City itself is such a large oilheat- 
ing market that many hundreds if not 
thousands of local dealers will swell 
the ranks. The New York Metropoli- 
tan area, which includes the five bor- 
oughs of the city plus 13 nearby com- 
muting counties, contains 18% of the 
oilburners operating in the nation. 

Specifically we find that 64% of the 
dealers in our monthly reporting group 
will come to New York. This came to 
62%, two years ago. Naturally this 
ratio does not apply to the industry as 
a whole, as the reporting dealers are 
somewhat more alert than the average. 

Naturally, the higher percentages of 
dealers coming to the show would be 
from the Mid-Atlantic and New Eng- 
land states where we find 78% and 
17% respectively planning to come. 

The average company will send 
three men to this exposition, while at 
Philadelphia two years ago the average 
was two men from a company. We also 
noticed from the survey that there will 
be one-sixth as many ladies coming to 


New York as there are men attending 
the show. 


Favor New York 


Because this is the first New York 
City exposition since 1929 with Phila- 
delphia the favored city in a majority 
of the intervening years, we have asked 
the reporting group which city they 
would sooner visit for a convention. 
We find that 74% favor New York, 
naturally there was some geographic 
Variation, Only 69% of the Mid-At- 
lantic group, and 29% of the Mid- 


ieloil 


West group favor New York over 
Philadelphia while we found 100% of 
the reporting dealers from New Eng- 
land favoring New York City. 

The dealers were next asked whether 
their principal interest in a trip like 
this was an exposition of new products 
or the meetings and the convention. As 
a coincidence each purpose received 
the same number of votes. Naturally, 
when men go to the exposition it is to 
study the improvement in oilheating 
products, either because they want to 
sell the newest thing, or because they 
want to see what their competitors will 
offer. 


Highest Interest 


When we asked them two years ago 
what products they particularly wanted 
to study in Philadelphia we were 
amazed when 51% of all mentions 
were on residential cooling or combina- 
tion heating and cooling units. This 
year we find no one product outstand- 
ing in new interest. This is the way 
they rate by general classifications . . . 
in other words this is the weighting of 
what the dealers plan to study: 


Domestic oilburners 17% 
Oil Boilers 15 
Oil Furnaces 14 
Fueloil handling equipment 13 
Heating Accessories 12 
Summer Cooling 11 
Oilheating Controls 10 
Commercial Industrial Eqpt. 8 


If we consider only the first choices 
as expressed by each reporting dealer 
we find that domestic oilburners at 
35%; fueloil handling equipment at 
21%; oil furnaces at 14%; oil boilers 
at 11%. The other four items are ob- 
viously below that. 

In a correct sense it is not possible 
to make a sharp separation between 
these products because obviously the 
man interested in commercial-indus- 
trial burners could also have a strong 
interest in controls and accessories that 
go with it. 

Again, the man interested in any 
type of oilheating installations prob- 
ably supplies with the installations a 
tank fill signal which might be identi- 
fied as fueloil handling equipment. 

At the start of this special study we 








Oilburner Permits 


OILBURNERS* 

1956 1956 1955 
5 Albany, N. Y. 15 12 
18 Baltimore, Md. 133 154 
.. Boston, Mass. ah oe 
45 Bridgeport, Conn. 268 362 
25 Columbus, O. a 182 
101 Detroit, Mich. 575 oe 
62 Elizabeth, N. J. 198 85 
.. Freeport, N. Y. a. 155 
33 Hartford, Conn. =o SEF 22°37 
23 Irvington, N. J. 58 69 
52 Meriden, Conn. 140 99 
.. Milwaukee, Wisc. oa P47 
16 Minneapolis, Minn. 62 57 
10 Montclair, N. J. 38 49 
2 Morristown, N. J. 8 8 
21 Mt. Vernon, N. Y. 67 92 
89 Newark, N. J. 234 269 
88 New Bedford, Mass. 473-233 
9 New Haven, Conn. 51 70 
17. New Rochelle, N. Y. 65 133 
14. Norfolk, Va. 224 95 
7 Omaha, Neb. 28 19 
12 Orange, N. J. 26 41 
10 Passaic, N. J. 22 26 
32 Paterson, N. J. 82 121 
197 Philadelphia, Pa.** 810 957 
29 Portland, Me. 159 152 
.. Portland, Ore. so =RER 
9 Poughkeepsie, N. Y. 39 6l 
Providence, R. I. a 221 

37 Richmond, Va. 175 117 
93 Roanoke, Va. 344 349 
73 Rochester, N. Y. 266 8338 
12 Rockville Center, N. Y. 37 40 
31 Salem, Mass. 127 105 
.. St. Louis, Mo. ry 498 
3 St. Paul, Minn. 29 39 
7 Schenectady, N. Y. 35 43 
80 Springfield, Mass. 348 896375 
Stamford, Conn. a 130 

23 Washington, D. C. 176: 285 
19 White Plains, N. Y. 56 59 
13 Wilmington, Del. 75 134 
54 Worcester, Mass. 291 293 
60 Yonkers, N. Y. Pe 128 
1290 Totals 5274 5647 


37 Percent Change —6.6 

*Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are a 
useful working index. 

**Courtesy of “Philadelphia Inquirer.” 
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noticed that only a few more individ- 
uals from the reporting companies were 
coming to New York than attended 
the Philadelphia show. We find, how- 


ever, on another question that they ex- 
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pect 20% more individuals to be com- 
ing from their communities as a whole. 
So that figure would probably be a 
better index of what to expect. 

In attending the convention the men 
naturally have varying interests and 
purposes. The strongest single interest 
expressed by this group with a 24% 
rating is the round table discussions of 
the distribution division. Second in in- 
terest with a 20% rating are the con- 
vention speeches. The third most popu- 
lar feature rated at 18% is to meet old 
friends and the fourth reason for com- 
ing with a 16% score is the oppor- 
tunity to meet new industry men. The 
fifth reason or excuse for coming to 
New York is for the formal sessions to 
get the annual reports, elect new ofh- 
cers and similar housekeeping details, 
this being rated at 13%. Finally, 9% 
of the men are coming with their prin- 
cipal interest being in the Old Timers 
Party, this is a surprisingly high figure 
considering that only men with 15 
years industry experience are eligible. 

Approximately two-thirds of the in- 
dustry men attending the convention 





and exposition will come by car while 
19% will come by train; and 16% by 
plane. That, of course, represents the 
methods used by the reporting group 
of dealers and probably typical since 
we have always found that about two- 
thirds of the registrations at any ex- 
position are by men from cities within 
a day’s driving distance. Finally when 
the men get here they will spend an 
average of 3.6 days in New York. This 
compares 2.0 days that the same gen- 
eral group spent in Philadelphia two 
years ago. 

Typical comments on coming to New 
York are: “At the exposition we can 
meet factory representatives to discuss 
certain problems relating to their prod- 
ucts.” ... “We are trying to organize 
special cars and flights.” . . . “Philadel- 
phia is harder to get to and has less to 
offer.” .. . “I hope the show can pro- 
vide the necessary shot in the arm to 
convince me that after 22 years I’m 
still in the right business,” 

“I expect it to be very much worth 
while.” . . . “New York is too far 
away for us.” 


New Dwelling Permits 


NEW DWELLING PERMITS 























Dec. Twelve Months Percent Dec. Twelve Months 
1955 1955 1954 Change 1955 1955 1954 Change 
a 1,483 1,235 +20 17. North Dakota 1,640 1,728 —5 
114 New Hampshire 2,256 1,686 +34 506 Minnesota 18,654 17,438 4 
19 Vermont 350 316 ca | septs oie eae = ae 
1,343 Massachusetts 25,203 22,330 +13 11,652 = MIDWEST 298,318 272,344 +10 
191 Rhode Island 3,485 3,359 4 
1,026 Connecticut 17,871 17,398 + 3 942 Kentucky 13.127 10,823 +21 
689 Tennessee 16,836 16,084 Pi 
2,771 NEW ENGLAND 50,648 46,324 + 9 765 Alabama 13,442 12,473 + 8 
206 = Mississippi 3,694 4,262 —I3 
4,997 New York 93,882 89,645 + § 266 Arkansas 4,237 4,157 +12 
2,544 New Jersey 53,052 48,162 +10 825 Louisiana 14,552 13,645 v4 
1,514 Pennsylvania 44,558 37,954 +17 565 Oklahoma 9,789 10,392 —6$ 
103 Delaware 4,112 3,579 +15 3,661 Texas 69,214 68,478 3 
1,717 Maryland 30,404 31,223 — 3 a caress 
94 Dist. of Columbia 2,796 2,984 — 6 7,919 SOUTH CENTRAL 144,891 140,314 +3 
10,969  MID-ATLANTIC 228,804 213,547 + 7 31 Montana 1,989 1,953 +12 
: 52 ' +15 
1,918 Virginia 32,309 29,999 + 8 a all fee os ae 
163 West Virginia 3,221 2,876 +12 1.099 Colorado 20.183 18.661 +8 
824 North Carolina 13,270 12,036 +10 362 Utah 7555 6.828 +11 
291 South Carolina 5,351 4,790 ss was 1 143 Nevada 3917 4.642 —16 
1,020 Georgia 19,668 20,976 — 6 260 New Mexico 6,232 6,464 —4 
3,793 Florida 53,069 48,887 + 9 1,046 Arizona 13,803 11,810 +17 
8,009 SOUTH ATLANTIC 126,888 119,564 + 6 3,062 | MOUNTAIN STATES 56,791 53,635 +6 
2,650 Michigan 61,927 59,543 ee ) 
2,215 Ohio 60,588 54,680 +11 1,073 Washington 21,042 2141l 
981 Indiana 21,185 aS eee 240 Oregon 7,559 1932 ae 
2,555 Illinois 67,753 $4,275 +25 11,619 California 212,493 199,421 7 
949 Wisconsin 21,283 20,125. +6 ———~ re 
309 ~lowa 9,627 8,017 +20 12,932 PACIFIC STATES 241,094 228,184, * 
751 Missouri 17,180 16,355 aes , 
453 Kansas 10,318 11,223 — 8 57,314 ALL STATES 1,147,434 1,074,512 +1 
222 Nebraska 5,849 $482 +7 44.649 METRO. AREAS 907.813 860,736 +5 
44 South Dakota 2,314 Z,UI2 a: sare 12,665 = NONMETRO. AREAS 239,621 213,776 +12 
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June 


1956 






April sets Record in 
construction Awards 





CONTINUED STRONG DEMAND for build. 
ing and engineering structures boos. 
ing contract awards for future cop 
struction made April a record month, 
F. W. Dodge Corp., construction news 
and marketing specialists, has reported, 

The April residential figure of $1, 
144,160,000 was the greatest for any 
in Dodge history, up 7% over April, 
1955. Non-residential contract awards 
of $821,549,000 established a record 
high for the month, up 16% over 
April, 1955. 

The total of $2,421,497,000 for the 
37 eastern states represented a new, 
overall high for the month, an increase 
of 4% over the previous April, and the 
second highest contract figure for any 
month in Dodge annals; the first was 
May, 1951, when $980 million Atomic 
Energy Commission awards were let. 

A new, first four-month record also 
was established. The total of $8,521, 
369,000 was 13% greater than that of 
the 1955 period. 
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cu Whistle sounds constantly while tank is being filled. 

se Whistle stops immediately and automatically when liq- 

+1 uid level in tank reaches bottom of tube. 

ea Tank always fills to proper level. Length of tube deter- 

mines desired liquid level, and safety expansion zoue. 

He } 9 tube, standard length furnished can be easily cut to 

“4s size required for a consistent fuel level in tank. 

Fe Fill-up time anytime, day or night from outside the 

me a building, whether customer is at home or away. No over- 

aiie' flows, no seepage, no odors, no delivery disturbances, no 

bid irate customers. Controlled fill by ear. 

+6 High-grade gray iron casting, cadmium plated, clean, 
a ; rust-proof, lifetime operation. — 

‘4 Write for — descriptive Bulletin F-30. 

+1 


~m 


+++ + 
run — 





ALABAMA 
Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Augusta area 
Columbus area 
Savannah area 
'Nonmetropolitan areas 


iDAHO 


ILLINOIS 
‘Chicago area (Does not 
include Ind. suburbs) 
Moline-Rock Island area 
St. Louis area 
Nonmetropolitan areas 


INDIANA 

Chicago suburbs 

Evansville area 

Fort Wayne area 
Indianapolis area 

Louisville, Ky., suburbs 
South Bend area 
Nonmetropolitan areas 


IOWA 
Davenport area 
Cedar Rapids area 
Des Moines area 
Omaha suburbs 


Nonmetropolitan areas 


*Included in Maryland state total. 


Where is the new 


No. of Permits 


issued 
Feb. Jan. 
768 1,001 
277 381 
150 156 
126 132 
215 332 
957 975 
703 657 
254 318 
207 237 
15,777 14,285 
224 226 
8.419 9,019 
434 379 
1,182 907 
1,099 708 
1,778 1,212 
730 363 
169 104 
1,742 1,367 
993 1,148 
654 774 
339 374 
1,068 702 
131 122 
214 153 
71 55 
652 372 
143 383 
134 364 
9 19 
42 33 
530 569 
565 306 
4,887 4,649 
303 245 
1,201 1,383 
157 233 
964 866 
2,262 1,922 
1,543 1,539 
872 755 
90 163 
135 166 
109 139 
337 316 
30 51 
3,499 3,123 
2,886 2,709 
23 15 
114 36 
476 363 
821 883 
218 130 
54 87 
25 50 
166 218 
5 86 
55 39 
298 273 
4ll 280 
20 17 
él 53 
108 63 
47 20 
175 127 


**included in Virginia state total. 
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KANSAS 
Kansas City area 
Wichita area 
Topeka area 
Nonmetropolitan area 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 
MARYLAND 


Baltimore area 
Washington, D. C., suburbs 


Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
New Bedford area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Paul area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
St. Louis area (Ill. suburbs 
listed under Ill.) 
Nonmetropolitan areas 


MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City suburbs 
Philadelphia suburbs 
Nonmetropolitan areas 


NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
New York Cityt 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 





home Market? 


No. of Permits 


tCovers dwelling units actually started. 


issued 
877 894 NORTH DAKOTA 
230 172 
149 =. 281 «32 OHIO 
107 197 Akron area 
391 244 Cincinnati area 
Cleveland area 
422 474 Columbus area 
31 19 Dayton area 
250 333 Toledo area 
141 122 Youngstown area 
Nonmetropolitan areas 
745 885 
itt 182 OKLAHOMA 
249 275 Oklahoma City area 
106 118 Tulsa area 
279 310 Nonmetropolitan areas 
18 29 OREGON 
Portland area 
1,894 1,344 Nonmetropolitan areas 
1,091 625 
530 569 PENNSYLVANIA 
273 150 Allentown-Bethlehem area 
Harrisburg area 
1,387 1,162 Philadelphia area [see New 
747 503 Jersey for Jersey suburbs) 
56 7 Pittsburgh area 
121 188 Nonmetropolitan areas 
18 38 
445 426 RHODE ISLAND 
Providence area 
3,540 2,827 Nonmetropolitan areas 
2,628 1,875 
173 313 SOUTH CAROLINA 
190 131 Charleston area 
549 508 Nonmetropolitan areas 
492 506 SOUTH DAKOTA 
436 449 
56 57 re 
Chattanooga area 
234 302 Knoxville area 
58 107 Memphis area 
176 195 Nashville area 
1.079 954 Nonmetropolitan areas 
2 oo oe 
Beaumont-Port Arthur area 
250 222 Corpus Christi area 
Dalias area 
62 47 El Paso area 
Fort Worth area 
262 215 Houston area 
72 45 San Antonio 
127 119 Nonmetropolitan areas 
63 51 
UTAH 
158 207 Salt Lake City area 
64 56 Nonmetropolitan areas 
3,293 ~=—-:1,785 VERMONT 
110 91 VIRGINIA 
1,341 902 Norfolk-Portsmouth area 
959 226 Richmond area 
883 566 ula nee 
ashington, D. C., suburbs 
388 185 Nonmetropolitan areas 
3,863 5,197 WASHINGTON 
356 443 Seattle area 
Spokane area 
ae — Tacoma area 
“r "156 Nonmetropolitan areas 
140 307 WEST VIRGINIA 
Charleston area 
1,317 802 Nonmetropolitan areas 
105 156 
142 94 Madison area 
882 383 Milwaukee area 
Nonmetropolitan areas 
WYOMING 
June 


1956 






















































































No. of Permits 
issued 
9 1} 
2,588 2.43 
351 193 
177 264 
656 65 
329 
198 134 
195 144 
181 128 
50! 469 
658 525 
2335 
104g 
321 
449 4 
248 =. 2% 
201 166 
1,765 1,55) 
7 4% 
49 18 
835 63) 
537 ~— Bal 
27335 
208 133 
203 118 
5 15 
501 404 
293 121 
208 = 283 
42 9 
909 —s,121 
145 107 
179 185 
297 450 
182 160 
106 219 
4,676 4,852 
106 155 
180 215 
846 718 
227 326 
502 =: 368 
670 623 
400 = 420 
1,745 2,027 
460 424 
362 258 
98 166 
3 12 
1,956 1,29 
177 118 
343 174 
118 103 
565 306 
753 (5M 
1,039 962 
638 = 480 
103 31 
134 112 
164 239 
260 17 
86 4] 
174 «10 
1,127. 980 
e .. 
536 Ml 
506 30 
67—li«&Y 






















How BASE-=RAY helps you sell 


4 HOT WATER HEATING 








2,438 
193 
264 
605 
50! 
134 
144 
128 
4 . 
is “ an ) me! i A 1 Better health — BASE-RAY promotes better 
175 5 ie ; 7 | health through clean, even, draft-free winter 
68 $ ae, of, comfort unequaled by other systems. Floor-to- 
282 = A ce oul ceiling temperatures vary less than 3° even in 
4 - ee . - zero weather! 
166 a | : ' ' eeundi 2 Low initial cost — In the new Series Loop Sys- 
151 : tem, BASE-RAY® becomes part of the main. 
"4 You save 40% on pipe, 49% on installation time 
18 fe ,4 eo and 52% on fittings ... giving your customer a 
631 e 4 i J A high quality installation at low cost. 
Hl 3 Greatest comfort — Floors are always warm 
’ ... outer walls are blanketed with a continuous 
133 J ee shield of radiant heat. Cold infiltration is stopped 
_ ae where it starts, “Living space” is increased .. - 
’ 2 vi even next to large picture windows there’s per- 
404 ae 4 fect comfort. 
121 a ye — 
283 ” ‘ — ni 4 Complete decorating freedom —BASE-RAY is 
9 ; as inconspicuous as ordinary wood baseboard. 
’ Windows are unobstructed . . . wall-to-wall car- 
= peting may be laid ... there is nothing to inter- 
185 NO OTHER POPULAR HEATING SYSTEM fere with furniture placement. It can be painted, 
450 too, to match other trim. 
| GIVES YOUR CUSTOMER ALL THESE fiestas: 
, ccchiieaidsin 5 No expansion noises or “pings”—Thousands of 
4,851 8 ADVANTAGES BASE-RAY installations over a period of 10 
155 _ years have proved its completely silent operation. 
215 ; s oom 
= | eam” ane a je 6 Year ’round domestic hot water can easily be 
368 Agee ee as eee Se provided at low cost with a BASE-RAY system. 
623 ee — Every Burnham Boiler can be equipped with a 


ro BURNHAM special all-copper coil submerged in the hottest 


2,027 oe — PASE HAY water at the top of the boiler. 
424 


ie oe ano 7 Easier housekeeping — BASE-RAY provides 


heat that neither circulates dust nor is a source 


2 of it. No sudden air currents from open registers 
. air is circulated with utmost gentleness. 


1,299 
118 . 
174 8 Greater long-run economy—Cast-iron construc- 
103 — tion means that both BASE-RAY and a 
4 IRVINGTON e NEW YORK ; Burnham Boiler, once installed, are good for a 
MOUNT Hearing lifetime of trouble-free service. Here’s the true 
FIR z, 
941 Qa ST IN THE MANUFACTURE OF BASEBOARD HEATING . economy that sells customers! 
480 
131 
112 
9 
3 NOW AVAILABLE IN TWO SIZES Burnham Corporation 
. - nnsccnn, eee Irvington, New York 
> No. 7 (7”) IBR rated at 2.35 sq. ft. per Please send me full data on BASE-RAY and copy of your 
wo lineal foot. new ratings and installation guide. 
4 No. 9 (97/2) IBR rated at 3.45 sq. ft. per 
lineal foot. Used where wall space is lim- 


ited or heat loss great. 





No. 2 Heating Oil (Including No. 3 & PS200) 


Price per gallon as of May 15, 1956 


Tank Tank Tank Tank 
Car Wagon Car Wagon 


Portland, Me. 10.8 14.5 Richmond 11.0 142 
Boston 10.7 14.6 Charleston, S. C. 10.7 13.9 
Providence 10.7 14.5 Chicago 11.2°* 146 
Springfield, Mass. 10.95 14.5 Detroit 11.75* 152 
Hartford 10.95 14.5 Cleveland 11.6* 146 

New Haven 10.6 14.2 Minneapolis 10.75 143 
Syracuse 11.6 14.8 St. Louis 10.9* 144 

Albany 10.9 14.2 Indianapolis 11.35* 151 

New York 10.6 14.7 Milwaukee 12.5% 155 
Newark 10.6 14.1 Des Moines 10.50 145 
Philadelphia 10.6 14.0 San Francisco 10.65* 13.2 
Harctace 10.7 14.6 Portland, Ore. 11.25* 13.8 
Baltimore 10.6 14.15 Seattle 11.25* 13.9 
Wilmington, N. C. 10.7 14.0 Spokane 13.65* 16.3 
Washington 10.7 14.65 Los Angeles 10.15* 12.7 


*Delivered. 
Tank wagon prices shown are for maximum one-time delivery discounts, 
**Subject to temporary allowance of .50¢ gal. 


DEGREE DAY TABLES 


Ses ONLY CHANGE in the price —ONE MONTH ONLY— gp wot Bg DATE— 
able this a are as April Percent Sept. throug pr. Percent 
| ne ne se ean we _— Normal 1955. 1956 Change* Normal 1955 1956 Change! 
ae RE a ears EN; SSE EOF $97 455 667) $11.7 Albany AP 6642 6321 6973 + 50 
level has an additional half cent allow- 133 56 = «164 Atlanta AP 2806 2751 2867 + 22 
Pe oer ” ee aSer 378 247 414 Baltimore AP 4667 4897 4859 + 41 
ance. This raises the Chicago margin 534 469 575 Boston AP $506 5262 5792 +352 
on No, 2 oil to 3.9 and gives the mar- 636 414 652 Buffalo AP 6405 5944 6509 + 16 
pe laeeien nt Bae ; 507 239 532 Chicago AP 6023 5394 5987 — 06 
keters an incentive to push summer 314. 185 430 Cincinnati CO 4424 4509 4921 +112 
fillups on those accounts not using 531 268 566 Cleveland AP $727 5253 5859 +23 
; eee ee sb i fe) 52 84 Dallas AP 2292. UAT (2328 + 25 
automatic deliveries. 525 444 581 Denver AP 5765 5555 5602 —28 
Des Moines AP 6183 5882 6736 + 89 
Detroit AP 6085 5639 6187 + 17 
Grand Rapids AP 6148 5712¢ 6714 + 92 
Hartford AP 5893 °5636 6311 Foe 
Helena AP P52. TITS, 844) + 78 
Houston AP 1388 1230 1236 —11.0 
Indianapolis AP 5405 5117 5587 + 38 
Kansas City AP 4769 4284 4970 + 42 
Los Angeles CO 1364 1159 1437) + 54 
Louisville AP 4340 4116 4417 +18 
Milwaukee AP 6593 6261 6799 + 3) 
Minneapolis AP 7489 7285 8312 +110 
New Orleans CO 1175 1146 1174 —Ol 
New York CO 4879 4724 5059 + 37 
Omaha AP 5948 5527 6569 +10.4 
Philadelphia CO 4430 4204 4708 + 63 
Pittsburgh CO 4898 4628 5095 + 40 
Portland, Me. AP 7099 6698 7339 + 34 
Portland, Ore. CO 3847 4046 4157 + 81 
Providence AP 5783 5448 5990 + 3.6 
Roanoke, Va. AP 4071 4112 4013 —14 
St. Louis CO 4368 4087 4574 +47 
Salt Lake City AP 5552 6121 5388 — 30 
San Francisco CO 2275 2488 2443 + 74 
Sault Ste. Marie AP 8517 7989 8407 —13 
Seattle CO 3991 4123 4504 +129 
Toledo AP 6077 5595 6313 + 39 
Washington AP 4246 4085 4393 +45 
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Perhaps the most significant happen- i a a 
ing in the market this time is the de- $46 301¢ 627 


cision of some of the Eastern suppliers 528 449653 
; 654 767 687 
not to offer a half cent discount for 36 2«‘S ti 


summer buyers at both the tank car 432 235 = 483 
292 108 377 
and tank wagon level. For the past sev- 129 125 ~=«191 


eral years Eastern prices have been 285 134 = 348 
g hort duri h 621 423 652 
ropped a half cent during the sum- 570 328 686 


mer and restored at the end of Sep- 19 15 28 
456 362 506 

tember. 389 180 502 
Last fall, however, there was so much ed a a 
distillate in storage that only one east- 693 629 743 
ern major put the half cent back on poi yg a 
when the end of September came, and 289 167 37 
then quickly withdrew it when no other — a A 
supplier followed. 279 374 310 
The stocks continued high until we i - a. 
got some strong cold weather in No- 555 288 575 
vember and then the summer discount eS 
was finally removed and the price *Compared with normal. +City. Office. 


moved up a half cent. This was bad Distillate Fueloils 
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for public relations since many cus conduct the surveys, but it was con- - 
1: ; PRIMARY STOCKS 

tomers felt that the oil industry was cluded that they did not develop (Thousands of Barrels) 
just taking advantage of the thermom- — enough useful information and fast East of Rockies 
eter. enough to justify the cost. If we should eed 7 Mae 

The table that we have been carry- again get into a questionable supply peg ere ie 26,040 
ing on secondary stocks of distillate situation for any reason it will be a Midwest - 22,07 
fuels has been discontinued since the fairly simple matter for us at the maga- Gulf Coast * ue 
census has stopped accumulating the zine to resume our field sampling of oan 
data. The Bureau was being paidacon- _ stocks as we did in the years before the ices a 


siderable sum by the oil industry to | Census Bureau started this work. *American Petroleum Institute. 
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BIG SAVINGS YOUR CUSTOMERS 
WILL CERTAINLY WANT 


the NEW #4 
OIL BURNER 


DRASTICALLY CUTS 
FUEL COSTS 
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F 2.2 
4 Converts *4 (and #5) 
r 52 + ee 
+ 16 Oil to Burn Efficiently 
— 0.6 P s 
ae as *2 Oil. 
t 25 
— 38 
: D Patents Pending 
fe f ® Built-in ““Thermax” Converters 
i: APPROVED for #4 fuel oil by Underwriters’ Reduce Heavy Oil to Light Oil 
; = Laboratories, Inc., and by the Board of Stand- ® As Quiet as a #2 Oil Burner 
1 54 ards and Appeals of the City of New York. : 
tis f - ® Easy to Install and Service 

T BET for cutting fuel bills in apartment ° 
+ 11.0 & 
S. 01 houses, schools, institutions, commercial and No Complicated Parts 
ry industrial buildings and heating processes by ® Can Use Existing Piping 
t 63 using lower priced fuel oil. in Practically All Cases 

4, 
4 ve AUTOMATIC — Electric fuel converter sys- ® 3 Sizes—3 to 20 G.P.H. 
+ ” tem, complete with safety shut-down and Larger Sizes Available Later 
+ 47 mechanical oil cut-off, is thermostatically con- 2 : 3 
oy trolled — automatically. Complete assembly Write ——— and Prices 
at easily accessible for quick service. Boiler and Furnace Manufacturers 
+129 


im iy SUN-RAY- FAMOUS THE WORLD OVER FOR QUALITY AND ECONOMY | 


ay 13 
955 

6,040 
2,07 
4,465 


52,577 






cca tia wariicd Wate 
ee ak Coes | 


VIStit OUR 


eloil 
















by 
Milburn Petty 


WASHINGTON—National Oil Jobbers 
Council has directed its general coun- 
sel, Otis H. Ellis, to continue opposing 
controls on oil imports—both products 
and crude oil. 

‘Mandatory controls on crude oil 
imports,” the NOJC declared in a re- 
solution adopted at its Atlanta meet- 
ing, “would be promptly followed by 
crude oil price increases which could 
only result in product price increases. 

‘Fueloil jobbers simply cannot af- 
ford higher prices of this product in 
the face of the disastrous competition 
they now have with natural gas.” 

On residual, the NOJC said imports 
for the last nine months of 1955 were 
“too low” and resulted in price in- 
creases. Except for fast footwork and 
re-arrangement of stocks, “a critical 
supply situation would have occurred,” 


NOJC said. 


IPA Girds for Battle on Imports 


Meanwhile, the domestic producers 
are aroused over “abandonment of the 
basic policy standards” for the volun- 
tary import restriction program, laid 
down by the Cabinet fuels policy com- 
mittee, headed by ODM Director 
Flemming. 

This action, according to the Inde- 
pendent Petroleum Association of 
America, “is an invitation to higher 
imports which would lead inevitably 
to increasing dependency on foreign 
oil.” 

If the IPAA is unable to obtain 
“satisfactory” assurances from Flem- 
ming, the producer group may once 
more seek legislation for mandatory 
controls on oil imports. 

What prompted the IPAA’s pro- 
test was the letter that Flemming wrote 
to oil importing companies, excluding 
imports into California from the for- 
mula for determing permissible import 
levels under the Cabinet committee’s 
recommendations. 

Also, Flemming confirmed the con- 
tinued exemption of imports from 
Venezuela and Canada from the vol- 
untary cutback program. 
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Government Influences on Fuels 


There was a hint that Flemming 
may be planning to dump the present 
formula—relating total imports to the 
1954 ratio with domestic oil produc- 
tion—in his calling for a whole new 
study of the oil imports situation to 
be completed by September 1. 

If results of this survey indicate im- 
ports are “threatening to impair the 
national security,” Flemming promised 
that a public hearing will be held by 
October 1. 

Data included with Flemming’s 
letter to importers indicated that more 
residual imports will be needed for the 
next heating season. 

“Total demand for residual fueloil 
in 1955 averaged 7.6% or 115,000 
B/D above 1954,” according to Flem- 
ming’s data. “Domestic production 
increased by only 10,000 B/D. 

‘“Unseasonably cold weather late in 
1955 caused sharp reductions in stocks 
in certain areas, but the relatively tight 
supply position which developed in 
some areas was somewhat alleviated by 
higher that normal temperatures from 
Mid-January through February, 
1956.” 

Continued strong demand through 
the spring reduced residual stocks to 
11.8 million barrels below year-ago 
levels, it was pointed out. 


Chimney Ordinance Urged 


Encouraged by adoption of an ordi- 
nance in Raleigh, N. C., and similar 
action expected soon in Fargo, N. D., 
the NOJC is urging oil jobber groups 
in each state to press for city require- 
ments that new homes be equipped 
with all-purpose chimneys. 

Meanwhile, jobbers groups were 
asked to furnish NOJC Counsel Ellis 
with data on hardship cases of prop- 
erty owners being limited to one type 
of fuel because of inadequate chim- 
neys. 

Armed with such information, Ellis 
will urge that federal housing agencies 
amend their building codes to require 
all-purpose chimneys. 

The NOJC also recommended that 
oil marketers “who expect to survive 
in the fueloil business must maintain 


complete service departments so that 
fueloil heat will be truly continuous, 
automatic heat.” 

The jobber council pledged strong 
opposition to the continued and grow. 
ing “inequitable” competitive sity 
ation between fuels. 


Rehearing Set on ‘End Use’ Contro] 


Federal Power Commission has 
agreed to give Northern Natural Gas 
Co. a rehearing on the FPC’s 3-to? 
decision denying the pipeline’s appli 
cation to supply gas to an electric 
power generating station—because it 
would displace a more-abundant fuel, 
coal. 

Reasoning of the FPC majority in 
this case, classing boiler fuel as an “in- 
ferior use” of natural gas—which 
ought to be discouraged because of 
“dwindling” reserves of gas, when 
plenty of coal is available—could also 
be applied to use of fueloil competing 
with coal. 


Get-Together on Gas Bill Urged 
FPC Chairman Kuykendall con 


tinues to urge that distributors and 
producers of natural gas get together 
—along with the pipelines—on legiy 
lation to exempt independent pro 
ducers from direct federal control. 

“If all could get together, a bill 
could be prepared and passed with 
very little opposition,” Kuykendall 
told the IPAA at its recent Los 
Angeles meeting. 

Meanwhile, if the Supreme Court 
does not overrule the lower court in 
the Panhandle Eastern Case, FPC 
officials “fear” that they may have to 
apply utility-type (cost-plus6% of 
something of the sort) to regulation 
of producer prices for gas. If this case 
is not appealed to the high court, the 
same result would follow. 


Oil’s Status Still at Low Ebb 


The bad publicity for the entire oil 
industry, following in the wake of the 
harshly-worded veto of the Harris 
Fulbright Gas Bill by President Eisen 
hower, is still worrying industry lead: 
ers. 

API President Porter says the if’ 
dustry “is fighting for its life” a5 4 
free enterprise. 
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NOW! Every forced air heating owner 
becomes a cooling prospect automatically 





New Mueller Climatrol add-on unit permits 
installation with any forced air heating system 


No problem finding prospects for this 
self-contained, water-cooled summer 
air conditioner. Every customer with 
forced air heating is a prime prospect! 

INSTALLATION FLEXIBILITY UNLIM- 
ITED, Return air can be brought in at 
either top or bottom of left side or 
where necessary, at lower half of right 
side. Optional blower packages avail- 
able with either vertical or horizontal 
(both right and left hand) discharge, 


See your man from 





in a range of sizes from 800 to 2000 
cfm that means further flexibility. Any 
arrangement you need in tight instal- 
lation spots! 

CONVENIENT, Too. Shipped com- 
pletely assembled, charged, ready for 
easy installation. 

Write for facts, dimensions, specifi- 
cations —to Mueller Climatrol, Dept. 
66-2050 W. Oklahoma Ave., Milwau- 
kee 15, Wis. 





Mueller Climatrol 


*Sales are turning greener every day 
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Underwriters’ Laboratory 
and 
Canadian Standad 
Approval 
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TRANSFORMER | 





CYCLES—60, 50, 25 
PRIMARY VOLTS—115, 230, 330, 440 
SINGLE or DOUBLE POLE 


5,000, 10,000, or 14,000 VOLT 
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Union Evecrric and Manuracturince Co. 


1057 SUMMIT AVENUE, JERSEY CITY 7, N. J 


eloil 








for MODERN 





Perimeter Heating 


| Conference was a well-attended all- 





SIMPLIFIED 

STANDARD-SYSTEM 

WITH 5” x 314" 
BRANCHES 


Duc-Pac, first to offer flat duct and 
fittings for modern perimeter instal- 
lations! Set the pace in your area 
. provide your customers with 
this new, modern design for per- 
imeter heating or cooling — on 
both new and home improvement 
installations. 
Duc-Pac unassembled fittings feature 
‘‘press-together’’ assembly that 
requires only seconds. Patented 
inner-Lock eliminates unsightly 
“hammered-over” edges. 





Compact, neat-appearing Duc-Pac in- 
stallations complete the truly “mod- 
ern’ appearance of new homes. 5” x 
3%" duct permits easy between-the- 
joists installation . . . flat design con- 
forms with architecture of the home. 





HOME IMPROVEMENT 


Duc-Pac duct and fittings are “‘nat- 
urals” for “Operation Home Improve- 
ment’’. Ease of installation, space-saving 
design, trim appearance pre-sell your 
prospects, create satis- 
fied customers. Let Duc- 
Pac help you make 
“456 the Year to Fix’’. 


er 


Request free descriptive bulletin. <MPRON™ 


DUC-PAC, Inc. 


EAST LONGMEADOW, 
MASSACHUSETTS 
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4 I SHE FIFTH ANNUAL CONVENTION 
of the Greater Philadelphia Fuel 


| day affair held on April 25 in the Hotel 
| Warwick, Philadelphia. A solid fuels 
| forum took place in the morning, fol- 
| lowed by a luncheon at which Carl F. 
| Oechsle, deputy assistant secretary, 





Department of Commerce, Washing: 
ton, was speaker. 

He made a strong plea for a return 
to constructive salesmanship, remark- 
ing that America’s salesmen have been 
key men in our nation’s expanding 
economy. They have done a magnifi- 
cent job of preaching the gospel of bet- 
ter living, he continued and, ““That’s 
why I claim no good salesman should 
be ashamed of his calling—only for not 
calling. That’s why I’m eager to see a 
million more of them out there beyond 
the yellow pages, winning back their 
laurels again. Because salesmanship in 
America is a national asset, it deserves 
higher rating and more widespread 
recognition from us all as a founda- 
tion for successful careers.” 

The entire afternoon was devoted to 
a fueloil and oil heat forum, with Fred 


| S. Burroughs, associate director, Oil- 


heating Market Reports, as moderator. 
First speaker was William E. Johnson, 
executive vice-president, Home Build- 
ers Association of Philadelphia. Speak- 
ing about “How the development 
builder feels about oil heat,” he summed 
it all up with the word, “Price.” The 
price of a heating installation is of 
paramount importance to the builder, 
he continued, after which the oilheat- 
ing dealer must convince him that oil 
heat will help him to sell his house. 

Johnson expressed the opinion that 
the use of oil for heating is on the up- 
swing in the Philadelphia area. In the 
past, he explained 75% of the building 
was concentrated in the City of Phila- 
delphia and the remaining 25% in the 
suburbs. This trend is now exactly re- 
versed, he went on, and many of these 
suburban areas are beyond the gas 
mains. 


James Wright, Home Fuel Co., Pas- 


DUC-PAC Philadelphia Fuel Conference 


holds fifth annual Convention 


saic, N. J., discussed the proposition 
“We can earn a good share of the new 
home market” and related his talk to 
the success of his company in this en. 
deavor. Some highlights of his talk: 

The gas utility specializes in public 
relations and makes it a point to pro 
vide good service and create a good 
impression with its clean equipment 
and uniformed personnel. Oilheating 
looks bad when the comparison is based 
on some company’s fueloil trucks and 
the inefhicient service and damage by 
trucks and drivers that negligent deal 
ers countenance. It’s important, then, 
Wright said, to tighten up and im 
prove customer relations. 

Home Fuel has been cultivating 
builders carefully and_ thoroughly, 
First, a survey was made of the mar: 
ket to find its size, to learn how many 
and what kind of homes are going to 
be built and where. Some success was 
achieved by working with sheet metal 
firms and plumbers, but the entire ef: 
fort was not too productive. 

It was found quickly that the archi 
tect is a big factor, since he is nota 
salesman but more of a specifier of 
equipment. So, Home Fuel concen’ 
trates on selling the architect the idea 
that oil heat is good heat. 

Price is the secret to selling the new 
home market.-Installed price of oilheat’ 
ing equipment is more or less related 
to the price of the house, so that the 
price structure varies. “We try to price 
equipment on the type of house and 
people involved, with no relation 
profits. It works for us, too.” 

Summarizing, Wright emphasized 
that it costs money to build new home 
business so that it’s advisable to budge 
a specific amount for the purpo% 
“We've never made a dollar in the 
builder market, but we’ve held our om 
against gas competition. It’s my 
that as soon as a fueloil company be 
comes stagnant and stops growing # 
building gallonage, it’s dead.” 

After price, the builders want tobe 
sure he won't hear of the equipmelt 
again. Therefore, the fueloil 
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MAJOR AIR CONDITIONING MANUFACTURER STARTS NEW DISTRIBUTION PLAN 
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= Big New “Off-Season” Profits 
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vating Fuel Oil and/or Heating 
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> mar Equipment Distributors 
many 
ing to If you have good facilities, and are interested in one of the 


$s was biggest equipment sales opportunities in years, then read this 
metal & 2dcarefully. We want new distributors with warehousing arrange- 










ioe if ments in many areas to supply more dealers, contractors and mA i 
: builders with Curtis packaged units. OPPORTUNITY 
arch Here’s an opportunity to become part of a young and 
“ks SIMPLE ALL-IN-ONE UNITS growing industry. Most new building plans include air 
? a ere conditioning. Many existing commercial establishments are 
fier of § “Packaged” means all that the word implies. All components finding that they must air condition to compete. The market 
once’ § %€ inside these colorful new units. No assembly problems. Every is growing and now is the time to start growing with it! 
ve idea Unit is operated and tested before it leaves the factory. Outside 
cabinets are newly modernized and come in decorator colors to MOST COMPLETE LINE 

. go with any interior color scheme. Every needed size from 2 through 50-ton units, for use with 
pr or without duct work. Cooling Tower to match. Simple 
nuheat: installation. 
‘cat’ (| ROUND OUT YOUR SEASONAL SELLING ape 
nat the Air conditioning offers the perfect balance to your fuel oil or FAMOUS BRAND NAME 
1 price heating equipment line. And it could grow to be far larger! If | Curtis has a 102-year history of success and quality and 
| and Curtis and you prove to be the right combination, you’re headed have been building air conditioning units for 22 years. Curtis 
* for new profits. Fill out the coupon and mail it today on your offers a complete financing plan, and provides a strong 
rion © letterhead. national advertising campajgn to make your selling easier. 
hasized 
y home 
budge MANUFACTURING COMPANY: 
urpos 1962 Kienlen Ave. * St. Louis 20, Missouri 
in the GENTLEMEN: I want to know more about CURTIS, 
ur own and the profit opportunities of your new packaged air conditioner line. 


Write me full details. [7] Have your representative call. [] 








NAME a TITLE 
FIRM NAME aes 
STREET ADDRESS__ 
CITY 

























LI UIDOMETER G AUGES must cover the warranty and guaran. 
tee so that it is common sense to gelj 
branded and quality equipment and 


SAVE OIL DISTRIBUTOR soe dont on at 


Wright recounted an interesting ex. 

periment Home Fuel conducted 
4. TO 6 MANHOURS P ER DAY wherein 18 new homes were heated 
with oil and gas. After a year, experi 
enced interviewers contacted all 18 
homeowners and found that of the nine 


homes heated with gas and the nine 
heated with oil there was no great 









variation—some wanted to change 
fuels, others were happy with their 
heating. But, the big point was that 
even those who said they would like 
to change fuels, not one planned to do 
it when he considered the cost of the 
conversion and the investment he al 
ready had in the present equipment, 
The inescapable conclusion, Wright 
stated, was “the fuel which gets intoa 
new home stays.” 






















Scott speaks 


Thomas J. Scott, Buckley & Scott, 
Watertown, Mass., in his talk, “Mod: 
ernize or perish,” pointed out that the 
fundamental impetus to build modern: 
ization business lies in an incentive to 
sell this business and its motivation 
should be the developing of a profitable 
oil business. It cannot be undertaken 
successfully, he went on, if fueloil mar 
gins are too low. “Markets must sll 













Liquidometer gauges have entirely eliminated costly, 
hazardous and time consuming dip stick measure- 








ments at the bulk fuel plant of the Staten Island Oil replacement oilheating units and de- 
Company, Staten Island, New York. By providing liver profitable fueloil or perish,” Scott 
accurate, easy to read indication of fuel levels stated. 

continuously, Liquidometer gauges expedite inven- He attributed the decline in fueloil 






tory control...and actually save Staten Island Oil 
an estimated 4 to 6 hours per day. 





sales in Philadelphia during recent 
years to an insufficient incentive to sel 
oilburners, Unfortunately, this is 4 







At Staten Island Oil, as in countless other in- 
dustrial installations over the last 35 years, 









Liquidometer gauges contribute major operational general problem, but one which can 
efficiencies . . . lasting, trouble free, accurate meas- be solved. Scott then outlined a general 
urement of storage tank contents. program which has proved successful 

Underwriters Approved for gauging hazardous in other markets. It involves a general 
liquids, Liquidometers are available in a wide variety industry appraisal of the problem and 






of hydrostatic and float types, direct and remote 


i an objective analysis of costs. 
reading models. an objective y 


For complete details, write Dept. C for Bulletin Lionel Jacobs, Wayne, Pa., cof 
463. cluded the session with an urgent ap 
peal for support of the Philadelphi 
oo fe group’s advertising program to sell ol 
Liquid Wordle Stony ane woot mneaSunund heating. He remarked, “Only the mu 

makes money without advertising and 

pointed to the definitely beneficial ef 

weet fects of the program conducted during 

THE mA)e | DO M ETE i CORP. the last two years as sufficient reas” 

\ for continued and expanded supp 
from all segments of the industry. 









SKILLMAN AVENUE AT 36TH STREET, LONG ISLAND CITY 1, N.Y. 
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0 sell e 
ee atcner is the best... 
ng ex: e 9? 
we it must be, my daddy says so! 
\eated 
xperi “T like to visit daddy’s store. It’s lots 
Il 18 ' of fun to listen when he talks to cus- 
e nine tomers. Daddy tells them a whole lot 
> nine about Thatcher. He says there’s a 
great whole lot of good things to tell. I’m 
hange : glad my daddy sells Thatcher because 
their ‘NG . it’s the best. It must be... my daddy 
s that '{ ee aval says sol” 
d like - ee ’ 
ro , jr Here's why you ll do 
OF the 2 b 4 , 
he al —=— 7a better with Thatcher, too! 
neat. _- ~~, } jp You’re In Business All Year Round With 
V right » ee ws THATCHER. Complete winter heating and 


into a summer cooling lines make every season a 


selling season! 


You’re In Touch With More Prospects... 
You Close More Sales With THATCHER. 
Scott, y apy , 
‘ sai” Be 4 New power-packed sales-building program is 
Mod- : 
ready and set to go to work for you! 


vat the - ; ad 
odern: % ; SL You’ve Got The Extra Edge On Competition 
tive to 4 "2 With THATCHER. More experience in man- 
vation 4 os 2, ufacturing heating equipment and building con- 
fitable — 4 sumer confidence than any other company in 
rtaken i ... —e«»«€~, ‘iiiie the field ...10 year product guarantee... and 
i] mar’ tats RAN ' other plus-features help you clinch the sale! 
e : : Your Business and Personal Interests Are 
aie : Properly Advanced With THATCHER. 
Complete personalized assistance program is 
fueloi geared to consider your sales problems individ- 
pe ually ... to work with you on the special needs 
‘al of your market ... and to provide fast action 
a : , ; in every situation! 
ch can P Why not make your sales job easier... more 
yeneral profitable ... with Thatcher. Get the full story 
cessful \& today! Write Thatcher Furnace Company, 
yeneral )  @ , Garwood, N. J. 
m and 
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| Visit met Seatie (303, 304, 305, 306) at the National Oil Heat & A.C. Exposition, June 11-15 
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NEW EBFASEHION IN FA WS: «tI M-pak 


UTILITY’S *IM-pak SIMPLIFIES PRODUCTION CHANGES. This new fashion in fans now eliminates top-heavy 
inventories of many unassembled parts, gives you an across-the-board stock of blowers that covers up to 98% of appli- 
cations for residential air-moving equipment. Available in five sizes, you'll now be able to handle model changes 
while in production. Convertibility is the key: The two housing supports and motor mount bracket are not attached 
to the unit, but are included in the package with all hardware needed for rapid installation. Simply mount the motor 
and adjust the angle of discharge to any of four positions, and — presto! —the job is done. No oil cups snarl service 
due to IM-pak’s sealed ball bearings. Blowers are also available with a specially designed interchangeable sleeve 
bearing mount which is easily adjustable and permits rapid production-line switches to your requirements. This fast- 
adapting blower is another outstanding example of Utility’s never-ending search for better engineering methods 
that pay off where it counts—in lower labor costs, reduced inventories and trouble-free service in your equipment. 
YOU CAN’T MATCH UTILITY FOR PRODUCT AND PRICE! 


* INTERCHANGEABLE MOUNTING 


UTILITY 


a 


A Division of Utility Appliance Corp. 


UTr LIT yy EA ew Cc OE EE. 5: East 59th Street, Los Angeles 1, California 


MANUFACTURERS OF HEAVY AND STANDARD DUTY BLOWERS FOR HEATING, AIR CONDITIONING AND VENTILATING INSTALLATIONS. 
PRODUCERS OF BLOWERS AND BLOWER PARTS FOR ORIGINAL EQUIPMENT MANUFACTURERS. WRITE FOR CATALOGUE DATA. 
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Wisconsin Dealers convene at 


industry Rally and Exhibition 


4E TWELFTH ANNUAL Industry 

Rally & Exposition, sponsored by 
the Oil-Heat Institute of Wisconsin 
took place on May 10 and 11 at the 
Wisconsin Hotel, Milwaukee. In- 
clement weather kept attendance be- 
low what had been anticipated, but it 
was encouraging that some registrants 
traveled considerable distances to the 
meeting. 

Formerly called the Wisconsin Oil 
Heat Association, the group recently 
changed its name to the Oil-Heat In- 
stitute of Wisconsin to associate their 
activities more completely with those 
of the national organization, Oil-Heat 
Institute of America, with which it is 
affiliated. 

Registration and viewing equipment 
exhibits occupied the morning of May 
10, following which Charles Stoffel, 
president of the Institute, presided at 
a luncheon. 

Alfred Hegeman, former president 
of the OHI of Wisconsin and former 
national chairman of the Distribution 
Division, OHI of America, acted as 
chairman during the afternoon. He in- 
dicated that invitations to attend the 
meeting had been sent to oilheating 
dealers in Michigan, Illinois, Indiana 
and Ohio, besides Wisconsin. Serious 
consideration is being given, he said, 
to the formation of an Institute in the 
Great Lakes region which could be 
more effective than separate organiza- 
tions, 


Financing 


The first speaker, John C. Hayden, 
of the Installment Loan Department, 
Marshall and Ilsley Bank, in Mil- 
Waukee, gave an interesting talk on 

ing. A major portion of his ac- 

tivity in the installment loan depart- 

Ment is calling on home improvement 
ers, 

He presented statistics indicating 
that $600 million is being spent this 
year on both national and local adver- 
tising to Promote modernization of 
homes. It is anticipated that approxi- 
mately $3 billion will be spent this 


year for home improvements. It is his | 
belief that the oilburner industry | 
could utilize this publicity to good | 
advantage. | 
Because of the nature of his activity, | 


his primary interest is financing and | 


credit. With a great percentage of the 
national spending being conducted on 
a credit basis, banks play a very im- 
portant part. A few horrible examples 
cited indicated the inadvisability of 
most merchandising firms doing their 
own financing. In most cases they do 
not have the facilities to conveniently 
ascertain the credit rating of prospects 
or customers. It is the business of the 
bank to protect business men against 
poor credit risks, and also to provide 
information to purchasers of the finan- 
cial stability of firms. 





Degree-Day Advantages | 


Richard Domach, manager of the 
Degree-Day Department of the Wis- 
consin Ice and Coal Company, Mil- 
waukee, explained the advantages of 
fueloil deliveries based upon a degree- 
day system. The degree-days provide | 
a reasonably accurate means of deter- | 
mining the fueloil requirements of any 
customer, which is also based upon | 
past experience. After the oil storage 
tank has been refilled two or three 
times the usage is automatically estab- 
lished. 

The greatest problem is changing 
wind velocities and occasional extra- 
ordinary demands, such as sickness, 
which change the normal heating re- 
quirements, as ordinarily based upon 
outside temperatures. Carefully kept | 
records, utilizing the degree-day 
method, are instrumental in effecting 
appreciable savings by properly con- 
trolling deliveries. 

Effective Truck Operations, was the | 
subject of an interesting talk by Rich- 
ard E. Kuether, general superintendent 
of Jacobus Company & Affliates. 
This company has absorbed several | 
other oil delivery companies in the | 
Milwaukee area, making it a sizable | 
operation. Kuether preferred to use 
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| Where price is 


| Price and Project 





QUALITY is our business 
. Without eon 


Gm ONLY 
GIVES babes ALL THREE — 





Quality standard of the inate — Available 
in Silent Tension Aluminum or DuPont Nylon. 


pa 


REGULAR ¥ 


Ultimate to correct misalignment — Furnished 
in 1/6 to % HP ratings for Oil Burner Re 
quirements. . ~ 


. JAW TYPE 





of prime concern 
— Fits all Jaw 
(Lovejoy) Hubs. 
Available in Ny- 


lon to. exact 
length _require- 
ments. 


Only 
Guardian 


gives you these features: es 
- ROLL SPINNING—Exclusive method for join- 
"ling all — components at one time—Actually 
made in position of final driving operation. 

p 2 BRAIDED PRUBBER—Ground to absolute true 
concentricity. Furnished with BUNA-N TUBE 
ond NEOPRENE COVER. Holds to strict Lateral 
ond Angular Alignment standards. 

3. ONE-PIECE DESIGN—Minimizes assembly and 
— costs—Cut to exact length require- 
ments 

There are over 4,000,000 Guardian couplings on 
Bighest —_ ment. This is your assurance of 
red F easad y and enthusiastic acceptance in 

field 


COUPLING 
SERVICE KITS 


Standard and Economy 
Kits complete with bush- 
ings for replacement. 
Lengths and bores meet 
95% of existing field re- 
quirements. 





Write for literature 
and prices of Guard- 
ion’s superior line of 
tank valves. Most 
complete in oil burn- 
er industry. Now 
with Fusible feature 
and Cast Brass for 











requirements. 


PRODUCTS CORP. 
COUPLING DIVISION 


Dept. F-66, 1231 E. Second Street 
Michigan City, Indiana 
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Approved by 
Men Who 


SPECIFY, 
SELL, 
INSTALL 
and USE 
HOT WATER 
HEATING 
SYSTEMS 


Dunkirk Boilers are made of cast iron, the lifetime metal — proved best 
over the years for enduring trouble-free service. Each boiler section is tested 
under high pressure, then assembled and tested as a complete unit. 


Exclusive patented honeycomb design provides maximum heat transfer 
surface in minimum space and with minimum weight. 


Combustion chamber is waterbacked by wet base design that provides extra 
heating surface, increased efficiency and safe installation on floors. Provision 
is made for year-round automatic hot water for domestic use. Built-in 
tankless heater coil delivers full 3 to 5 GPM flow of hot water. Saves cost 
of storage tank and separate fuel. 


Dunkirk Boilers in flush or extended cabinets 
are smartly styled, finished in a warm two-tone, 
baked-on blue enamel that blends beautifully 
with surrounding colors. 
CAST IRON 


Dunkirk Baseboard Radiation is available in cop- BASEBOARD 


per tube—aluminum finned and cast iron panel 
COPPER d 


types. They are designed to meet high standards 
of efficiency and attractive appearance. 

ALUMINUM 
Don’t delay, write for catalogs. BASEBOARD 


DUNKIRK, NEW YORK 


Member of The Institute of Boiler and Radiator Manufacturers 


Dunkirk’s complete line of Oil-Fired Boilers, 
Baseboard Radiation and related accessories 
gives you one single source of supply for 
volume sales and profits. 
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the term “effective” rather than 
“efficient.” 







Kuether stressed the necessity for 
four essentials,— 1. proper primary 
equipment; 2. proper maintenance 
facilities; 3. proper drivers; and 4, , 
proper safety program. 

The primary’ equipment includes 
both trucks and other bulk plant 
equipment; his primary interest was in 
oil delivery trucks. Oversized trucks 
represent more initial cost, frequently 
higher cost maintenance, and _ les 
maneuverability. Undersized trucks re. 
sult in early failure of parts and tires, 
more frequent break downs, with los 
of use and shorter life. 


















Trend Change 





Under maintenance, he indicated a 
change in the trend. In the past, many 





maintenance organizations have con 
ducted inspections, and_ established 
service requirements based on either 
time or mileage. The modern trend is 
to work with instruments. Instead of 
taking a truck completely apart at the 
end of 40,000 miles (more or less), 
or after six months use, to ascertain 
what may be wrong or what parts 
need replacing, modern instruments 
will quickly indicate most deficiencies. 
This enables quick repairs or replace: 
ment of necessary parts, and defers 
complete overhauls, which are exper: 
sive and time consuming. 

The driver is a very important part 
of fuel delivery operations. Kuether 
believes in written applications, fol 
lowed by personal interviews. A cor 
rectly presented written application 
immediately identifies job jumpers, 
who will probably jump from your job 
as he has from others. A personal itv 
terview enables the man doing the hir’ 
ing to determine what kind of man wil 
be serving his customers, and the im 
pression he will make. Always avoid 
the “know-it-all” type. In some cases 
previous experience is a disadvantage, 
drivers acquire bad habits which ate 


difficult to break. 
























me 
The safety program is very ™ 
portant, it involves many items, i SF 
cluding insurance, cost of repaifs, loss 
of use of units, public relations, and Fi 
many other factors. The most effective 
means of preventing accidents is 0o” 
stant repetition of safety slogans and — 
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imary : 
nn PRODUCTS ARE PROVED SUPERIOR! 

a ‘ 
cludes The proof of the pudding is in the fact that Eddington Products are 


on the “PREFERRED” lists of leading oil burner and equipment 


| 
bs ~ manufacturers across the country. These men know that Eddington 
- Products can be depended upon for the finest craftsmanship and 
ees uniformly top-quality construction. 
Ryd If you want top performance, specify Eddington and be sure. 1 
cks re- 
eu OIL BURNER NOZZLES 
+h loss The new all-stainless steel nozzle with the “SUPER FINISH” illustrated 


here, is Eddington’s top performer. The high-quality stainless steel of the 
Tip, Disc, and Locknut provides maximum wearing quality and heat 
resistance. Eddington nozzles are supplied Standard, with Solid, Semi- | 
Hollow and Hollow Spray Pattern. Special series nozzles can be custom 


ated a made for specific combustion heads, boiler burner units or burners. 
many Each nozzle comes to you in a plastic canister completely protected 
: trom dust and dirt. And the cap of each canister is color-coded for your 
lished ready identification, as follows: 

= Red...Hollow Cone Green...Semi-Hollow Cone Blue...Solid Spray 
_ 7 ASK ABOUT HANDY 24-NOZZLE CARRYING KIT 

at the | 
less), FUEL OIL FILTERS 

ertain Eddington Filters have been specially engineered for heating oils in 
parts pressure and gravity type oil burners, space heaters, water heaters, 
eniiins stoves and ranges. Die cast of special aluminum, they’re light but sturdy. 
oncies, In Eddington Filters, every drop of oil is subjected to many successive 
place’ fine filtrations that remove every tiny trace of solid and gum-forming 
defies impurities down to microscopic size. An Eddington Filter provides inex- 


xpen pensive insurance against interrupted service; assures customer satis- 


faction. 
\t part 
uether CONDENSATE UNITS 
s, fol Fully automatic condensate disposal units specially designed for the 
A cor’ removal of condensation from air conditioning, refrigeration, and de- 





meee humidifying units. 





mpers, 

uur job COMBUSTION HEADS 

nal inv for High Pressure and Low Pressure Burners 

ne hit’ Note these outstanding features: é 

in will Easily Adaptable to Conventional Burners *Capacity Range: LP-53 from 
he im .4 G.P.H. to 1.5 G.P.H. on Catalytic Fuel * Capacity Range: HP-53 
avoid from .75 G.P.H. to 2.00 G.P.H. on Catalytic Fuel *Simplicity of Design ° 
» cases Foolproof Adjustment *Increased Combustion Efficiency * Economical 
ntage, Construction * Heat and Corrosion-Resisting Parts * Laboratory and 


“h aft Field Tested +U. L. Approval on Burner Applications 
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im 
é in’ SPECIFY EDDINGTON OIL BURNER PRODUCTS FOR LONG SERVICE... EASY INSTALLATION ... CUSTOMER SATISFACTION! 
rs, loss 
sa J For complete information, write EDDINGTON METAL SPECIALTY CO. 


is con’ 


Eddington, Pennsylvania x) 
1S and ene 
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MAKE YOUR RESERVATIONS TODAY FOR THE 
















PLUS these additional attractions: 
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MOST 
PROFITABLE 
SHOW ON 
EARTH 


SHANA =>t 


Water-Cooled and Air-Cooled (Waterless) 


ATR CONDITIONING 


Featuring these star attractions: 


@ futura designing—for any home in any stote! 
@ precision engineering (in compliance with 
U.L. standards) 
@ ultra performance (guaranteed at A.S.R.E. 
and A.R.1. standards) 
@ Simplified '‘A-B-C’’ installation and servicing. 
@ Shano-Air selling program 
WATER-COOLED 
SW SERIES 
A Available in 
aor 2-3-4-6 ton 
an capacities 
SAAC SERIES 
Available in 2, 3 


and 5 ton 
capacities 


@ “Duo” Units! @ Combination Units! 
@ Commercial Units! © Winter Air Conditioners! 





Please send me additional information about : 
SHANA-AIR air conditioning. 
(J Cost of units. F&on | 
() Description of all air conditioning and heat- : 
ing equipment manufactured by Shana Manu- : 
facturing, Inc. : 
CJ Exclusive franchises still available. 
Name. 
Name of Firm_ 
Nature of Business. 
Address 














ron sate... 





City 
Phone Number. 











SHANA MANUFACTURING, INC 
188 W. Randolph St., Chgo. 1. Ill. DE 2-7030 
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ideas which make drivers and other 
employees safety conscious. 

The fourth speaker, Carl A. God- 
dard, vice-president of Scully Signal 
Company, gave an address on the im- 
portant part played by VENTALARM 
in economical delivery of fueloil. He 
explained how the Scully VENTALARM 
improves customer confidence. The 
customer realizes that it will not be 
necessary for him to “stick the tank,” 
or call in for delivery. It is an advan- 
tage to the delivery man because it re- 
duces the loss time of trucks. The use 
of a VENTALARM provides a uniform 
fill level, which is an advantage in 
checking degree-day records. 

Dr. Neal D. Lawson, additives 
manager for E. I. du Pont de Nemours 
& Company of Chicago, employed 
slides to illustrate a very instructive 
discussion of fueloil additives. Illus- 
trations of conventional nozzles, as 
used in gun type burners, and pic- 
tures of strainers and filters, clearly 
indicated the effectiveness of additives 
in fueloil. 


Refining Changes 


Changes in refining methods have 
made fueloil, not only more difficult 
to ignite and burn, but has left a 
greater percentage of impurities, 
which cause sludging, corrosion, and 
stoppage of flow, which would reduce 
the desirability of oil as a fuel, if it 
were not for the development of addi- 
tives. In some cases, oil is caustic 
washed, after which an additive is 
used; this reduces the lack of stabili- 
zation. 

A more effective process is hydro- 
generation, plus an additive. Another 
problem is presented by the formation 
of gells, caused by the chemical action 
of copper coming into contact with the 
fueloil. These deposits can be elim- 
inated by the use of a metal deactiva- 
tor. Another type of additive is the 
dispersant. 

Lawson explained, that from 70 to 
80% of all fueloils now being sold 
contains additives which improve the 
burning qualities, and reduce service 
caused by impurities. 

The next speaker—Thomas A. 
Reed, market manager for Minneap- 
olis Honeywell Regulator Company, 
gave an illustrated discussion on the 
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subject “Service and Sell.” Colo 
slides showed the steps necessary jp 
checking Minneapolis Honeywell cop. 
trols to determine possible causes for 
burner failures. Because of the many 
older types of controls in use, illus 
trations were shown for checking 


three wire low, voltage thermostats, 
with Protectorelays (stack combustion 
controls). 

Another series of pictures illustrated 
the newer round type thermostat em- 
ploying a two wire system. Reed als 
illustrated and explained the possibjl- 
ities for salesmen to sell new or im 
proved controls while making service 
calls. 

The next item of interest was a 
movie in color entitled, “Blue Print 
for Service.” This was prepared by 
Socony Mobil Oil Co. after extensive 
research with various service organiza’ 
tions regarding an on-the-job overhaul 
of burner and controls on a circulat- 
ing hot water system. The picture 
showed a typical installation of an 
oil-fired circulating hot water system, 
completely serviced by a better than 
average service man. 

The sequence of operation was simi 
lar to the check chart idea employed 
for greasing automobiles in some serv 
ice stations. 

There were fourteen items on the 
installation which required checking, 
including cleaning or adjustments to 
provide reasonable assurance of cof’ 
tinued satisfactory operation until the 
next inspection trip. 


Why OHI? 


Charles H. Burkhardt, national se 
retary, Distribution Division of the 
Oil-Heat Institute of America, made 
a special trip to Milwaukee to speak 
on the subject “Why ont?” He ea 
plained the great advances being made, 
both in membership and activity, by 
the various regional affiliates of the ln 
stitute. This work, being coordinated 
with the OHI of America, makes it pov 
sible for the small business men, in 
mote districts to reach government 
agencies effectively through OHI and 
exert an influence far greater thal 
would otherwise be possible. In like 
manner, the national organization ® 
able to’gather information and data 

(Please turn to page 44) 
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sniza’ U ; how Rexoil again leads the field with a 
al ckage ; iti : brand new Low Price — High Effi- 
| bt e ciency — Service Free —Oil Burner. 
aaa Designed for small furnaces and 
icture boilers it is ideal for present day 
of an ce We “Package” or Conversion jobs. 
stem, : New 5 Pedestal, flange or collar mount, 
A 11 to E it fires from .50 to 2.00 GPH. 
; simi 
~® 

loyed RexAir by Rexoil > 
dos The world’s finest “Complete Package” 

Be. : warm air furnaces. Hi-Boy, Lo-Boy, or 
nthe mic ; Counter-Flo — these furnaces are ready 
cking, wT eg to go. Completely wired with refractory 
nts to ; =. combustion chamber factory installed. 
. me if Rexoil A-2 Burner mounted with correct 


nozzle size and adjustment. All in one 


til the easy to remove carton. 


al sec’ i | 4 RexPak by Rexoil 
of the i ae? For boiler efficiency and ease of installa- 

made i : tion the RexPak complete boiler “Pack- 

peak 4 P ” age” is tops. All in one easy to remove 

‘ 4 4 crate — the controls, circulator, Rexoil 
le ex 4 A-2 Burner, refractory combustion cham- 

© Y 
made, | rns: i ber, 3 GPM tankless heater, stack switch, 
ty, by | es 2 * pressure gauge and thermometer are all 
he Inv 7 factory mounted, installed and adjusted 
4 ready for instant operation. Thermostat 

inate , 

RexP ‘ : and draft regulator included. 

it poy exPak for low price—high 
inte quality — top efficiency hot 
nment water heating systems. 
41 and » ) 
- than REIF So J a oo re We'll be looking 
[n like Sie <=> <2 Ti Belle? @all inc. oo ae for you at the 
tion 8 37 CARROLL STREET + + + BUFFALO 3,N.Y. - p June Show 
d data Telephone: WAshington 2420 


ROBERT C. SANDERSON JAMES H. BROCKWAY 
President General Sales Manager 
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OUTSIDE BAG 


FROM YOUR 
G. E. or PREMIER 





FURNACE CLEANER 
..-Get the 


SOOTMASTER 


Filter Unit 








SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


Complete with 10 throw- 
$ a 75 away bags and quick- 
release tie-cord. 
® Order from your jobber 
® Jobbers’ inquiries invited 
Masler- 


INC. 


dl GE of © 
HAVERSTRAW, NEW YORK 
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to name a Que 
tie ELECTION of “Queen Com- 


fort” to reign during National 


| Better Heating-Cooling week will be 
| a special feature of the promotion week 
_ beginning August 6 to spark consumer 
| interest in hot water and steam heating 


and compatible cooling systems. 

Elected through the vote of 50,000 
plumbing and heating contractors and 
wholesalers throughout the country, 
the “Queen” will be nationally pub- 
licized in connection with B-H-c Week 
and to promote interest in home heat- 
ing. She then will be available for per- 
sonal appearances at home shows, con- 
ventions and new home openings fea- 
turing hot water or steam heating, and 
at meetings of member trade associa’ 
tions and manufacturers of the Better 
Heating-Cooling Council. 

The “Queen Comfort” contest is 
one phase of an overall campaign uni 
fying the promotional and educational 
efforts of the hot water and steam heat- 
ing and cooling industry. Other pro- 
motional activities include a complete, 
broad gauge publicity program, pro- 
duction of a half-hour, sound-color 
movie for Tv and local showing and a 





C4 


| Vying for the title of “Queen Com- 


fort” and the opportunity to reign dur- 
ing National Better Heating-Cooling 
Week beginning August 6 are the five 
young ladies above: kneeling, Nan 
Walker, “Miss Healthful Heating,” 
and Mae Conley, “Miss Sunny 
Warmth;” standing, Eileen Winch, 
‘Miss Economy’’; Louise Riley, “Miss 
Summer Cooling,” and Alice Heft, 
“Miss Modern Design.” 


Better Heating-Cooling Group 


en in Promotion 


series of editorial-industry conferences 
on liquid airconditioning and heating 

John E. Reed is Council president; 
Paul K. Addams and R. S. Ricka 
baugh, vice presidents; Robert 
Ferry, secretary-treasurer, and Frank 
lin Green, executive director. 


>, 
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John Wood Company buys 
Fluid Heat Division 


JOHN woop CO., Conshohocken, Pa, 
has purchased the Fluid Heat Division, 
Anchor Post Products Co., Baltimore, 
The transaction, involving upwards of 
$1 million, covers the machinery, 
equipment and inventory in Baltimore 
and plant and also the plant site, build 
ings, machinery and inventory at Red 
Oak, Ia. 

Plans are to move machinery and 
equipment from Baltimore and inte’ 
grate it within one of the John Wood 
plants at Conshohocken. Facilities at 
Red Oak are to be maintained to serve 
western customers. 

The heating line which John Wood 
will market as a result of the acquis’ 
tion under the trade names John Wood 
Fluid-Heat and John Wood Fluid-Aire 
includes equipment for both gas and 
oil. The complete line encompasses do 
mestic and industrial sizes, wall flame 
rotary and gun type burners and do 
mestic airconditioning units. 

John Wood is a prominent manw 
facturer of water heaters, tanks, gas” 
line pumps and metal dairy equipment. 

J. B. Balmer, president, John Wood 
Co., describes the purchase of Fluid 
Heat as “an expression of our com’ 
pany’s interest in expanding its profit 
opportunities. It will greatly increas 
our dollar output at Conshohocken: 
the Red Oak plant will enable us ® 
better serve our customers in the Mid 
west. The new line will offer our Pf 
mary customers an expanded opp 
tunity for greater profit through bettet 
service with a highly regarded sour 
of supply.” 

Shipthents from Conshohocken be 
gan late in May. 
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It's the biggest, most successful sales promotion in the industry! Developed 
to help dealers at the LOCAL level, and proved by hundreds of Coleman dealers. 


This 56-page book lists dozens of direct mail and hand-out pieces, displays, 
signs and special promotions — everything you need to build volume at low cost! 
Also lists free ad mats, radio copy and TV spots for use in Coleman’s generous 
¢o-op program. 


Powerful selling sound slide films — proved to get a high percentage of 
closes! May be used in your showroom or in prospect’s home. 


QUT Blond -Arin. 


with the industry’s most competitive advantages 


* LOWEST COST COOLING to operate, with exclusive Air-Mist condenser. 
* BEST HUMIDITY CONTROL of any system with exclusive Blend-Air distri- 


bution system. 


* INSTALLS IN HALF THE TIME ... factory-fabricated parts and 3%-inch 


ducts save layout time and labor, let you multiply volume with same staff! 


* COMPLETE LINE of vertical and plenum coolers to install with any heating. 
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COLEMAN VIT-ROCK nation 


Water Heaters 

With exclusive rock lining that 
———| can’t rust. Backed by 10-year 
00 || $500 warranty bond — strongest HOUS ES G 
=s*|| guarantee for any water heater! small HOM 

























Be a Blend-Air dealer and get set for 


your biggest year in sales! Mail cou 
pon for complete information. 





The Coleman Co.,Ine. FOH-162 
Wichita 1, Kansas 


Gentlemen: Please send me complete in- 
formation on the Blend-Air line and your 
1956 Sales Helps program. | sell ( ) gas 
or LP-gas, ( ) oil-fired equipment. 





Firm Name 
Address. 
City, 








Zone___State. 














the book that can make you BIGGEST COOLING-HEATING dealer in town! 
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New development in control systems—for both oil and gas burners 


Honeywell combines 











aquastat and relay 


LANGA RRA 





These features make the Honeywell Aquastat-Relay controls easy to sell— 


e Ideal for package boilers ¢ Time-proven components ¢ Fast responses @ Easy to read and set 
e Vital parts are well protected ¢ One less control mounting @ Works in any position ¢ Easy ‘‘clamp- 
on” installation and simplified wiring ¢ Dependable MICRO SWITCH switch e Dependable 
Honeywell transformer in relay portion 


40 June 
1956 





le 


O : ral 





















No separate circulator relay to mount! Save on space—money—installation time! 


Honeywell Thermostat 
Aquastat-Relay Combination L6047A 
Delayed-Opening Oil Valve 


Protectorelay 


High Limit Aquastat 


Choice of three Honeywell Aquastat-Relay controls allows you to provide 


any combination of high limit, low limit and circulator control. 


1 The Summer-Winter Controller, L6047, for 
gas or oil burners with domestic hot-water 
supply. The L6047 (shown at left) combines fa- 
mous Honeywell L6006A Aquastat and RA89A Re- 
lay into a single device! The Aquastat portion acts 
as low limit.control to maintain a constant supply 
of domestic hot water. It also prevents circulator 
from operating when boiler temperature is too low. 


Relay operates burner from thermostat. It also 
starts circulator if boiler temperature is above low 
limit setting. You can also provide high limit con- 
trol for your system by simply adding the Honey- 
well L4006A Aquastat. 


2 The L8047A. Same as the L6047 except that 
the burner circuit is low voltage. It is designed 
especially for use with auto recycling valves. 


3 The High Limit Controller, L8048, for ali types 
of gas or oil burners without domestic hot-water 
supply. The L8048 (similar in appearance to L6047 
shown at left), combines the functions of the 
Honeywell L4006A Aquastat and RA89A Relay. 
The Aquastat gives high limit control for boiler 
protection. It cuts off burner when temperature 
gets too high. Built-in Relay cycles circulator and 
burner on demand from thermostat. 


Use All-Honeywell control systems and profit. 
Only Honeywell makes control systems for every 
type of heating plant and fuel. With Honeywell 
you're able to rely on one supplier for a// your 
controls. For complete information, call your 
local Honeywell office. Or write Honeywell, Dept. 
FH-6-125, Minneapolis 8, Minnesota. 


Honeywell 


ol 


112 OFFICES ACROSS THE NATION tint Ww {y, Coutools. 






































Permaglas cooling 


and you'll soon be selling the only 


YEAR-ROUND UNITS 
Sleek, handsome, easily installed 
as two ready-to-operate com- 
ponents. Oil or gas-fired heating, 
with Permaglas ceramic-coated 
heat exchanger. 100,000 to 160,- 
000 BTU input. Water or air cool- 
ing with 2, 3, or 5-ton capacity. 
16 year-round models ! 
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HORIZONTAL UNITS 


Highly flexible, easily installed 
self-contained water cooled units. 
Use them in any ductwork system, 
or as ductless units. Horizontal units 
are ideal for under ceiling utility 
room or basement installations, or 
for use in attics or crawl spaces. 
2 and 3-ton sizes. 


.a better way 


AO.Smith 


Oo Poe OR PO RIACT 10 Nie 


Permagias Shdten, Kankakee, ae a en 
International Division, Milwaukee 1, Wisconsin 
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VERTICAL COOLING UNITS 


Trim, smartly styled Vertical units 
are a perfect match for Permaglas 
Hi-Boys—work well with any high- 
boy. May be serviced entirely 
from the front. Air cooled or water 
cooled. Vertical units are available 
with or without blower. Hermetic, 


i! 
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A. O. SMITH CORPORATION 


in the iudutry 


REMOTE COOLING UNITS 


Newly styled remote condensing 
units may be installed outside, or 
in attic, garage, or basement. 
Choice of horizontal, vertical, or 
“A” type evaporators. Charged, 
sealed units and charged tubing 
simplify installation. For water or 
air; 2, 3, or 5 tons. 


Permaglas is going places...are you aboard? 


Permaglas Division, Kankakee, Illinois, Dept. FOH-656 


Gentlemen: Please send me complete details about Permaglas Heating and 


Cooling. 


NOME. cccocvccvccccerecccccevcccccescoccesonce 


Title. wc eeevcceer® 


I a ato ce vb obuseceenseoseas A cepaencagoe shuns deeeeeeenen 


Address..... 


CI pens teee bees eee’ Seiesie cehuwens ..-Zone....State...-++e*? 
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Jersey Distributors offer 


budget Account Insurance 


N INSURED budget payment plan 
A is being offered to its members by 
the Fuel Oil Distributors Association 
of New Jersey, Newark, N. J. 

The cost of the plan is nominal and 
is determined at the rate of 75¢ per 
month per $1,000 of outstanding in- 
sured balances on budget accounts. A 
dealer initially can enroll any number 
of accounts in the plan, but by the end 
of the year he must have at least 100. 
All of his budget accounts must be 
insured, Only the budget accounts can 
be insured. 

All benefits are paid through the 
Association. The amount outstanding 
at the time of a customer's death is 
paid to the dealer as the creditor. 
Neither the customer nor his estate is 
the beneficiary. 

Dealers enroll in the plan by com- 
pleting an enrollment application and 
sending it with a check for $25 to the 
Association. The deposit is credited 
to the dealer’s account, and will be 
used to defray operational costs in the 
program. It also acts to guarantee un- 
paid balances to the insuring company. 

Prudential Insurance Co. of Amer- 
ica is underwriting the plan. 

Besides the obvious advantages to 
customers the plan gives the dealer an 
additional promotion tool. The Asso- 
ciation is offering mailing pieces that 
will explain the plan to consumers. 

The customers are told that when 
their contract is signed they become 
eligible for life insurance equal to the 
amount of their estimated fuel cost for 
the season, The amount of insurance 
decreases as payments are made. But 
should a customer die his family would 
receive the fueloil specified in the con- 
ttact—and it would be paid for in full. 
_ The customer does not pay anything 
tor his coverage, and he is not required 
to take a medical examination. Fur- 
thermore, there is no age limit. The 
maximum protection offered by the 
Plan is $1,000, but that is much more 
than enough to cover the typical fam- 
ily’s annual fuel bill. 

No special forms are filled out by 
the customer. He gets his coverage 


when he signs his regular agreement to 


buy a year’s supply of fueloil from a | 


specific dealer and to pay for it in regu- 
lar monthly amounts. He does receive a 
certificate of insurance as proof of 
coverage. 
2, 
“ee 


Munroe heads Webster; 
Crewe named to new Post 


DAVID J. MUNROE was named presi- 
dent of the Webster Electric Co. at 
the annual stock- 
holders meeting 
in Racine, Wis., 
in May. 

Munroe — suc’ 
ceeds Preston G. 
Crewe, who was 
elevated to the 
newly- created 
post of vice-chair- 
man of the board 
of directors. Arthur C. Kleckner was 
reelected chairman of the _ board. 
Munroe, Kleckner and Crewe all are 


Munroe 


from Racine. 


Also re-elected were the three vice: | 











| 
| 


presidents, Howard C. Stacey, general | 


sales manager; Benton T. Wiechers, | 


industrial sales manager, and Paul A. | 


Karll, director of purchasing, all of | 


Racine. 
J. O. Mithus, Racine, was promoted 
to the post of secretary-treasurer. O. F. 


Hansche, Racine, was appointed as | 
sistant secretary. The board of direc: | 
tors includes three new members in ad- | 


dition to Kleckner, Crewe, Munroe 
and Don M. Peebles, Chicago: Dr. 
Frank Driggs of North Chicago, John 


C. Harkness and Max Hess Weinberg, | 


both of Chicago. 


Webster’s new president, Munroe, | 
has been with the company 14 years as | 
chief engineer. A graduate of Cooper | 


Union College, he was assigned by the 
Sperry Gyroscope Co. to work with 
Webster Electric in Racine on army 
equipment and subsequently joined the 
company in August, 1942. He also 
served with the Marine Division of 


Bendix Corp. 
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Bearlee 


Tattle-Tale 


TRADE MAR K 


OIL TANK GAUGES 


Underwriters Listed 


DEALERS ¢ JOBBERS 
DISTRIBUTORS 


See... 


Our display at the 21st 
National Oil Heat and Air 
Conditioning Exposition, 
June 11th to June 15th, 
New York Coliseum, New 
York, N. Y. 


BOOTH 332 








Pat. Pend. 


See... 
The New Models 
of these fast 
selling and 
Profitable 
Tattle-Tale 
Gauges 








Installation men 
and home own- /; 
ers like the new 
exclusive flexible 
float rod, and the 
ease of installa- 
tion. ° 





BEERS Saas asian hres 








MANUFACTURED BY 
homeward Products Inc. 


3420 S.W. 9th St. 
DES MOINES, IOWA 


Tattle-Tale is a Registered Trademark 





43 








Se 








speed fuel oil handling with the 


INGERSOLL-RANOD 


MOTOFRPUMP 


and cut pumping costs ! 


FAST 


on the draw! 








With fast, dependable fuel oil handling a big profit 
factor, see why I-R Motorpumps are overwhelmingly 
preferred for their efficiency, low cost and long life 


with minimum maintenance. 


For one thing, they're designed for extra power, with 
all their compactness! In sizes from 14 to 75 hp... 
5 to 2800 gpm capacities... heads to 650 feet... 
Ingersoll-Rand Motorpumps in straight centrifugal 
and self-priming models handle practically all oil 
moving needs, faster and more profitably. Write for 
the latest catalog describing I-R Motorpumps for fuel 
oil handling or call your nearest Ingersoll-Rand Oil 


Equipment Jobber. 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 


9-240A 
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Wisconsin Dealers convene y 
industry Rally and Exhibition 


(Starts on page 29) 


and distribute it to thousands wh) 
would not have the facility for oh 
taining the desired information 
through their own efforts. 

The day following was devoted to 
round table discussions, with speak 
ers of the day previous acting as lead. 
ers of the various topics presented on 
Thursday. 

After these interesting discussions 
in the morning, James M. Patterson, 
director of field services, Public Rela. 
tions Department, Standard Oil Com 
pany, Chicago, was the speaker at 
lunch. 

Patterson’s subject was, “Are You 
a Dodo?” The comparison was devel 
oped in ccnsideration of the fact that 
the dodo is an extinct bird, which be 
came extinct because it could not 
adapt itself to changing methods, The 
misinformation which is being distrib 
uted throughout our government 
agencies, is appalling, Patterson said. 
Many brilliant government officers 
and lawmakers are actively promoting 
further socialistic trends under the 
concept that the oil in the earth isa 
product of nature and should bk 
owned and controlled by the govern 
ment. 

Patterson emphasized the fact, that 
if each and every one of us does not 
continue to fight for our liberty, to 
conduct our own business, to eafn 4 
livelihood, we can expect nothing les 
than to be shackled and become sub 
jects of a socialistic state. He does not 
believe that the average American 
citizen is aware of the inroads of forces 
which are determined to deprive both 
industry and individuals of their free 
dom. Many are dodos who are threat 
ened with extinction because they 4 
not know a change is taking place. 

A continuation of the discussion & 
cupied the afternoon, followed by 
cocktails, a dinner, floor show and 
dancing. 

Harold Mottram, Secretary of Ot! 
of Wisconsin, who supervised the 
preparation and conduct of the Rallys 
program, deserves much credit for his 
tireless effort in behalf of fueloil a04 
oilburner industry. 
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- OUTSTANDING IN THE FIELD 
ss of OIL and HEATING 


PEERLESS 


CAST IRON 
SUPER WATER TUBE 


SECTION : 


Each section is a single cored casting 
consisting of 5 horizontal water filled 
tubes. These tubes have an engi- 
neered offset to force a twisting and 
turning of the hot gases. 


10 GAS PASSAGES 
PER SECTION | 


THE DESIGN INCORPORATES 10 GAS 

PASSAGES PER INTERMEDIATE SEC- 

omy view  # ower’ ay able TION, which break up the boiler 
i t ti t : s9s 

py: ag i peg ene water into small quantities for MAXI- 


combustion chamber and domestic MUM HEAT ABSORPTION and 



























water coil. ECONOMY. 
PEERLESS Hot Water and Steam Heating Units are en- Built-in tankless hot water coil (optional) supplies an 
gineered and designed for ease of installation, economy abundance of domestic hot water the year ‘round. 
and long life. Ultra modern in style. Finished in a smooth, Peerless, in addition to oil boilers, also offers a complete 
two-toned, baked green enamel for customer appeal and line of gas fired units from 70,000 B.T.U. to 5,520,000 B.T.U. 
ease of cleaning. Available in deluxe extended or input. Packaged series . . . Year ‘round series . . . 
flush jacket. Multiple Commercial and Industrial Series. 





, FLUSH TYPE JACKET 
FLUSH TYPE JACKET DELUXE EXTENDED JACKET GAS FIRED 
OIL BURNER EXPOSED WITH CONTROLS EXPOSED 


Behind the manufacture of Peerless Boilers is specialized experience of nearly 50 years in 
producing the famous Peerless complete line of gas and oil fired CAST IRON BOILERS. 
There are many advantages being a Peerless Dealer. Write for complete information. 


THE PEERLESS HEATER CO. 
BOYERTOWN, PENNSYLVANIA 
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Unarco Heating Division 
sold to Batavia Kritzer 






THE HEATING DIVISION of Union Ag 
bestos & Rubber Co., Chicago, IIl., has 
been sold to Batavia Kritzer, Inc., By 
tavia, Ill., which will continue opery 
tion in Batavia without interruption 
and will market the former Unareo 
heating line, including Dual-Veeto, 
units and Hydro-Pac water chillers 
convectors and industrial unit heaters 

The sale does not affect Unareo’s 
Cooling Division which will continue 
to market a complete line of residen 
tial, commercial and industrial pack 
aged units ranging from three-quar 
ters to 75 hp. 

Henry Kritzer, who heads the new 
company, is also president of Kritzer 
Radiant Coils, Inc., Chicago, manu: 
facturer of radiant baseboard and fin 
tube heating coils. 

The reason for the sale was ex 
Ki) | plained by Edwin E. Hokin, president 
i of Union Asbestos & Rubber Co.: 

i 


; “Conditions in this field are highly 
| i competitive and, while well established 
; y , | | companies can operate profitably, it is 
Mem | a difficult and expensive process for 
O A i Unarco, as a newcomer, to establish 


i i satisfactory sales distribution.” 
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For having name 
in the right place 
at the right time! 


Here’s a success story that could happen to you. 


Jack Davidson, Staff form 


oilburner service Company 


a> 3 Se <a > = 
Re 


:— 


DAVIDSON HTG. CO., INC., Bala-Cyn 
wyd, Pa., has been formed by Jack 
Davidson, manager for 23 years of the 


f ' It happened to Mr. Adam Popyack of the Oilburner Division, Cities Service 0 
Nk WS Jamestown Furniture & seen Co., Co., Philadelphia. A number of for 

Cleveland. sie sits 
*' ' mer Cities Service employees also a 
x A ».. Mr. Popyack started a program of adver- asedciatad waits Daviilecn: 


‘ey  —_—stising in the “Yellow Pages’ of the Cleveland Formation of the company followel 








*) 
t %, telephone directory—5 display ads and 14 other the relinquishing by Cities Service 

h i listings under various Classified headings. ah en retail fuclol accounts and ae 
d My \. Result: Says Mr. Popyack, “In 318 business hi them over to independent dealers 
1” ® days we received 2582 calls traceable to our ie Davidson also is president of the Phila’ 
if ‘Yellow Pages’ advertising. Sales from these f if delphia Chapter, National Associatiot 
if. 8 calls were in excess of $100,000.” fi of Ol tle Herne Managers, Ine. 

) 


Have your name and your advertising in the right place 
at the right time. The Classified Directory representative 
can help you. Call your Bell telephone business office. 


o, 
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Stanley Berns has been elected chat 
man of the board, Pullman Vacul# 
Cleaner Corp., Boston, Mass. Y™ 
new officers are Robert Berns, pi 
dent; John Daniell and Edgar Greet, 


vice-presidents. 
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LENNOX 
= uses Delavan Nozzles 


Unareo 


si} —. as Original Equipment 
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Delavan Nozzles are used as original equipment in many of 
the oil burners designed and manufactured by the Lennox 
Furnace Company. And the reason is simple. Top perform- 
ance is demanded — and received. The famous Lennox Micro- 
Mix conversion model shown here contains remarkable ] 
economy, quietness and dependability — important qualities 
brought nearer to perfection with the help of Delavan Nozzles. 
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ess for 
stablish 
The first choice of more than 120 
other leading oil burner and furnace 
rm manufacturers, Delavan Nozzles 
ne consistently deliver the “same 
pan) smooth, quiet, efficient fires whether 
la-Cyn used as original equipment or as 
ny Jack replacements. Test them and you’ll 
s of the agree with the thousands of service- 
vice Oi men who won’t use any other kind; 
of for there are no finer nozzles made. 
also are Order them for your replacement 
needs, ) 
ollowed 
rvice of Pa: 
turning Write for Catalog No.148C. 
dealers. 
e Phila’ 


ociation 
, Inc. 


d chair D € L 
J acuul A Co 
s, pres! 


One WEST DES MOINES, IOWA 
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How the Rockwell 


OPERATING AREA IN ROCKWELL METER TEST STATION 
In this unique plant—the world’s largest’ condition. We shock load and abuse them, 
—we test meters under every operating __ to pre-prove their accuracy and durability. 


June 
1956 





||Meter Test Station 


Benefits You 


Rockwell Meters are Job-Tested and 
Tailored to Your Service Needs 


In the four-acre Rockwell test station, engineers can 
duplicate every field measurement condition. Here they 
exactingly test—yes, even torture meters under every 
conceivable degree of pressure, temperature and fluid 
viscosity. They make sure and you can be sure, the Rock- 
well meters you order will measure up to the specifica- 
tions for your service. 

This costly practice costs you nothing extra. It pays 
off in greater accuracy, longer meter life, less mainte- 
nance and lowered measurement costs. That is why it 
will pay you to make Rockwell Rotocycle meters your 
preference and save money on every job. 


ROCKWELL MANUFACTURING COMPANY 
PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas Denver Houston 
‘ Los Angeles Midland, Tex. New Orleans New York N. Kansas City Philadelphia 
Pittsburgh San Francisco Seattle Shreveport Tulsa 
In Canada: Rockwell Manufacturing Company of Canada, Ltd., Toronto, Ontario 


Operator conducts durability test on a model 6 BLX Rotocycle meter equipped 
with multi-stage control valve for a smooth pre-set closure. 


Rockwell ROTOCYCLE Meters 
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EW 
HORIZONTAL BOILER 


... offers you top 
efficiency and economy! 











The NEW YORKER 

horizontal tube boiler provides 
top heating efficiency because 
of its scientific "three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
by heat-absorbing surfaces. 

Beautifully jacketed in blue- 
and-gray hammertone finish. 











@ Oversize, large capacity 
tankless water heater. 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


@ Fire-tubes easily accessible. 


Send coupon NOW! 






—_ a an am am — 


New Yorker Steel Boiler Co., Inc. 
Colmar, Penna. 


Gentlemen: 


Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 


Stree? ....... 
City @eeerereeseeeeeee State @eeesecee 
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Type of Business .......cccccccccccecs 
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YorKER Carrier says Architecture 


| 
| 
| 


influences cooling Costs 


H FFECTS of year-round aircondi- 


tioning are changing the appear- 
ance of American homes according to 


| Carrier Corp., Syracuse, N. Y. New 


| colors, window arrangements and wide 


roof overhangs are part of the new 


| look in modern architecture. 





Burton T. Kehoe, residential aircon- 
ditioning manager, says that this new 


| look not only means healthier, more 


comfortable living, but also a substan- 
tial reduction in the amount of cooling 
and heating required of central system 
units, 

It was in 1953 that Carrier formu- 
lated its 24-hour method of calculat- 
ing cooling loads for residences and 
charted the effect of shading devices 
in relation to sun position throughout 
the day. 

This formula gained credence when 
statistics on the Air Conditioned Vil- 
lage at Austin, Texas, showed that 
homes with special design and insula’ 
tion averaged 35'% lower heating bills 
than the conventional residences in the 
area. 

When installing airconditioning the 
homeowner should be urged to make 
use of shading devices for east or west 
windows which must face the direct 
glare of the rising and setting sun. 


Large glass areas on the north or south 
walls can be protected more easily 


from the sun. 

Solid walls or walls with high strip 
windows on the east or west offer more 
privacy, more convenient arrangement 
of furniture, and lower aircondition, 
ing bills. 





INDOOR WEATHER CHART! 
How To Figure Air Conditioning Costs 
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Weather flags on map show approxi 
mate amount of electricity required for 
a central residential airconditioner for 
a average cooling season. Table at left 
lists kilowatt hours per ton of cooling 
for each flag. Kwh are estimated for 
Carrier Weathermaker _ air-cooled 
units. For dollar figure on seasonal op: 
erating costs: Kwh for particular unit 
are multiplied by estimated 24-hour 
cooling load for house and by local 
electric rate per kilowatt hour. 









Insulate walls 
and attic. 
x 






































Garage shades ~ 
east or west wall. 


south shading. 





Copyright 1956, Carrier Corporation 


HOW TO CUT AIR CONDITIONING COSTS 












Trellis shades 
east or west wall. 





Paint walls a light 
color. Use white of 
light roof. 


Tree cuts off sun 
in summer. 
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H.B. SMITH BOILERS 


Well, you can hardly blame the youngsters — 
it's a long, long time between school closings 
due to failure of an H.B. Smith cast iron boiler. 
You see, these boilers are virtually breakdown- 
proof, due to their header-type construction... 

But give the children a few more years: 
they'll be parents paying taxes to retire new 


bond issues for more classrooms for more 
children . . 


They’ll vote ‘‘MOST POPULAR’’ when 
they learn that the H. B. Smith boilers, in- 
stalled 20 years before, are still in first-class 
condition, and can be expanded with new cast 
ion boiler sections to carry the increased heat 
load . . . saving thousands of dollars. 

... ‘MOST POPULAR”’ when they learn 
that there is no boiler tube replacement item 
inthe maintenance budget, because H. B. Smith 
boilers have integral cast iron water tube 
sections which last as long as the boiler. 

-. + ‘MOST POPULAR”’ as the years pass, 
because of fuel economy, quick heating, easy 


Voted 





; Most Unpopular 


- « WITH SCHOOL CHILDREN 





Twe 10-section oibkfired 60 Smith boilers installed in the 
Elementary School at Penn Wynn, Pa., in 1930, were enlarged 
to 26 sections each in 1949, and are serving the second 
generation ... and there are more of them. 


conversion, ability to take overloads — and, 
of course, low maintenance and repair... 

It’s not unusual for an H.B. Smith cast iron 
boiler to serve three generations of children in 
a school. 

If you want to be popular with taxpayers year 
after year, specify H. B. SMITH cast iron 
boilers for that school boiler plant. 


CAST IRON BOILERS 


eloil 






H.B. SMITH CO., INC., WESTFIELD, MASSACHUSETTS @ Established 1853 
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The first truly scientific diffuser fo 





AIR MAGIC IN THE 

















‘or both heating and cooling 


ce) | a -s 





Although Ingersoll Airline and Borg-Warner beautiful, modern, streamlined contours blend 

spent years developing this completely new dif- into the baseboard unobtrusively. It’s designed 

fuser for their own heating and air conditioning especially for perimeter heating and cooling but 

equipment, it will make any forced air system performs so efficiently that it can be used in 
‘perform better. It eliminates register roar, place of any standard register. In a home where 
drafts, and air bounce. It delivers uniformtem- the later addition of an air conditioning sys- 

perature in both heating and air conditioning tem is contemplated — the Airline Diffuser 
| seasons for complete comfort in any room. The should definitely be installed. 


/A WHOLE HEATING AND COOLING SYSTEM IN ONE PACKAGE 


‘The New Airline Diffuser is just one part of a whole new package that Ingersoll is §~ 
offering dealers. Now, from one source, you can order all the parts to make up a ¢® 
complete installation. Diffuser, boot, piping, plenum, and all types of heating and air 
‘@nditioning units are all available from Ingersoll Airline. 


-AN ACCURATE ESTIMATE FOR HEATING 
/AND COOLING IN 15 MINUTES 
is 


'10 tie the whole package together, Ingersoll Air- < 
line and Borg-Warner have developed a quick and meter 
curate estimating formula that is simple to fol- FT Telne 
and understand. You can sit down with your OEY 
Prospect to figure out his complete installation fits in bome heating ond 
st — creating confidence with him and insuring > 
adequate profit margins for you. 





Tell me more about the Airline Pian. 

Name. 

Company Name. 

Addres: 

Date Airline Representative should call 

INGERSOLL conditioned air division 


BORG-WARNER CORPORATION 
Kalamazoo, Michigan 


PPTTTTTTITITTTITTTTTITITitr i 
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VACUUM CLEANING WITHOUT 
SOOTSPRAY? 


DON'T DO IT! 


Proven in thousands of boilers, revolu- | 
tionary NEW soot remover cuts hours | 
off every vacuuming job, adds profits 


and goodwill every day. 






if] where powders 
t ' 
. «Vacuum cleaners 


| cannot reach. 


REALLY SAFE 
FOR SERVICEMER 


SOOTSPRAY is non-inflammable. 
SO SAFE EVEN A CHILD CAN USEIT. 


ON VACUUM CLEANING JOBS: 

@ Pre-clean and remove soot in about 
5 minutes with SOOTSPRAY. 

© Vacuum out scale and fly ash only. 

© Finish job in half the time. 

@ Empty bag only once a day. 

© Get in extra job every day. 

@ No dirt, no mess, no complaints. 


ECONOMICAL: One can of SOOT- 
SPRAY equals 4 Ibs. of powder. 


for real cleaning efficiency try SOOT- 
SPRAY TODAY. You'll be a a did. 


ASK YOUR JOBBER 





INVITATION 


NAT'L. OIL HEAT EXPOSITION 
NEW YORK CITY JUNE 11-15 


stop by booth 549 
and say, “hello”. 











STEWART-HALL CHEMICAL CORP. 

P. ©. Box 66H, Fleetwood Station 

Mt. Vernon, New York 

() Send FREE details on SOOTSPRAY for dealer use. 


[J Send FREE details on special SOOTSPRAY whole- 
saler plan, 


(0 Send 6 can trial order of SOOTSPRAY @ $1.80 
per can. 














More about field Tests ot 
electronic Moduflow System 


‘ _ MAY ISSUE ARTICLE on per- 

fect heat control and the Min- 
neapolis Honeywell electronic Modu- 
flow system is particularly interesting 
to me. 

“The test board shown on p. 65 of 
the article actually was used in several 
homes, according to the author. 

“I would appreciate more details, for 
I plan on temporary use of a similar 
test board in different homes heated by 
forced warmvair furnaces. I aim for 
practical education for me and my in- 
stallation and service men, as suggested 
at the end of your article; also to use 
the test board as a traveling salesman 
and demonstrator in my work of sell- 
ing these control set-ups.” 

The above letter comes from oil- 
burner dealer E. G. C., New Britain, 
Conn. 

Photograph 1 shows the test board 
in actual use in one of the homes men- 





Photograph |—Here the portable elec- 
tronic board actually is controlling the 
heat in a home on a test basis. Three 
component parts of the M-H Electronic 
Moduflow System are mounted on the 
test board; the Weathercaster outside 
thermostat necessarily is located out- 
doors. This four-piece Y711A Modu- 
flow system is designed for forced-air 
systems, but a trick was used to adapt 
it to controlling a one-pipe steam-heat 


tioned in the May issue article, 

On the board are four units: 

1. The low-voltage transformer, 
mounted on a 4” square box, used ty 
provide the 24-volt current needed to 
power the Control Center. 

2. The Control Center, which in 
cludes the electronic relay and the day. 
night clock. Notice the two electronic 
tubes at the lower left of this unit, 

3. The Weathercaster mounting 
box. This remains on the test board on 
actual installations, but the Weather: 
caster control is located outdoors. 

4. The Golden Circle thermostat, 

Photograph 1 shows the test board 
simply placed on top of a built-in book 
case which on this particular job was 
located below the M-H Chronotherm 
which usually started and stopped the 
oilburner. 

As the first step in putting the test 

(Please turn to page 58) 


system. A special resistance was cow 
nected to terminals R and G of the 
Control Center to cause it to prov 

usual oilburner “‘on’” periods of eight 
minutes, instead of this set-up $ j 
ard “on” periods of either three 
four and one-half minutes, Cut-ane 
try efforts arrived at the special resist 
ance value needed for the eight minut 
“on” periods, found most suitable for 
the particular one-pipe steam syste 





June 


1956 








 ._ a 





IN OW... Boiler installation 
is as simple as AC-E! 


More profitable, too, with the 

















ormer, 
ised to 
ded to 


ich in- 
re day: 
tronic 
nit, 

unting 
ard on 


= | OUR BULLS 


mostat. 


board 
bes WW MT 
yb was 
otherm 
ed the 
CAST-IRON 
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he test 


ss rs at our factory, equipped with 


jacket, burner, tankless heater, circulating hot water 
pump and controls — completely wired and ready for your 
piping hook-up! (Also available without tankless heater.) 


Ss in a sturdy wood frame crate with a plastic cover | 


that protects the entire unit during shipment. Simplified uncrating 
procedure allows you to position the boiler exactly where it will be 
installed before uncrating! 


crocs exclusively for oil firing, with wet base and vertical flue travel 


Maximum operating efficiency. Finest quality equipment and controls. Lifetime cast- 
iron construction for years of dependable operation. Available in two sizes: 3 section 
boiler — 445 sq. ft., hot water; 4 section boiler — 610 sq. ft., hot water. 





as cow 
of the 


See the Utica Starfire ‘ACE’ Boiler on display at the Oil 
Heat Show, New York Coliseum, June 11-15, Booth #144. 
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At the new Milwaukee County Airport Terminal, 
mechanically circulated hot water is used to pro- 
vide comfort for travelers and operating safety. 

For space heating, water heated in B&G Steam 
Convertors is circulated through the system by 
B&G Booster pumps located at the convertor 
stations. The ticket and baggage concourses and 
part of the second floor employ radiant panels. 


BaG Type “SU” Heat Exchangers 

The “SU” Heat Exchanger is an instantaneous type, 
designed to heat liquids with steam. No space- 
wasting, expensive storage tank needed. ‘‘SU’”’ 
Exchangers are available with either 2 or 4 passes 
and cast iron or brass construction. Common appli- 
cations include heating of service water, radiation, 
storage tanks, swimming pools and feed-water. 


BaG Booster Pumps 
Basically sound engineering, supported by precision 
manufacture, is the reason why the B&G Booster 
can show such a remarkable record for efficiency, 
dependability and long life. Over 2,000,000 B&G 
Boosters have been sold to date! 
These pumps satisfy the all important require- 








In new airport, e «G Hydro -Fio 


circulates water for space heating and 


Anti-freeze solution for the snow melting panels is 
heated and circulated by similar B&G equipment. 

Hot water for service use is also heated ina 
B&G Steam Convertor and circulated through 
the system by a B&G Booster. 

B&G circulating pumps are specifically 
designed to meet the exacting requirements of a 
satisfactory water system...for either heating or 


ment of quiet operation. Motors are either built in the 
B&G plant or to rigid specifications by leading motor 
manufacturers. The oversized shaft is of a 8 
alloy...bronze, sleeve-type bearings, extra long t0 
maintain the shaft in exact alignment and assure 
smooth operation. Add to this a leak-proof seal— 
positive protection against entry of water into the 
bearings. 

B&G Boosters are easily serviced. By removing 4 
few bolts, the pump can be separated into three 
parts, permitting servicing without breaking p!P® 
connections. 

For pumping jobs having greater head and capac 
ity requirements than covered by Boosters, the B&G 
Universal Pump offers the same quiet, dependable 
performance. 
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els is cooling. And for the many applications where steam- 
nent. to-water or water-to-water heat transfer is required, 
ina B&G Heat Exchangers provide large capacity in com- 
ough & Pact, efficient units. 













sal Architect and Construction Superintendent: John M , Milwaukee, Wis ae 
cally Assistont Construction Superintendent: Fred Melms.. .Electrical Engineer: Gregory 
of a Pichel...Heating Engineers: Joseph H. Volk and William T. Holland, Milwaukee, 

Wisconsin. .. Heating Contractors: E. D. Wesley Co., Bon Heating Co., Wenzel and 
ng or Henoch, Milwaukee, Wisconsin. 


BaG PACKAGE LIQUID COOLERS 


Virtually a plug-in unit for a wide variety of 
applications...as a separate space cooler...or 
in combination with a forced hot water heating 
system...or for industrial processes requiring 
controlled cooling of materials. Available in 
capacities from 714 to 100 tons. 

Numerous features make the B&G Package 
Cooler an outstanding unit. Low pressure drop 
through the evaporator permits a substantial 
reduction in system pump sizes. The evapora- 
tor is located under the compressor for a lower 
center of gravity—making the unit easier to 
install and service. An integrated electrical 
control system provides a high degree of auto- 
mation without extra cost. Completely wired, 
including chiller and tower pump. 


Write for Bulletin HB-755. 





BELL & GOSSETT 


GC Ss & & Ff = 


Dept. EJ-7, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong Lid., 1400 O’Connor Drive, W. Toronto, Canada 
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*Reg. US. Pat. Off. 





I See | 
You're Going To 
NEW YORK! 





It’s written in the stars that you'll 
make the trip even more pleasant 


.. . by visiting one of 


THE BRASS RAIL 


Krestaurants 


for Luncheon, for Dinner, 
for a Snack and a Snifter after 


Theatre, anytime you're in the mood 
for FOOD! 


Famous Full Course 


DINNERS trom *2.50 
* 
and Remember 
If You Have Any 


CREDIT 
CAH WD | 


AUTO RENTAL: CLUB 
GASOLINE» HOTEL*» RESTAURANT 
TELEPHONE « TRANSPORTATION 


You Can 
CHA. G=E: 





PARK AVENUE AT 40TH ST. 
FIFTH AVENUE AT 43rp ST. 
SEVENTH AVENUE AT 49TH ST. 


NEVINS AT FULTON 
BROOKLYN 


N. Y. INTERNATIONAL AIRPORT, IDLEWILD 


and Soon 
— The Newest — 
500 8TH AVENUE AT 35TH ST. 
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. . . « Moduflow 


board to work controlling the heat in 
the house, the Chronotherm was re- 
moved from its mounting plate. To 
make the test board start and stop the 
oilburner, two low-voltage wires were 
run from it to the thermostat mount- 
ing plate. They can be seen clearly in 
the photograph, above the test board. 
They connect terminals 3 and 4 of the 
Control Center to terminals B and W 
of the thermostat mounting plate. 

As the second step, the 110-volt in- 
put cord of the low-voltage trans 
former was plugged into an outlet 
which, on this job, happened to be lo- 
cated conveniently just below the clock 
thermostat mounting plate. The trans- 
former of the test board must receive 
line voltage; a plug connected to a 20 
ft. cord permits powering the trans 
former easily and quickly in any home. 

As the third step of putting these 
electronic controls to work on a trial 
basis, the Weathercaster was mounted 
outside a nearby window, in accord- 
ance with its instructions, and wired 
to the Control Center. 

Photograph 2 shows the Weather- 
caster located outdoors on this test job. 
A saw was used to slot a storm window 
to permit running the two low-voltage 





Photograph 3—Snap-on ammeter, ap- 
plied to thermostat circuit of same in- 
stallation, gives 15-ampere reading be- 
cause 25-turn coil of wire is used to 
multiply ammeter reading by 25. Con- 
trol experts often find thermostat-cir- 
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Photograph 2—Weathercaster, located 
outdoors, used with test board in photo 
graph 1. The two_ plastic-insulated 
wires first run through slots made for 
them in the storm window, then are 
jammed (luckily without damage to 
them or their insulation) between the 
windowsill and the lower half of the 
double-hung window. Temporary wir. 
ing job worked well. 


wires to the Weathercaster. The home 
owner protested when he saw slots 
were made, but was placated by the 
assurance that after the test the slots 


cuit ammeter readings helpful in solv 
ing problems involving matching dif 
ferent controls, fitting room therm 
stats with proper heat-anticipating 
electric heaters, and proper wire s## 
for extra-long thermostat circuits. 
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1 New Units 
added to one of 
the fastest-selling 
heating lines 


HEIL 


Your sales mercury will climb to a torrid high with 
these 11 new hot-selling additions to the wide Heil 
line! Now even more than before, Heil offers you 
handsome, efficient heating units to suit any purse or 
purpose, every “wet” or warm air heating need... 
And remember... every Heil unit is designed to 
provide ease of installation and accessibility for 
service plus maximum performance. Heil quality 
has built a name you can merchandise and 

sell with pride... and profit. 


NEW Gas-Fired Units! 














Model JFG-0 Highboy 
Winter Air Conditioner 
Good looking space saver, priced 


right for cost-conscious builders! 
95,000 BTU input. 
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Model JF-O Highboy 
Winter Air Conditioner 


Saves customers space and money 
... Sells fast! 84,000 BTU output. 











Models AF-4 and AF-5 Lowboy 
Winter Air Conditioners 


Distinctively styled, money-saving 
Lowboys for larger homes! 
135,000 and 165,000 BTU output. 


Model DF-O0 Counterflow 
Winter Air Conditioner 


Luxurious, uniform comfort... for 
modern living! 84,000 BTU output. 











Model AFG-5 Lowboy 
Winter Air Conditioner 


High powered newcomer in a sales 
proven design! 200,000 BTU input. 


Model DFG-O Counterflow 
Winter Air Conditioner 
Maximum heating efficiency for 


basementless homes! 
95,000 BTU input. 











Models GC-11, GC-12 and GC-13 
Conversion Gas Burners 


Clean, economical gas heat for 
every home...every heating system! 
Input rating: 140,000 to 400,000 BTU. 


Heil’s heating and cooling wholesalers save you money 
in shipping, inventory and office expenses. Support your 
- wholesaler, work with him... and profit! 


The Heil Co, is a member of OHI, GAMA and an associate 
member of NHWA, 


THE HEIL co. 


3083 W. Montana St., Milwaukee, Wis. Hillside, N. J. 


eloil 














Model WB-1 
Boiler-Burner Unit 


Small in size, big in performance... 
and pre-assembled! 93,000 BTU 
gross output. 


Series DB 
Boiler-Burner Units 


Only Heil could put so much into 
so small a package! 


BTU Capacities (Gross Output): 


So Ser 144,000 
DB-3...... 198,000 
DB-4...... 252,000 


Model CB-1 Conversion Oil Burner 
with Burner-mounted Primary! 


Converts wide range of home heating 
plants. Amazing burner-mounted 
control system eliminates the need 
for all line voltage wiring except 

for power supply! 


1.65 GPH Maximum Firing Rate 


Model LB-1 

Conversion Oil Burner 

New low-pressure burner converts 
heating plants to automatic systems, 
customers to buyers! 


1.5 GPH Maximum Firing Rate 


See us at the O.H.I. Show — New York City 
Coliseum — June 11-15 — Booth No. 542. 





SALES OFFICES: New York, N.Y.; Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; 
Chicago, Ill.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; 
Los Angeles, Calif.; Seattle, Wash. 
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Hose Swivels 


with 
EVER-TITE 
precision 


ee asic 
ed or conan _ 
ee, 


EVER-TITE No. 2 
Straight Thru Swivel 


When this new Ever-Tite Swivel 
is used between the hose and 
nozzle, kinking and twisting of 
the hose is eliminated. 


Free swivel action at all times— 
with parts firmly secured. Hose 
strain is prevented because the 
swivel assures quick and easy 
positioning of nozzle. 


The Ever-Tite Swivel is always 
leak-proof because of a special- 
ly-designed machined seal and 
gasket. It is constructed of heavy- 
duty durable bronze—precision- 
engineered for typical Ever-Tite 
performance. 


EVER-TITE 
No. 9 
Check Valve 
Swivel 


poor 


Ever-Tite No. 9 Swivel has all 
the features of the No. 2 plus 
the additional advantage of an 
inlet check valve. When the 
pump is shut off, an “O” ring 
seals against a tapered machined 
surface and prevents the hose 
from draining. Spring tension is 
approximately 11 p.s.i. 


Let these precision Ever-Tite Hose 
Swivels save wear on your equip- 
ment as well as operators’ time. 
Write or phone your distributor. 


Send for Bulletin F-11 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street, New York 19, N. Y. 





would be closed with plastic wood. 

Photograph 3 shows a “twenty-five 
times multiplying loop” in use to as 
certain the current flow through the 
thermostat circuit. Reading the ther- 
mostat circuit current is of academic 
interest. 

The multiplying loop is made of 25 
turns of No. 18 plastic-insulated wire 
fastened with paper and Scotch tape to 
permit applying the snap-on ammeter 
to it easily. Because the loop is used, 
the .6 amperes of this thermostat cir- 
cuit reports on the ammeter as 15 am- 
peres. For details about this multiply- 
ing loop principle, read the articles on 
volt-amp testing in the April and May 
1956 issues of FUELOIL & Om Heart. 


>, 
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Shop Course in Oilheating 
held by Lincoln Institute 


A PRACTICAL SHOP training course in 
domestic oilheating was started March 
28 by Lincoln Technical Institute, 
Newark, N. J., and will continue two 
evenings a week for 18 weeks. 


Classes are being held on the fol- 
lowing subjects: fundamentals of oil- 
burning, fuel systems and drafts, 
chamber design, burners, pumps, ac- 
cessories, controls and trouble shoot- 
ing. The course includes 92 hours of 
practical shop work on actual equip- 
ment. 

Po 


Wat Tyler Co. in Waltham 


will serve Shell customers 


FORMER MANAGER of New England 
fueloil sales for Shell Oil Co., Wat H. 
Tyler has formed the Wat Tyler Co., 
located at 273 Waverly Oaks Rd., 
Waltham, Mass., to distribute Shell 
furnace oil in the Metropolitan Boston 
area to customers previously served di- 
rectly by Shell. 

The Wat Tyler Co. has purchased 
all automotive equipment now used to 
deliver Shell furnace oil in the area, 
and a number of Shell employees will 
join the new company. 

Tyler, who has been in the fueloil 
business in New England for more 
than 25 years, has been with Shell the 
past 11 years. 


Six Crane Men killed 
in private plane Crash 


SIX EXECUTIVES of the Crane Co., Chj 
cago, died with their pilot and co-pilor 
when a company airplane crashed May 
15, while attempting an emergency 
landing in Indiana. 

The plane was minutes away from 
the airport at Louisville where the men 
planned to attend the convention of 
the Heating, Piping and Air Cond} 
tioning Contractors National Associa: | 
tion. Crane men who died in the acei | 
dent were: 

George L. Erwin, Jr., 60, vice-presi © 
dent of heating sales since 1952, He 
joined the company in 1939 as an ag | 
sistant to the vice-president and later | 
became a district manager for branches 
in the midwest. 1 

Charles E. Towner, 42, assistant to | 
Mr. Erwin in heating sales for the last | 
four years. 4 

J. A. McCurry, 59, director of © 
branches for Crane since last summer, - 
He joined the company at Atlanta in 7 
1917, and became manager of the New 
Orleans branch in 1940. : 

James A. Dwyer, 59, vice-president © 
of the industrial sales division sine | 
1951. He also joined the company in 
1917, became district manager at New © 
York and general manager of sales and 
branches in 1944, 

George G. Lindholm, 54, manager 
of the valve and fitting department for 
the last year. 

Fred J. Wilkey, Jr., 47, special rep 
resentative in the industrial sales divi 
sion. 

eo 

W. T. Robinson heads Du Pont Co. 
Petroleum Laboratory’s new fueloil 
division, formed to improve custome 
service by correlating laboratory work 
and field technical service. He is te 
sponsible for technical service om 
home burner oils, diesel oils and jet 
fuels. He has worked in the field of 
additives since 1943. He joined Du 
Pont in 1952. 


Nathaniel Wattles has been named 
district sales representative, Viking Ait 
Products, Cleveland. He will repre’ 
sent this Division of NationalU. 5 
Radiator Corp. in Michigan, Indian 
and western Ohio. 
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1 May L hid i 7. OF OIL-FIRED HEATING EQUIPMENT 
gency i Bie % % wy 
| * , . . . Chose this oil burner as original equipment 
from a to fire the finest furnaces and boilers available 
emen & a in today’s market. Critical comparison by these 
on of ‘“ competitive manufacturers proved the “Model 
sond: i OE” greatly superior. Unequalled for burning 
soci i 100% catalytic oil. No other oil burner can offer 
> acl the patent-protected features that result in this 
product's outstanding efficiency, performance and 
‘presi . serviceability. 
2. He | : 
an ag 
| later 
inches 
ant to 
re last 
or of 
nae and proved superior 
a in laboratory and 
mei j S @& combustion tests and 
; New We . | field service. 
acm Zi! *\. BETTER COMBUSTION 
_ Higher CO? with better air control 
a * (see 1 at left). 
sand :\ om, :| 4 CLEANER OPERATION 
| / Less smoke, soot and carboning 
inager I hgh (see 2 at left). 
ntfor 
SMALLER INVENTORY 
1 rep Mass production of one size burner 
5 divi agi Patent Protected for .6 to 3.0 ratings cuts original cost, 
permits smaller inventory (see 3 at 
Exclusive, patented no-drip left). 
adapter behind spray nozzle 
j 7 insures sharp oil cut-off when 
nt Co, —_ fuel pump shuts off. Bleeds 
‘ueloil Wey air from oil line. This prevents 
after-drip .. . stops carboning. 
tomer Y ) No smoking, no sooting. Keeps -6 to 12.0 G.P.H. 
work i f “ furnace and flues clean, 
is Te 
2 e es vy & Single metering disc with 
nd jet ir : ’ breakaway segments in air- 
old of mds p y tube gun assembly correctly The Model OE is 
ale j measures air from blower available as a 
d Du b a y wheel to nozzle in exact ton by 
0 amount for any rating from .6 CORVOIEOR HUNSE. 
to 3.0 G.P.H. Other models up 
ramed to 12.0 G.P.H. 
gsr nt eines 
repre These Outstanding Construction Details: 
Ue HOUSING, maintains lifetime alignment. 
di 


» TRANSFORMER, allows easy access to parts. 
" JUNCTION BOX, opens at top. Protected. 
0 MOTOR, flexible-coupled. Whisper-quiet. 
CONE, stabilizes flame pattern. 
» FUEL PUMP & TRANSFORMER, serviceable. 





INSTALVELOPE 


ENDS BUDGET ACCOUNT 
HEADACHES FOR YOU— 
AND YOUR CUSTOMERS! 


Speeds Budget Collections: 

Payment Coupons with envelope attached 
are bound in Customer's Payment Record 
Book and provide immediate and positive 
identification of account and excellent posting 
medium. 


Experience has proved use: 
1. Increases payment on due date by average 
of 3 days per payment. 


2. All information available for 
account, 


3. Eliminates correspondence and errors. 


4. Customers like courtesy, efficiency and 
convenience. 


crediting 


Advertises Your Products: 


Provides powerful and economical means of 
advertising your other products and services 
to a known and complete "captive" audience 
at pre-determined intervals throughout the 
year. 

Thousands of Instalvelopes in use from coast 
to coast! 


Write or wire us for sample Book and 
complete information: 





Tear Off 


Please send me without obligation, sample 
book and complete information. 


COMPANY 
ADDRESS 


CITY & STATE 
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Out says March big Burner 
Shipments lower than 1955 


ACCORDING TO A REPORT issued by D. 
H. Bottrill, secretary of the Market 
Research Committee, Oil-Heat Insti- 
tute of America, Inc., New York, the 
March shipments of commercial-indus- 
trial oilburning equipment were lower 
than a year ago. 

During March, 1,983 big burners 
were shipped by manufacturers com- 
pared to 2,190 for the same month last 
year, a 9.5% drop. However, the first 
quarter picture isn’t so grim. For the 
first three months of 1956, 6,479 com- 
mercial-industrial burners were shipped 
compared to 6,600 for the same pe- 
riod last year, a drop of 1.8%. 

A breakdown as to size and type for 
March is as follows: 

Oil- Gas-Oil 
burners Burners 

HORIZONTAL ROTARIES 
24 and under 63 
Over 214 to 8 35 
Over8to30 343 
Over 30 to 100 244 


Over 100 39 
Total Shipments 724 


— za 
CMAN 


an 


GUN BURNERS 
Over 5to30 969 
Over 30 34 
Total Shipments 1,003 


MECHANICAL ATOMIZING 
30 and Over 107 


TOTALS, ALL TYPES 1,834 


, 
“9 


Stockholders to vote on Plan 
to merge Dunham-Bush 


A PROPOSAL to consolidate the busi- 
nesses and properties of the C. A. Dun- 
ham Co., Chicago, Ill., and The Bush 
Manufacturing Co., West Hartford, 
Conn., into a new Connecticut corpo- 
ration to be known as Dunham-Bush, 
Inc., has received favorable considera- 
tion by directors of both companies. 

Upon completion of the preliminary 
steps and the development of a final 
program, the plan will be submitted 
to stockholders of the two companies 
for approval. 

Both concerns are long established 
and well known in their respecti. - 
fields. C. A. Dunham Co. produc’: 
are steam and hot water heating equip 
ment and specialties. Bush Manufac- 
turing Co. produces airconditioning 
and refrigeration equipment. 


Corrections and Additions 
for April product Directory 


LISTED BELOW are corrections and ad 
ditions to be made to the product list. 
ings shown in the April 1956 issue’s 
Buyers’ Guide and Industry Directory 
section. The changes are listed by com 
pany name, with principal product 
headings shown in italics, subheadings 
following in regular type. 

William H. Eldridge Advertising 
Service, 87 Maywood Rd., New Ro 
chelle, N. Y. Following lists should be 
added under Printed Forms: Billheads, 
Budget payment envelopes; Decalco 
manias; Fueloil order forms; Burner in- 
struction cards; Tank capacity charts, 

Parker Appliance Co., 17325 Euclid 
Ave., Cleveland 12, Ohio. S. B. Tay- 
lor, p, gm; R. W. Cornell, vp mfg; 
D. A. Cameron, gen. sm; L. H. 
Schmohl, ce, Tube & Hose Fitting 
Div.; S. E. Voran, am. Product listings 
should be added as follows: Com 
pounds & Chemicals: Pipe joint, oil; 
Pipe joint, steam. Fittings: Hose; Pipe, 
Tubing, compression; Tubing, flare. 
Pipe and Fittings: Brass; Copper tule, 
rigid; Joint compound; Steel. Tools, 
pipe; Copper tubing tools, bend; Cop. 
per tubing tools, cut; Copper tubing 
tools, flare; Copper tubing, tools, ream. 

Quickdraft Co. The address shown 
for this firm on page 58 of the Direc: 
tory is incorrect. It should be changed 
to Dueber-Hampden Bldg., P. O. Box 
87, Canton 1, Ohio. Under the listing, 
Chimneys, Prefabricated, and under 
Fans and Blowers, Induced Draft, the 
address should be changed to Canton 
1, Ohio. The company should also be 
added under these headings: Controls, 
Draft; Fans and Blowers, Draft Boost 
er and Furnace Accessories, Blowets. 


Ray Oil Burner Co. Remove this 
company from Ranges, Oilfired under 
Commercial, Mechanical Oilburners 
and Domestic, Mechanical Oilburners. 

Sette Products Co., 1241 High St, 
Oakland 1, Calif. This company ® 
listed incorrectly under Filters, Strain 
ers in the category Oil, Cartridge # 
Marquart Mfg. Co. This name should 
be deleted and Sette Products Co. sub 
stituted. Also in the alphabetical name 
and address section, Marquart should 
be remdved from page 56 and Sette 
Products Co. substituted on page 
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Show and Convention Ready 


OHI Program includes two Days of Dealer Conferences; 150 Manufacturers exhibiting 


HE COMBINATION of the 2lst 

National Oil Heat and Aircondi- 
tioning Exposition taking place in the 
new Coliseum in New York City, and 
the concurrent 34th annual convention 
of Oil-Heat Institute of America, Inc., 
will make the week of June 11 to 15 
a memorable one for the oilheating in- 
dustry. 

The Exposition, featuring equip- 
ment displays by some 150 manufac 
turers of oilheating and accessory 
products, will occupy the entire 70, 
000 sq. ft. third floor of the $35 mil- 
lion Coliseum. The schedule provides 
a total of 41 uninterrupted hours of 
Exposition, since all of the sessions and 
meetings are to be held during the 
morning so as not to interfere with 
the show hours. 

Ceremonies at 1:00 P.M. on Mon- 
day, June 11 will open the Exposition 
formally. It then will re-open 
each day at 1:00 P.M. and remain open 
until 10:00 P.M. each evening, with 
the exception of Friday, June 15 when 
the final closing occurs at 6:00 P.M. 

Registration at the Exposition is free 
to all members of the industry, archi- 





Industry notables who are participating actively in the 21st 
ational Oil Heat and Airconditioning Show and con- 
current OHI 34th annual convention. Left to right: R. S. 
Bohn, Preferred Utilities Mfg. Corp., chairman of the Show 
mee, responsible for all details of the Exposition; 
red Weldon, General Controls Co., chairman of the Con- 
vention Committee; J. V. Resek, Burner Div., Cleaver- 
ooks Co., chairman of the Commercial-Industrial Sec- 





Architect's drawing of the New York Coliseum, site of the 21st National Oil 


Heat and Air Conditioning Exposition taking place June 11 to 15, concurrent 
with the annual convention of the Oil-Heat Institute of America. The entire 
third floor will have equipment displays from 150 manufacturers. 


tects, engineers and others who buy or 
specify equipment. Visitors register on 
the first floor of the Coliseum, receive 
a badge which admits them during all 
show hours. 

The Institute Convention takes 
place during the same week at the Park 





tions, OHI, who has scheduled a C-1 symposium for June 13; 








L. D. Sibley, Combustion Control Div., chairman of the 
Institute’s c-1 Accessory Division; W. A. Sullivan, Shell 
Oil Co., chairman of the Technical Division, which has its 
annual meeting on June 11; C. F. Suesserott, Home Htg. & 
Cooling Dept., General Electric Co., chairman of OHI's 
Engineering Committee and co-chairman with W. A. Sulli- 
van of the Engineering-Technical Conference on June 12; 
Dave Morgenthaler, Delavan Mfg. Co., chairman of OHI's 
Membership Committee. 


Sheraton Hotel, a few blocks away 
from the Coliseum. Here registration 
takes place on the hotel’s mezzanine 
floor at a price of $1 each. This fee 
admits the registrant to the dealer 
management conferences on June 13 
and 14 and also is honored at the Coli- 
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George Hochstein, top row, left, Heil 

Co. and Institute president, who will 

preside at the annual meeting; T. A. 

Crawford (right), Timken Silent 

Automatic Div., chairman for the OHI 

Manufacturer Division breakfast on 
June 12. 


Bottom row, left: H. M. Spade, E. 
Robison, Inc., chairman of the Distri- 
bution Division, will be moderator of 
the airconditioning panel scheduled for 


one of the Dealer Management Con- 
ferences; T. R. Loizeaux (right), T. R. 


Loizeaux Fuel Co., co-chairman of the 
Dealer Management Conferences tak- 
ing place on June 13 and 14. 


seum for admittance to the equipment 
exhibits. 

OHI organization meetings are all 
planned for Monday, June 11. Start- 
ing at 9 A.M. the retiring OHI execu- 
tive committee and board of directors 
will be in session. 

Annual meeting of the Institute will 
follow. 

The various divisions will have 
their annual meetings in the afternoon. 
At 1 P.M. the Accessory Division, 
Technical Division, Distribution Divi- 
sion, and Commercial-Industrial Divi- 
sion all will meet. Following these ses- 
sions the new Distribution Division 
executive committee and the board 
will convene. The new OHI board of 
directors will meet for dinner. 

Reporting at the Technical Divi- 
sion meeting will be the following com- 
mittee chairmen: Dave Locklin, dis- 
cussing “Standardization of Combus- 
tion Test Procedures’; Norman 
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Thompson, ‘“Fueloil Survey”; Bob 
Gilmartin, “Tank Corrosion”; Robert 
Gray, “New Projects”; and Ed Hau- 
gen, “Nominations.” 

Members of the Manufacturer’s 
Division will meet for breakfast at 9 
A.M. Tuesday morning. 

Dr. K. T. Whitby, University of 
Minnesota, will read a paper at the 
Engineering - Technical Conference 
schedule for Tuesday morning. His 
subject will be “Kinds and Classifica- 
tion of Air Filters.” 

Others on this program are Dr. H. 
R. Heiple, Shell Laboratories, discuss 
ing “The Effects of Intermittent Op- 
erations on Overall Oilburner Ef- 
ficiency,” and Dave Locklin, Timken 
Silent Automatic Division, reporting 
on the pulsation studies at Battelle 
Institute. 

C. F. Suesserott, chairman, Engi- 
neering Committee, W. A. Sullivan, 
chairman Technical Division, and D. 
H. Bottrill, Division Secretary, 
planned the program. 

Also scheduled during the morning 
is a conference of the domestic equip- 
ment and accessory manufacturers. 
New OHI members will have a party 
as 2:85. 

The Old Timers’ Jamboree is 
scheduled for 6 p.m. Tuesday evening 
at the Henry Hudson Hotel. Ed Mc- 
Donald, Dick Bohn, Bill Bohn, Fen- 
ton Fisher, and Chip Stauffer have ar- 
ranged the program. Chuck Lang will 
be the master of ceremonies instead 
of Jim Owens, who is recovering from 
a recent illness. The entertainment will 
feature Leo Dryer’s orchestra along 
with acts of magic and comedy rou- 


J. W. Owens (left), Mercoid Corp., 

“Big Chief” of the Old Timers’ Club 

whose banquet-entertainment will be 

held in the Henry Hudson Hotel, June 

12 and R. S. Doherty, National-U. S. 

Radiator Co., chairman of the June 14 
OHI Luncheon Committee. 


tines. Tickets are $10 per person, 

Wednesday's program is primarily 
for the dealers. It opens at 9:30 with 
a dealer management conference jp. 
cluding a number of round table dis 
cussions. Dealers will be able to select 
what interests them most from the fol. 
lowing topics: 

Radio communications, tank fajl 
ures, credit and collections, service 
contracts, service management, per- 
sonnel selection, promotion and adver. 
tising, gas competition, telephone 
procedures, handling customer com 
plaints, sales training and organiza 
tion, management methods, selling to 
builders, mechanization of office proce. 
dures, truck operator training, in 
creasing truck driver efficiency and de. 
gree-day systems. 

Dealers will be interested also in the 
presentation of one of the Accessory 
Division films on service training. The 
consumer promotion TV film, “House 
warming Party,” also will be premi 
ered, 

This film lasts 13/2 minutes and tells 
the story of the advantages of auto 
matic oilheating to the general public. 
It is directed to the new home buyer, 
the existing homeowner and _ the 
builder. It tells of a young couple hold 
ing their first housewarming party in 
their modern new home. 

“Housewarming Party” is spon 
sored by the Distribution Division and 
is available to civic groups. The prints 
in either black and white or full color 
can be gotten on a rental or sale 
basis. 

The film is scheduled to be shown 
on approximately 300 television sta 
tions between July 1 and December 
eR 

Those interested in commercial 
dustrial oilburner installations will be 
attracted to the symposium which wil 
feature C. H. Pesterfield, G. W. Boh, 
Joseph Diehm, William C. Cleland 
and Kenneth M. Wilson. A buffet 
luncheon and cocktails close the meet’ 
ing. 

Thursday’s program also is prim 
rily for dealers and starts with a stt!p 
film on fueloil management, accouill 
ing and degree-day procedures. The 
film has been prepared by Burroughs 
Corp. 

Two dealers, Herb Spade anc Harty 
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OHI Convention Headquarters 


Schwindt, E. A. Scott, Jr., and two 
representatives of airconditioning man- 
ufacturers will provide information to 
dealers planning to enter the cooling 
field at an airconditioning panel. 

Allen J. Johnson, independent con- 
sultant and combustion specialist, will 
discuss natural gas competition. 

The All-Industry luncheon will be 
held at 1 p.m. at the Sheraton-Astor 
Hotel. 

The National Association of . Oil 
Heat Service Managers has arranged 
for special registration of service man- 
agers during the Show. They will be 
given special identification badges 
when registering. The Association has 
reserved the Tower Suits under the 
name of L. M. Robinson, treasurer. A 
sign in the mezzanine adjacent to the 
OHI registration desk will give the 
group's hospitality room number and 
will direct them to the special regis- 
tration desk at the Coliseum. 

During the week special activities 
have been planned for the ladies at- 
tending the Convention. A fashion 
show will be held June 13; a theater 
party on the 14th; and there will be 
4 tour of one of the large ocean liners 
berthed in the city during show week. 

A special lobby will be set-up on 
the mezzanine floor of the Park Shera- 
ton with an information desk to in- 
form the women of group activities. 
Tickets will be passed out for TV and 
Tadio shows; tours will be arranged for 
sightseeing either by bus or boat. 
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Program* 


34TH ANNUAL CONVENTION 


Oil-Heat Institute of America, Inc. 
June 10-15, Park Sheraton Hotel, New York City 


Oil Heat Exposition at Coliseumj 


June 11-15 


SUNDAY, JUNE 10 


P.M.—Show Committee meets at Coliseum 
P.M.—Convention Committee at Park Sheraton 


MONDAY, JUNE I! 


A.M.—Retiring OHI Executive Committee 
A.M.—Retiring OHI Board of Directors 
A.M.—Annual OHI Meeting 

P.M.—Annual Meeting, Accessory Division 
P.M.—Annual Meeting, Technical Division 
P.M.—Annual Meeting, Distribution Division 


P.M.—Commercial-Industrial Engineering Committee 


P.M.—New Distribution Executive Comm. 
P.M.—New Distribution Division Board 
P.M.—New OHI Board of Directors Dinner 


TUESDAY, JUNE 12 


A.M.—OHI Manufacturer Division Breakfast 
A.M.—Engineering-Technical Conference 


A.M.—Domestic Equipment and Accessories Mfg. Conference 


P.M.—New OHI Member Party 


P.M.—Old Timers’ Jamboree, Henry Hudson Hotel 
WEDNESDAY, JUNE 13 


A.M.—Dealer Management Conference 


Round Table Discussions to include the following table topics: 
Radio communications, Tank failures, Credit and collections, 
Service contracts, Service management, Personnel Selection, 
Promotion and advertising, Gas Competition, Telephone proce- 


dures, Handling customer Complaints, Sales training and 


or- 


ganization, Management methods, Selling to builders, Mechani- 
zation of office procedures; Truck operator training, Increasing 


truck driver efficiency, Degree-day systems. 


A.M.—Commercial-Industrial Symposium 


Moderator: Codes and Ordinances, C. H. Pesterfield 
Handling and burning Today’s C-I Oils, G. W. Bohn 


General and specific Specifications for C-I oilburning equip- 


ment, Joseph Diehm and William Cleland 


Construction Specifications and their Relations to professional 


Ethics, Kenneth M. Wilson 
Buffet and cocktails. 


A.M.—Strip film program presentation, wherein one of a number of new 


service training films will be shown. 


A.M.—Premiere showing of the national consumer promotion TV film, 


““House warming Party.” 


THURSDAY, JUNE 14 


A.M.—Dealer Management Conference 


A.M.—"‘Break through for Profit,” strip film presentation on fueloil man- 


agement, accounting and degree-day procedures 


10:30 A.M.—Airconditioning panel, consisting of two manufacturers, two dealers 


10:30 A.M.—Natural gas com 


and a consultant. 


etition, with Allan J. Johnson, engineer, and com- 


bustion ple presenting new ideas and a new approach to 


meet gas competition. 


1:00 P.M.—OHI Luncheon at Sheraton-Astor Hotel 


*All convention sessions and meetings will take place at the Park Sheraton 
Hotel, 7th Ave. and 55th St. 
+Equipment exhibits open from 1:00 to 10:00 P.M. on June 11, 12, 13 and 14; 
from 1:00 to 6:00 P.M. on the final day, June 15. 
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List of Exhibitors 


21st National Oil Heat and 
Airconditioning Exposition 


New Coliseum, New York City 
June 11-15, 1956 


Space No. 
Ace Engineering Co. (264-265) 
Attending: J. W. Cowan, R. W. Bardach, 
I. L. Schurman, R. Hoffman. 
Exhibiting: Uniflow horizontal rotary oil- 
burners and forced draft units. 
New Products: Forced draft unit. 


Acme Visible Records (240) 


Akron Rubber Co. (410) 

Attending: A. A. Boris, W. S. Low, Jr., A. 
Haefeli, C. N. Harrington. 

Exhibiting: Goodyear pliotron air filters, 
permanent, electrostatic, washable. 


Aldrich Co. (209) 

Attending: P. M. Stephenson, N. Howard, 
B. Mulder. 

Exhibiting: Low pressure burner units, con- 
version oilburners. 

New Products: Series “‘b’’ burner units in 
10 sizes. 


Allied Tank Truck Egqpt. Co. (532) 

Attending: David J. Constantine, Maxwell 
S. Constantine, Frederick Dykes. 

Exhibiting: New style tank truck. 


Alstrom Corp. (348) 

Attending: John A. Helliesen, John J. Cesa, 
Howard J. Bissinger, Philip R. Carretto. 

Exhibiting: Preheaters, water heaters, con- 
vertors, tank heaters. 


American Artisan (153) 
Exhibiting: Publication. 


American Radiator & 

Standard Sanitary Corp. (226) 

Attending: District and headquarters per- 
sonnel. 

Exhibiting: Oilburners, baseboard heating 
panes, packaged hot water heating units, 
oil fired boilers. 

New Products: New A-7 boiler, new self- 


contained Remotaire heating-cooling 
unit. 

American Standard Air 
Conditioning Div. (224) 


Bacharach Industrial 
Instrument Co. (152) 

Attending: R. Ulrich, J. A. Stein, Joseph 
Palmer, John W. Smith. 

Exhibiting: Combustion testing instruments 
and service tools for air measurement; 
combustion testing kits and vaporizing 
burner adjusting kit. Direct-reading 
velocity meter, Tempscribe temperature 
and operation recorders, sling psy- 
chrometer, filter gauge and Monoxor. 

New Products: Tempscribe remote reading 
temperature recorder and Monoxor for 
carbon monoxide detection. 
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Space No. 
Bell & Gossett Co. (311-312-313-314) 
Attending: E. J. Gossett, R. E. Moore, C. E. 
Pullum, R. A. Patterson, Frank Gall, 
Kenneth Sprague, J. A. Ivester, J. H. 
Hanley and other sales personnel. 
Exhibiting: Hydro-Flo heating and cooling 
specialties. 


Boston Machine Works Co. (334-335) 

Attending: Ralph L. Dennis, Fred Bot- 
tiger, Mr. Geraghty, I. M. Nelson, Wil- 
liam B. Forrest, John M. Sibarium, H. 
Cutter Walters, Edward C. Black, Lars 
E. Schulein, Tony Torrisi, Walter F. 
Briggs, Charlie Byrum, Burt Vickery, 
B. Howard Nunnally, Paul Beining. 

Exhibiting: Nozzles, tank gauges, combus- 
tion chambers, combustion heads, draft 
stabilizers, Wigwam-Thermcap, Boston 
Breese horizontal burner, nozzle kit, noz- 
zle extractor, hang-down baffle. 


Bryant Div. of Carrier Corp. (133-134) 
Burnham Corp., 
Boiler Division (247-248-249) 


Attending: V. A. Good, E. O. Van Sise, 
F. R. Brophy, R. H. Doscher, J. W. 
Murray, Jr., M. C. Cummings, W. H. 
Samson, C. M. Rapp. 

Exhibiting: Radiant baseboards, oilheating 
units, oil boilers, cooling unit. 


Burroughs Corp. (333) 


Cleaver-Brooks Co. (262) 

Attending: J. V. Resek, Howard McCoy, 
Wm. J. DeMuth, Melvin Will, Frank 
M. Wymbs, Sr., Frank M. Wymbs, Jr., 
Henry Wymbs, W. P. Gilbert, George 
Halliday. 

Exhibiting: Oil burners. 

New Product: AM8-CH burner. 


Cleveland Fuel Equipment Co. (712) 

Attending: N. F. Hahn, J. C. Weinberg, 
J. P. Metz, O. A. Reiter, Robt. Bening- 
son. 

Exhibiting: Combustion instruments and 
controls. 

New Products: Special controls and sys- 
tems, electric master control unit. 


Collin Street Bakery (318) 

Attending: J. Dave Walker, Mrs. Dave 
Walker. 

Exhibiting: Deluxe fruit cakes. 


Columbia Boiler Co. (140-141) 

Attending: H. J. Loughney, F. I. Boarman, 
R. W. Boarman, V. Beno, John G. How- 
ley, E. J. Gallagher, W. Garry, E. Bes- 
wick, R. Flora, J. J. Meade. 

Exhibiting: High and low pressure boilers, 
oilburners, baseboard radiation. 


June 
1956 


Space No, 
(119-199) 
Attending: H. W. Shirey, O. J. Puckett, 


Combustioneer Dept. 


H. McCool. 
Exhibiting: High and low pressure oj. 
burner, oil furnaces, humidifiers, 
New Products: Oil furnaces. 


Commercial Filters Corp. (453) 

Attending: H. C. Corwin, E. J. Stanley, 
A. R. Van De Weghe, W. S. James, 

Exhibiting: Filters and filter tubes for ojl- 
burners, bulk loading rack and dispens- 
ing pump service. 


Crane Co. (534) 

Attending: J. W. Greene, R. W. Lindsay, 
Dick Marshall, Jim Wise, P. O. Bergeron, 
G. L. Erwin, Jr., C. E. Towner. 

Exhibiting: Cutaway Sunnyday 15, Cut 
away Year ‘Round airconditioning unit, 
Sunnyday Senior 16, steel boiler, oi 
burner, Sunnywall fin tube radiation, cast 
iron and copper tube baseboard. 


Crise Controls Division (135-136) 
Crotty Manufacturing (344) 
Davis Engineering Corp. (215) 


Attending: Al Jaeckel, Rube Lisson, Mike 
Savoy, Tony Bancala, Larry Nigro, Bill 
Lampe, Steve Dvorak. 

Exhibiting: Fueloil heaters, including new 
Thermo-film safety type oilheater. 

New Product: Thermo-film. 


Decker Brothers Corp. (109-110) 

Attending: Chet Decker, Chic Ora, Oscar 
Iachabelli, Harold Gilsdorf, Ben Keller. 

Exhibiting: Full size oil truck. 


Degree Day Systems (522) 

Attending: Eric S. Bergman, Mrs. Eric §. 
Bergman, J. Ley, Henry Nauss, Mrs. 
Ed. H. Albers, Wm. P. Brown. 

Exhibiting: Fueloil and oilburner forms, 
systems and office equipment, aluminum 
business form holders, etc. 


Delavan Manufacturing Co. (544) 

Attending: Nelson B. Delavan, W. E 
Safris, B. Sheldon Goreham, D. T. Mor 
genthaler, E. O. Olson, R. E. Keens, Lee 
N. Beardsley, H. L. McNally, Wm. J. 
Thurston. 

Exhibiting: Oilburner nozzles and acces 
sories, servicemen’s kits, flame inspection 
mirrors, filters, nozzle changers, nozzle 
display racks and boxes. 

New Products: New “w"’ Nozzle, Delavan 
Hally sealed nozzle, new servicemans 
kit. 


Delco Products Div. 222? 
Attending: J. R. Lakin, G. F. MacFarland, 
E. J. Boyer, R. O. Dehlendorf, E. P. 
Czapor, C. R. Knowlton, L. H. Shue, 
C. B. Lee, J. Fred Howe. 
Exhibiting: Oilburner motors, air moving 
motors for heating and airconditioning. 
New Products: New 48 frame motors and 
completely new inside-outside motors. 


Delta Heating Corp. (236) 

Attending: A. L. Nathan, W. T. Gold: 
smith, S. A. Sowinski, N. M. Emslie, 
J. F. Brown, E. C. Black. 

Exhibiting: Oil fired furnaces, oil fired unit 
heaters. ; 

New Products: New line of domestic oi 
fired furnaces featuring totally enclose 
oil fired suspended furnaces. 


Detroit Controls Corp. (223) 

Attending: H. L. Walker, Geo. W. Yor 
gen, F. D. Cooper, K. B. Thorndike, 
H. Risley, E. Crowley, F. Ball, 
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Exhibiting: 


Dielectric Products Co., Inc. 
Attending: H. T. Carey, Phil Krueger, Ted 
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Space No. 
New “Classic” thermostat, oil- 
burner and airconditioning controls, 
“Weatherbrain” indoor-outdoor controls. 


(147) 


Roman, Pat DiNicola, Lee Galvin. 
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Stack relay helixes, steel 
adapter bushings, steel protective bush- 
ings, transformer nuts, knurled brass nuts 
and terminal shields. 





Exhibiting: Oilburner assemblies, cable as- 
semblies, bus bars, insulators, bulk cable 
and fittings. 

New Products: 


Dole Valve Co. 


trols, shower controls, 


















































Space No. 
(341-342) 
Attending: J. F. Lund, Stuart Phillips, E. 


K. Williams, T. G. Colter, C. E. Miller, 
W.R. Wallin, H. H. Aronson. 


Exhibiting: Air and relief valves, flow con- 


flush tank filler, 








a 





aba 








BOAVAZID indidus 
——l 











avorromwn =| | . , 
ll Eales 
| a3il| 32 

i oe = oe 
17 G Z 





Hol; | 104! TE 
| eee Pe EH Ese! gh 
= RCT Me ey 2 sis once 
125, 124 122, 20 ellie] 117 tis 
1 428 129 11311132 


133 3 ae 137 | 


commas terete as 


39NN0T S21C¥1 


i 
i4i 


ete: 


fc M7 pssfmafi] 60 __[tasehasliaaiay 


| 
! 
i 
' 
1 
! 
1 
| 
1 
l 
| 
! 
| 
1 


il 





ax. 


nr 




















21st NATIONAL OIL HEAT and 
Airconditioning Exposition 
New. New York City Colis. sm 








(926) 3271326 ppl 325 fof 323 bal 
1329] 330 [332/333] 334 [336 337 





(353) fsa | 352 | 3 50 





isa) 


a 





icoselionntiionn mended 


347 [345 3441 











eloil 


7. | ae _* 


west 6o™ sTrecT 




















39vwoOls 








t.uan 


Whew 


yOO1s QyIHL 


Dam 6003 @0:29%0,6005 BRA’ 





Space No. 
faucet controls, water mixers, automatic 
registers and chamber vents. 

Domestic Engineering (146) 
Exhibiting: Publication. 


Eckhart Mfg. Co., Inc. (432-433) 

Attending: Arnold Eckhart, Sr., Arnold 
Eckhart, Jr., Walter E. Eckhart, Wil- 
liam D. Boswell, C. H. Lyons. 

Exhibiting: Silent Korth oilburners. 

New Product: Shell head burner. 


Econo Products Co., Inc. (550) 

Attending: J. D. Wilson, W. H. Herman, 
I. Schulberg. 

Exhibiting: Circulators, manifolds, low 
water cutoffs, flow valves and air valves 
for water and steam. 

New Products: New manifolds and air 
eliminators. 


Eddington Metal Specialty Co. (252) 

Attending: Stanley Czarnecki, Walter 
Czarnecki, Casimer Czarnecki, Wesley 
Czarnecki, C. B. Wells, Stanley Czar- 
necki, Jr., Vince Devine, Walter Stam- 
burger, O. W. ‘Dobson, L. L. Asquith. 

Exhibiting: Nozzles, filters, condensate dis- 
posal pumps, combustion heads. 

New Products: Automatic condensate dis- 
posal units. 


Electric Furnace Man, Ine. = (351-352) 

Attending: Fred Kalmbach, Jr., George 
Hewitt, William Thoresen, Fred L. 
Hilder, John Hughes, Arthur Floyd, 
Stewart Beaubien, Allan Cornish. 

Exhibiting: Conversion burners, oilfired 
boiler-burner units, furnace-burner units. 


Electronics Corp. of America (211 & 213) 

Attending: B. E. Shaw, L. D. Sibley, P. K. 
Ryder, W. S. Tallon, J. G. A. Mitchell, 
D. N. Fisher, D. Miller and 12 Fireye 
Area sales managers and sales engineers. 

Exhibiting: Fireye flame failure safeguard 
and programming systems; smoke density 
indicator-recorder. 

Emerson Electric Co. (343) 

Emerson Radio & 
Phonograph Corp. (346-347) 

Attending: Martin Beline, Howard M. 
Spitzer. 

Exhibiting: Oilburners. 

New Ptoducts: Through-the-wall aircondi- 
tioner, 2 hp window airconditioner, port- 
able electronic germ killer airconditioner. 


Empire Chemical Products Co, 

Attending: Fred Sevison, Jess 
Micky Travisano. 

Exhibiting: Floor treatments and vacuums 
and floor machines. 


(353) 
White, 


Eureka Williams 
Division (137-138-139-140) 

Attending: J. M. Gleason, Sterling Mitchell, 
W. W. Follett, Ben Blanton, Vernon 
Hucks, H. H. Hackett, H. H. Thurston, 
Herb Hanson, T. E. Schofield, J. H. 
Skaggs, S. J. Dowling, Frank Brown. 

Exhibiting: Oil-O-Matic warm air furnaces, 
boiler burner units and Air-O-Matic air- 
conditioning units. 

ger Products: This is a completely all new 
ine. 


Everhot A. Copper, Inc. (415) 

Attending: E. A. Washak, David Green- 
spoon. 

Exhibiting: Copper tankless heaters. 
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Fedders-Quigan Corp. (115) 
Attending: T. L. Arnold, J. Daly, J. 
Weeden, M. Kraut, J. Zonino, J. Quigley, 
C. Armante. 
Exhibiting: Boilers, baseboards, convectors. 
New Products: Boilers. 


Field Control Division (246) 

Attending: C. W. Potter, Henry Rems- 
berg, H. J. Potter, E. A. Field, and 20 
representatives. 

Exhibiting: Field barometric draft controls. 


Fitzgibbons Boiler Co., Inc. (509) 

Attending: P. K. Addams, M. F. May, 
G. E. Olsen, G. Nelligann, F. Harmer, 
D. Rindner, R. E. Ross, W. O. Spiess. 

Exhibiting: 770 Series boiler-burner units, 
400 series boilers. 

New Products: New 770 Series boiler- 
burner units. 


Fuel Oil News 
Exhibiting: Publication. 


(118) 


FUELOIL & OIL HEAT (519-520) 

Attending: Robert Gray; A. G. Winkler, 
Lee Steedle, Dick Raymond, Jim Becker, 
Jack Metzel, Bert Dunphy, V. M. Doug- 
las, J. W. Schulz, George Farrell. 

Exhibiting: FurLom & Om Heat maga- 
zine; Beacon Boiler Reference Book, 
Beacon Radiation Reference Book, Oil- 
burners by Steiner, Commercial-Indus- 
trial Oilburning, Installing the domestic 
Oilburner, Low pressure Burners, Vapor- 
izing burner Service, Wall flame rotary 
Oilburners, Heading off Trouble, Oil- 
heating Snage, The Selling Man. 


General Controls Co. (244) 

Attending: J. Ray, F. Weldon, M. Eastin, 
J. McGuire, R. Horan, B. Lerch, H. 
Cameron, D. Barger and others. 

Exhibiting: Matched thermostat line, do- 
mestic oilburner primary line, draft con- 
trols, oil valves, hot water and warm air 
controls. 

New Products: New domestic oilburner, 
primary line. 


General Electric Co., 
Appliance Control Dept. (154-157) 

Attending: D, J. Harrington, W. G. Bag- 
well, C. C. Verner, W. L. Moorhead, 
P. D. Fitzgerald, J. Uttal, H. Swan. 

Exhibiting: Full line of domestic heating 
controls for oilfired systems: outdoor 
control system, master or primary con- 
trol, room thermostat, fan and limit con- 
trol, flame detector, airconditioning re- 
lays, switchettes and special purpose con- 
trols. 

New Products: Outdoor control system. 


General Electric Co. (Home 


Heating & Cooling) (411-412) 


General Filters, Inc. (508) 

Attending: Robert G. Gregory, Roland A. 
Redner, Robert P. Redner, Mrs. Grace 
Redner, also field representatives. 

Exhibiting: Light and heavy fueloil filters; 
warm air humidifiers, water traps, soot 
removers. 


General Fittings Co. (324-325) 
General Heating & 
Republic Products Co. (108) 
Attending: William H. Bunten, B. E. Hunt, 
A. Campanaro, Paul H. Bunten, Joseph 
Myers, P. Campanaro, T. M. Bunten, 
John Ickeringill, A. Pekelney, W. S. 
Wisniewski, Charles Rihl, Jr. 
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Exhibiting: Boilers, baseboards, convectors, 
heaters. 

New Products: Residential type baseboards, 


Gerwin Industries, Inc. (143) 

Attending: L. C. Cotts. 

Exhibiting: Thermo-base extended hase. 
board air distributor. 

New Product: Restyled Thermo-base. 


Gilbert & Barker Mfg. Co. (148-149-159) 
Gross Furnace Mfg. Co. (414) 


Gulf Oil Corp. (337-338-339) 

Hago Products (111) 

Attending: H. J. Harsch, H. A. Heimsch, 

Exhibiting: Atomizing and low pressure 
nozzles. 

New Products: Low pressure nozzles. 


Sid Harvey, Inc. (525) 

Attending: Sid Harvey, Lawrence Harvey, 
Joseph R. Ziminski, Robert Bernard, 
John J. Deyo, Anthony A. Lazar, Leslie 
W. Algar, Leslie E. Lewis, Henry Woll- 
werth, Walter R. Reeves. 

Exhibiting: Service and installation parts 
for automatic heating, including service 
packages. 

New Products: Service tools and service 
replacement parts. 


Hayward Oil Burner Corp. (449) 

Attending: Otto Muller, Raymond Sklad- 
zien, Thomas H. Deehan, Roland W. 
Campbell. 

Exhibiting: Rotary atomizing burners, pres 
sure burners, boiler-burner units. 

New Products: Rotary atomizing burner, 
220 volts, 50 cycles, for export. 


Heat-Timer Corp. (220) 

Attending: Edward J. Zeitlin, A. Fowler, 
Al Arnell, G. Wosk, Harry Zeitlin, How 
ard Berger, Wally Gilbert, Bea Joseph 
son. 

Exhibiting: Heat-Timer electronic weather 
control, Smoke-Eye smoke alarmvari 
valve, Thermo valve, main line quick vent 
valve, motorized valves, electronic pro 
portion control, Robot eye-electronic 
combustion control, heat-recorder total 
izer, heat totalizer. 


Heating & Plumbing 
Equipment News (434) 
Exhibiting: Publication. 


Heil Co. (642) 

Attending: George Hockstein, John S. Hu 
ber, Alex Eunson, Warren Edwards, Lee 
Danielson, Harold Wilkinson, Karll 
Mould, and district representatives. 

Exhibiting: Domestic heating equipment, 
summer airconditioning. 

New Products: LoBoy furnace and cout’ 
terflow furnace. 


Homeward Products, Inc. (332) 

Attending: Roger F. Williams, Dale W. 
Clulow. ; , 

Exhibiting: 10-S Tattle-Tale universal tan 
gauges, #1 and #2 Tattle-Tale adjust 
able tank gauges, barrel gauges and vent 
caps; new #7-C Tattle-Tale gauges for 
tanks 42” to 44” in depth. «tak 

New Products: #7-C “Tattle-Tale” ta® 
gauge. 


Jefferson, Electric Co. (131) 
Attending: W. G. Lynch, C. T. Harnett 
R. B. Nieman, J. R. Wardrop. 
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Exhibiting: Domestic oilburner ignition 
transformers. 


§, T. Johnson Company (258-260) 


Kaustine Furnace & Tank Corp. (524) 
Attending: J. B. Mollnow, Sr., J. B. Moll- 
now, Jr., E. Szynaneki, W. F. Stahl, H. 
Oxenreider, R. E. Priene, R. Wolfe, T. 
Smith, J. A. McAuliffe, J. B. Shaeffer. 
Exhibiting: Oilfired furnaces. 


Kresno Stamm Manufacturing Co, (114) 

Attending: B. I. J. Stamm, J. E. Bree, T. 
Stiler, D. Halberg. 

Exhibiting: Tank vent signals, gallonmeter, 
remote reading tank gauge, Thermolock 
locks for aquastats, transformer plates. 

New Products: A.C.E. tank vent signals, 
A.C.E. gallonmeter, remote reading tank 
gauge, Thermolocks lock for aquastats. 


H. Lieblich & Co., Inc. (219) 

Attending: Hans Lieblich, Carl Lieblich, 
Murray Lieblich, Robert E. Wiener, 
Monroe L. Bloomfield, Jac Mayer. 

Exhibiting: Contracting services for the in- 
dustrial piping of pumps, oilburners. 

New Products: Piping layout for industrial 
oilburning and preheating systems for 
No. 6 fueloil. 


Lindy Heaters, Inc. (523) 

Attending: Otto Lindy, Lawton R. Moray, 
Gus Wieland, Sanford Silberstein, M. 
Morton Pizer, David Guttman, Budd 
Lindy. 

Exhibiting: Tankless water heaters for resi- 
dential and commercial steel and cast 
iron boilers; Beacon Brass flow control 
valves and adjustable calibrated temper- 
ing valves, Insulation Refractories Com- 
pany’s new combustion chamber. 

New Products: Beacon Brass Products & 
Insulation Refractories Co. combustion 
chamber. 


McDonnell & Miller, Inc. (229) 

Attending: E. N. McDonnell, Nils W. 
Swanson, George La Roi, William E. 
Gleeson, John W. James, James W. 
Ramsay, John Dobise, Howard Peary, 
ome Berry, Gene Mitchell, James 
att. 

Exhibiting: Safety devices for steam and 
water and related products. 

ew Products: 91 series magnetic con- 
trollers and 240 series pressure relief 
valves. 


McGillis Stone Base Tank Lining (447) 

Attending: L. James De Wolfe, Helen B. 
De Wolfe, John McGillis, and others. 

Exhibiting: Stone base tank liner, safety 
valve for bulk storage—including #5 
oil; fill cap and adaptor. 


Manville Boiler Co., Inc. (104-105) 
Attending: Benedict Mandelburg, Hervey 
L. Mandelburg, Stewart Greenleaf, A. L. 
ue. Richard A. Cavan, Herbert Fow- 
r. 
Exhibiting : M and T series boilers, RT series 
wall flame boilers, warm air furnaces and 
aseboard radiation. 
ew Products: T series boilers, warm air 
urnaces, and baseboard radiation. 


Mar-Coil Heater Co. (336) 

Attending: Nathan Marcus, George Mar- 
cus, Arthur Marcus, Abraham M. Mar- 
cus, Morris Servetz. 

iting: Fueloil tank gauges, boiler 

stands, silencers, motorized valves. 

ew Products: New fueloil tank gauges in 

sizes 22” to 120” diameter of tank. 
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Marietta Metal Products Corp. (547) 
Attending: John Hancock, John C. Camp- 
bell, Paul Commaker, Richard Klotz. 
Exhibiting: Oil fired steel domestic heating 
boilers, conversion burners. 


Master Plumbing & Heating 
Contractor (446) 


Exhibiting: Publication. 


A. M. Matthews & Company, Inc. (452) 


Attending: R. G. Matthews, G. W. Shan- 
non, Carl Bergman, Wallace Quimby, 
John Rinklin, W. Sprague. ; 

Exhibiting: Epoxy resins (plastics) for re- 
pairs on all metals, wood, etc. such as 
boilers, heaters, steam and water lines, 
leaking tanks and vats. 

New Products: New display of repairs on 
steam pipes and fittings and tankless 
heaters. 


Mercoid Corporation (501) 


Attending: Hugh Courteol, J. W. Owens, 
W. E. Jones, R. F. Fisher, W. K. 
Stauffer, John Sheddon, J. J. Burne, Al 
Johnson, J. F. McCauley, Earl Sarson, 
F. W. Ayer, R. Martinsen, R. Snook. 

Exhibiting: Oilburner safety controls, limit 
controls for hot water, warm air and 
steam systems, low voltage thermostats 
for heating and airconditioning. 


Metalmaster Corporation (326) 


Attending: E. M. Peters, C. I. Bacheller, 
Ray Harnetiaux, Warren DeLancey. 

Exhibiting: Oilburners. 

New Products: All models are now and 
being displayed for the first time. 


Minneapolis-Honeywell 
Regulator Co. (511-515) 


Attending: Paul B. Wishart, Tom McDon- 
ald, Kent L. Wilson, Karl W. Schick, 
Tom Reed, H. D. Bissell, Arnold Michel- 
son, Fred Kaiser, Herbert Williams, Wil- 
liam Brown, William Dobie, Russ Keppel, 
Al Koch, John Dorsey, Gunnar Hayes, 
Charlie Cochran, D. J. Peterson, George 
Hoeffel, Hank Evans, Don Grant. 

Exhibiting: Residential air conditioning 
controls, zone control, electronic modu- 
flow, electronic flame safeguard controls, 
oil primaries, limit controls, aquastat 
switching relays, thermostats. 

New Products: Round Time-O-Stat, R- 
478 Protectorelay, Aquastat switching 
relay combinations, residential cooling 
panels. 


Monarch Mfg. Works, Inc. (517) 


Attending: T. W. Murphy, E. B. Frame, 
J. M. Carroll, R. F. Stone, W. H. Hulick, 
J. C. Underwood, C. E. Fink, F. S. Bart- 
lett, E. S. Gallagher. 

Exhibiting: Oilburner and airconditioning 
nozzles, oilburner combustion heads, air 
cones, stabilizers, strainers, regulating 
valves. 


Morse-Smith-Morse Co. (132) 

Attending: John C. Dieselman, Robert P. 
Johnston, Edward B. Lingel. 

Exhibiting: Fueloil filters, fusible valves, 
tank valves, thermal switches, tank 
gauges, vent caps. 


Motorola Communications & 
Electronics (543) 


Oil Equipment Mfg. Corp. (328) 


eloil 
ine 
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C, A. Olsen Manufacturing Co., 
The Henry Furnace Co. (529) 
Attending: C. A. Olsen, Edward P. Hayes, 
W. H. Olsen, James Crombie, W. J. 
Watchler, C. L. Grandstaff, James S. 
Garber, E. J. Marre, J. P. Cullin. 
Exhibiting: Year ‘round airconditioning, air 
and water cooling units; basement utility 
and horizontal winter airconditioning 
units, with a matching add-on cooling 
unit; counterflow year around unit with 
air cooled condensing system. 


J. V. Patten Co. (349-350) 

Attending: Don C. Patten, John H. Patten, 
Shepard Herman, A, A. Boyle, James E. 
Russell. 

Exhibiting: Warm air furnaces and cooling 
units. 

New Products: New deluxe basement fur- 
naces and new water and air-cooled re- 
frigerating units. 


Penn Controls, Inc. (123-124) 

Attending: E. B. Maire, R. H. Luscombe, 
Jack Searls, A. W. Barr, William Kase, 
George Sander, Carlos Morgan, A. Boyd 
Ralph, William Halloran, Robert Eich- 
man, John McCaffrey, Howard Costello, 
James Garrett, Philip Pestow, O. E. 
Johnsonbaugh, Emile Tassin. 

Exhibiting: Oilheating and airconditioning 
controls, including 880 series heating- 
cooling thermostat and the new series 756 
one 757 heavy duty airconditioning con- 
trols. 

New Products: Types 680 and 682 oil- 
burner stack switches. 


Petro Div., Iron Fireman 
Manufacturing Co. (330-331) 

Attending: Jess R. Crews, G. H. Martinik, 
J. E. O'Donnell, N. P. Kaptain, Mel 
Nemec. 

Exhibiting: Forced draft package unit, in- 
tegral rotary burner and air register, gun 
type combination burner for #2 oil, gun 
type burner for #5 oil. 

New Products: Integral rotary burner and 
air register, gun type combination burner 
for #2 oil, gun type burner for #5 oil. 


Preferred Utilities Mfg. Corp. (217-301) 


Price & Rutzebeck (454) 

Attending: John D. Rutzebeck, William A. 
Crosbie, Earl T. Peck, Sam Barnett, Rich- 
ard Weigert, Charles E. Mangieri. 

Exhibiting: Planetor magic feed boring bits, 
grips rite angle heads, handy angle saws. 


Publication Associates (438) 


Pullman Vacuum Cleaner Corp. (151) 

Attending: Edgar A. Green, Harold Good- 
win, Alec McCall. 

Exhibiting: Never-clog boiler and furnace 
vacuum cleaner. 


Purolator Products Inc. (240) 


Quality Specialty Co., Inc. (409) 

Attending: Carl Jay, Jules Jay, Bernard 
Jay, E. Lynch, Marvin Leffler, Sidney 
Schwartz, Gordon L. Warnken. 

Exhibiting: Ventflo control valve, flow con- 
trol valves, combination vacuum breaker 
and tank drain, automatic air vents and 
dual air and water separator. 

New Products: New #90 dual air and 
water separator. 


Quiet Automatic Burner Corp. (421-422) 

Attending: Ed. Hill, George Stern, Joseph 
Prince, J. Kaveny, M. Brenner, J. G. 
Kaveny, Royster Johnson, Sr., E. 
Webber. 


75 













































































Space No. 
Exhibiting: Furnaces, oil burners, hot water 
heaters. 
New Products: New low cost boiler-burner 
unit; Hi-Recovery hot water heaters. 


Quiet May Division (315) 

Attending: R. W. Payton, J. O. Miller, 
E. R. Schuelke. 

Exhibiting: Heating and airconditioning 
equipment. 

New Products: New DUO RAD economy 
boiler-burner unit. 


Radiant Utilities Corp. (320-321) 

Attending: Arthur Marcus, Julius Gold- 
berg, Joseph Bloom. 

Exhibiting: Oilburners, oilfired water heat- 
ers, pumps, tempering valves, water air 
conditioners. 

New Products: Oil fired water heaters. 


Radio Corporation of America (310) 

Attending: R. Z. LaTerza, R. C. Dubois, 
A. M. Hilliard, H. G. Boyle, D. L. 
Pearlstone, R. C. Newcomb, A. W. 
Schmid. 

Exhibiting: 2-way radio equipment. 


Rayfield-Staffco Burner Co. (340) 

Attending: Fred Ravnsbeck, Fred W. 
Ravnsbeck, E. A. Freudiger, T. J. Con- 
nor, Robert Kohart, Joseph Kohart, Jr., 
Bud Kohart. 

Exhibiting: Gun type oilburner for #5 oil, 
Staffco rotary oilburner. 


Ray Oil Burner Co. (218) 

Attending: Russell C. Westover, Jr., Ray- 
mond B. Plass, Harry K. Winters, J. C. 
Draper, R. W. Winskill, F. X. Fitz- 
Patrick. 

Exhibiting: Forced draft unit—FpDL-AR-144; 
belt drive horizontal rotary. 

New Products: Forced draft unit—FDL-AR- 
144 burner; belt drive horizontal rotary. 


Reif Rexoil, Inc. (545) 
Attending: R. C. Sanderson, J. H. Brock- 


way. 

Exhibiting: Oilburners, boilers, warm air 
furnaces. 

New Products: New A-2 oilburner, Rexpak 
boiler package, Rexair furnace package. 


Reveor (221) 

Attending: John H. Reichwein, Joseph F. 
Kochevar, R. F. McCall, Michael Fabbri, 
Richard Trumble. 

Exhibiting: Blower wheels, housings, inlet 
rings. 

New Products: Blastaire blower wheels. 


Rheem Mfg. Co. (423-424) 


Richmond Radiator (548) 

Rochester Mfg. Co., Inc. (451) 

Attending: C. L. Hastings, J. W. Kershaw, 
W. J. Debler, Sr., W. J. Debler, Jr., 
S. Skner, D. Freedman, M. Brown, J. M. 
Brown, P. N. Grant. 

Exhibiting: Vacuum and pressure gauges, 
industrial thermometers, #3175 oil tank 
gauge, #0500-01-02 test kits, 


Scaife Company (Timken 
Silent Automatic Div.) (205-207) 

Attending: C. E. Watres, M. F. Robbins, 
K. O. Ralphs, W. J. Chappell, R. A. 
Davis. 

Exhibiting: Silent Automatic oil furnaces, 
oil conversion burners, airconditioning 
equipment. 

New Products: Airconditioning equipment 
and oil boiler. 
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Scott-Choate Publications (319) 
Exhibiting: Publications. 


Scully Signal Company (126-127-128) 


Shell Oil Company (106-107) 


Silent-Flame Mfg. Co. (250) 

Sinclair Refining Company (419-420) 

Attending: R. H. Nightingale, H. T. 
Hughes, W. P. Hallacy, A. G. Withers, 
T. R. Bohdan, S. Smythe, R. J. Dromer- 
hauser, P. E. Mastrangelo, J. A. Gaddis, 
J. P. Canning, G. E. Parkinson. 

Exhibiting: SuperFlame fueloil. 

New Products: New operating model of 
General Electric J-47 gas turbine engine 
which will be used to demonstrate com- 
bustion principles as related to present 
and future oilburning units. 


Skuttle Mfg. Co. (145) 

Attending: R. W. Geisler, K. M. Fournier, 
J. A. Webster, Jack Scannell. 

Exhibiting: Electric humidifier, Humidex 
tablets, Vapoglas humidifiers. 

New Products: Electric humidifier, Humi- 
dex tablets. 


Slant-Fin Radiator Corp. (413) 

Attending: Al Buschel, M. M. Brooks, Les 
Ogrin. 

Exhibiting: Commercial finned radiation 
and residential baseboard radiation. 

New Products: 344” copper-aluminum base- 
board unit. 


The H. B. Smith Co., Inc. (256-257) 
Attending: W. M. Todd, Leo Sudhaus, 
J. E. Reed and other sales personnel. 
Exhibiting: #42 “Lo-Set’’ cast iron sec- 
tional boiler for #5 and #6 oil for 
commercial and public buildings; #100 
oil boiler-burner unit, #2000 oil boiler- 
burner unit. 
Snips Magazine (103) 
Exhibiting: Publication. 


S. O. S. Products Co., Inc. (448) 

Attending: I. S. Pryor, G. G. French, G. 
Epstein, M. Chapman, J. Gittler. 

Exhibiting: Chemical and refractory prod- 
ucts for the oilheating industry. 


Spencer Heater, 

(Lycoming Div.) (121-122) 

Attending: E. I. Boardman, C. W. Shafer, 

. E. Schooley, R. R. Adams, C. R. 
Miller, L. B. Gorman, E. L. Mah, C. 
Crisman. 

Exhibiting: Divided low water line boiler, 
steel boiler (residential), packaged oil 
boiler-burner unit. 

New Products: #19 series. 


Spi-Rol-Fin Corp. (402-403) 

Attending: James McGinnis, Joseph Rain- 
ville, Morris Vogel, R. Cottrel, F. R. 
Attwood. 

Exhibiting: Completely packaged boiler- 
burner with extended jacket, baseboard 
radiation, industrial fin-pipe radiation. 

New Products: Gold Crown boiler-burner. 


Wm. Steinen Mfg. Co. (322-323) 

Attending: Wm. Steinen, Jesse Tankel, 
Robert W. Hundley, Neal Begen, Carl 
Koch, David Nelson, and 23 representa- 
tives. 

Exhibiting: Draft regulators, nozzles, elec- 
trodes, nozzle kits, nozzle racks, electrode 
display board. 

New Products: Electrodes and ignitors. 
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Stewart-Hall Chemical Corp. (549) 

Attending: L. D. Miller, H. H. Hessel, 
S. A. Stickle, B. Kiley. 

Exhibiting: Sootspray, Odorgon, Desludgit, 
Sludgemaster, Tank life tablets, Steam. 
aster tablets, Surgemaster, Sealmaster. 

New Products: Sootspray. 


Stewart-Warner Corp. 

(U. S. Machine Div.) (232) 

Attending: William E. Judd, Walter B. 
Blake, Gerald F. Deer, Norman Gill, 
Carl Riddle, John Speer, Robert Swarda, 
Edwin Kenerson, Maurice Smith, Leslie 
Funk, Will Moore, Henry Gabel, Wil 
liam Macneil, Wesley Stevenson, Robert 
Ozer. 

Exhibiting: Oilfired furnaces, boilers and 
conversion burners, central cooling equip- 
ment. 

New Products: Remote airconditioning 
equipment. 

Sun-Ray Burner Mfg. Corp. (254-255) 

Attending: Gabe Marin, Alfred Matzger, 
Alfred Luft, Martin Sones, Jack Max 
well, Joseph Bierwirth, Robert Adcock, 
Burt Vickery, Emons Nickerson, Mar: 
vin Hendler, Meyer Bressen, William 
Oliver. 

Exhibiting: High pressure gun type oil 
burners for #2, #4, #5 fueloil, oil 
transfer pumps. 

New Products: High pressure gun-type oil- 
burners for #4 and #5 fueloil, oil trans 
fer pumps. 


Sundstrand Engineering Co. (450) 

Attending: Rupert H. Gustafson, Charles 
B. Bendix. 

Exhibiting: Oilburners. 

New Products: New Sundstrand Special 
oilburners. 


Sundstrand Hydraulic Div. (429-430-431) 

Attending: R. L. Soderberg, J. F. Griffey, 
W. R. Kiefer, C. W. Lang, L. H. 
Schuette, B. F. Olson, F. E. Carlson, 
J. F. Nelson, R. E. Stevens, R. W. Erik: 
son, J. Holmin. 

Exhibiting: Working models of the J single 
stage, H two stage and AT air-oil low 
pressure fuel units. 


Taco Heaters, Inc. (101-102) 
Attending: J. Balter, R. H. Chaffee, W. £ 
Johnson, J. R. Murphy, R. P. Babcock, 
E. J. Conley, C. Sliney, W. J. Sliney, 
H. E. Lucas, W. T. Robinson, R. J. 
Tesar, V. Callahan, E. W. Leonard, £. 
Pollenz, H. Lisowski, J. Burns. 
Exhibiting: Pumps, indirect hot water heat’ 
ers, and hot water heating specialties. 
New Products: #140 MP pump. #17) 
centrifugal pump, and tank drainer. 


Thatcher Furnace Co. (303-304-305-306) 

Attending: Carl Sahler, R. M. Cook, M. C. 
Beard, S. B. Leigh, W. J. Kihn, E. F. 
Koenig, R. J. Wodey, H. F. Gibbard. ; 

Exhibiting: Air-cooled summer aircondi 
tioner, boiler, oilfired winter air aircon 
ditioners. 

New Products: Oilmaster 56 boiler. 


Thompson & Sons, Inc. (437) 


H. A. Thrush & Company (537) 

Attending: E. D. Noland, G. H. Fox, R.E. 
Lund, W. Hoenninger, J. A. Jobneer 
F. L. Williams, D, W. Heckman, G, ¥. 
Johnson, W. J. Johnson, L. D. Gros 
R. C. McKinney. 

Exhibiting: Forced circulation hot wale 
heating specialties. 


(Please turn to page 127) 
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Selling by Goodwill 


Hampshire of Pontiac, Mich., expands his oilheating Business by concentrating on Quality 


(6 F THE AVERAGE heating dealer 

I would work hard, he couldn’t 
help selling a lot of furnaces.” That's 
the conviction of one of the most ac- 
tive forced-air heating contractors in 
Michigan, a man who, curiously 
enough, refuses to follow-up a “hot 
prospect” by personal visits, mail, or 
phone. 

While this may seem paradoxical, it 
represents sound business procedure to 
C. B. Hampshire of Pontiac, Mich., 
who has found that it pays off hand- 
somely. Hampshire does work hard, 
making calls as late as 11:00 P.M. be- 
cause his customers are industrial 
workers, and he does manage to keep 
busy in a slow season when other deal- 
ers are laying off employees. 


But his refusal to close sales by pres- 
sure on prospects is the policy of his 
business, Goodwill Automatic Heating 
Co, “Goodwill” is to him no idle catch- 
phrase. Hampshire will go to almost 
any extent to foster good will. He re- 
fuses to consider a deposit or down 
payment on an installation binding. 
“If a client has changed his mind and 
doesn’t want an installation, I don’t 
want to keep his money.” 






eo 


Home of Goodwill Automatic Heating Co. in Pontiac is the 
architect-designed plant, above, to which the company moved 


Hampshire, a veteran of 33 years in 
the heating business, operates Good- 
will with the aid of his son, William 
L., and his wife Luva L. He does all 
the selling, Bill takes care of all instal- 
lations and servicing, and Mrs. Hamp- 
shire runs the office. 


How well this has functioned can 
be gauged from the fact that Good- 
will has zoomed from an abandoned 
garage to an impressive, architect-de- 
signed plant in less than ten years. On 
moving to his present site, on West 
Huron Road, near Pontiac, two years 
ago, Hampshire took along the small 
building that had. been his place of 
business for eight years. It now stands 
near his showroom, rented to a dealer 
in ceramics, and still brings in an in- 
come. 

Hampshire’s sales program is rugged- 
ly individualistic. On occasion, Hamp- 
shire will work on an estimate in a 
client’s home and get immediate ac- 
ceptance. He makes it a policy, though, 
to spurn immediate closings. “Just a 
minute,” he will caution, “you don’t 
know me. Come on down to our show- 
room, look at the heating system you're 
going to spend your money on.” 
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Z, 
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He always suggests that the prospect 
inspect heating equipment before pur- 
chase, for he finds that an attractive 
and obviously well-designed furnace 
goes far toward removing any small 
doubts the prospect may have. For the 
same reason, he chooses to push a line 
that is a “full, factory-made heating 
system,” not simply the furnace alone. 
The concept of a factory-engineered 
system—with furnace, air supply, and 
outlets tailored to each other—is a 
principle the potential buyer usually 
can understand. And, Hampshire is 
convinced, when he understands it, he 
likes it. This, of course, is in line with 
the Goodwill concept of profitably do- 
ing business: don’t merely get some- 
one to buy from you, but get him to be 
enthusiastic about it, too. The more 
good will, the better. 

A point Hampshire never loses sight 
of is that this process of selling is one 
that is opposed to selling on price. The 
customer who is thoroughly sold will 
pay what he should. 

This same approach is the under- 
lying reason for Hampshire’s insistence 
on an attractive showroom and shop: 
it contributes a large share to the im- 


twa years ago. Originally, the company was housed in the 
small, frame structure, right. 


77 





pression he wants to make. 

After explanation and demonstra- 
tion in the showroom, and after an ac- 
curate, conscientious heating survey 
and consequent proposal, Hampshire 
will return to a prospect’s home only 
if he is asked. He refuses to badger 
anyone by mail or phone. 

Proud of his reputation, he is fond 
of referring people to the local bank 
when he suspects uncertainty in their 
minds, There, prospects are told, “You 
can believe Hampshire. He doesn’t 
mince words—and you can depend on 
what he tells you.” 

Another point that seems to score 
with prospects is the fact that Hamp- 
shire employs no salesmen. Clients who 
ask for “the salesman” are referred to 
Hampshire. “Are you the salesman?” 
they will ask. ““No, I’m the owner of 
the firm” is a reply that seems to in- 
fluence a good many. 

While Hampshire’s policy of not 
using salesmen may seem old-fashioned 
or even reactionary, it is actually one 





Most valuable of merchandising aids, says C. B. Hampshire, are sound films. He 

shows the films at prospects’ homes or in the special projection room adjacent to 

his showroom. He also offers them for showing at schools and churches and before 
social groups. 


facet of a shrewd, carefully considered 
sales philosophy which has been re- 
sponsible for both good will and the 
success he guards jealously. 

“Tm not against salesmen,” he says, 
“and the day will come when we have 
to employ them.” But he justifies his 
policy on two points: (1) the length 
of time involved to train a good heat- 
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ing salesman, and (2) the necessity to 
supervise closely one or more salesmen, 
a time-consuming job. 

This decision, like any others made 
by Hampshire, was reached after thor- 
ough deliberation. For example, two 
years ago, he contemplated moving to 
his present location in the outskirts of 
Pontiac as he felt that area was going 


... Selling by Goodwill 


A "must" for Hampshire prospects is 
an inspection of the furnace which 
heats the Automatic Heating Com 
pany building. The sixteen runs ex 
tending from the plenum lead to out 
lets in private offices, showroom and 
shop. William L. Hampshire explains 
to client that add-on cooling is to be 
installed. 


to open up to residential improve 
ments. The first few people to whom 
he broached the idea told him he was 
mad. 

“Before making a move,” says 
Hampshire, “I think it’s a good idea 
to go down to the bank, to the people 
best qualified to judge. Before I moved 
down here, six or eight of us went into 
a huddle, checked the location, deter’ 
mined whether it was the right time 
to move, and examined the other fac 
tors. They can tell more accurately 
about those things than I can.” 

With the bank’s recommendation, 
Hampshire decided to move to West 
Huron Road and set about building 
what he believes to be the only archi 
tct-designed heating company struc 
ture in that area. The building 
cludes private offices, a 90-foot long 
showroom, projection room, metal 
fabrication shop, warehouse, garage. 
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The entire building is heated by a 
furnace with a capacity of 110,000 
Btu’s. Sixteen runs lead from the furn- 
ace to blenders throughout the build- 
ing and Hampshire wisely points out 
to prospects that the system they are 
contemplating buying is the one in ac- 
tual use in his own building. 

He makes it a practice to take 
clients “backstage” to the fabrication 


his volume ran to 275 installations— 
and he expects the figure to increase 
steadily. 

Competitive dealers have been com- 
placently accepting January and Feb- 
ruary as slow months and have laid 
off men. Hampshire refuses to adopt 
this attitude, keeps five employees 
busy throughout the year and adds 
three to five additional men when he 





points out plenum and run connected to outlet to make up a miniature system. 


shop to show them how quietly the 
furnace operates and how neatly a 
network of ducts can be installed. He 
carries this a step further by stressing 
how runs can be installed in a wall 
conventionally framed with 2 x 4 studs, 
without the necessity for tearing walls 
apart in remodeling. 

Before the hot weather, Hampshire 
plans to install add-on cooling to air- 
condition the entire building. He is 
positive that prospects will be influ- 
enced considerably by his showing 
them how efficiently and quietly the 
cooling cycle operates and becomes an 
integral part of the year-round air 
conditioning system. 

Business volume, it seems, has amply 
justified Hampshire’s decision to move. 
While he averaged about 150 furnaces 
4 year in his old location in downtown 
Pontiac, Hampshire managed two 
yeats ago, in spite of the delay and 
handicap of moving, to install 150 
furnaces in six months, the only time 
he had available. For the second year, 


finds himself swamped with installa- 
tion orders. Using a prefabricated sys- 
tem enables him:to do a large volume 
of business with a relatively small 
staff. 

The long, impressive Goodwill 
showroom, which fronts on the high- 
way, contains an array of furnaces, 
blenders, water heaters, and other 
equipment. Hampshire is sure this 
plays a major role in his success. “The 
average showroom contains one or two 
dusty furnaces. I don’t believe women 
—and women are important customers 
today—care for that. We keep our 
showroom spotless—and they feel 
more at home, more inclined to exam- 
ine, judge and buy.” 

Of particular interest is the fact 
that in an area where gas heating has 
enjoyed considerable success, better 
than 95% of Hampshire’s sales consist 
of oilfired systems. 

Merchandising in the Oakland 
County area is, Hampshire feels, vastly 
different from selling in nearby De- 


troit. “Why, you can’t even give 
things away here for free,” he says. 

As usual, Hampshire has strong, in- 
dividual views on the subject of ad- 
vertising, which have been confirmed 
by much trial and error. He is thor- 
oughly against the use of direct mail— 
for his particular area, he emphasizes. 
“It just wouldn’t work here. Some peo- 
ple feel that’s a cheap approach, and 
I'm afraid they might feel we have a 
cheap product—which we don’t.” 

Over the years, he has built up a 
sharply defined promotion and adver- 
tising policy. Most effective, he has 
found, are miniature billboards and 
manufacturer-made sound films, two 
of the elements in his manufacturer's 
extensive merchandising program for 
dealers. 

Hampshire’s five-point policy boils 
down to the use of: 

1. Miniature billboards, 3 by 6 feet 
in size, posted along all main traffic 
arteries. This idea was originally sug- 
gested by Coleman and details were 
worked out in Pontiac, with the co 
operation of his distributor, Semmler 
Wholesale Supply Co. of Detroit. The 
billboards carried the message of both 
Coleman heating and Goodwill Auto- 
matic Heating. “It has been very effec- 
tive,” says Hampshire, “motorists ap- 
proaching town are hit repeatedly by 
a message like this.“ 


2. Sound films. These are supplied 
to Hampshire by the manufacturer and 
he has found them an immensely ef- 
fective medium. Because their educa- 
tional and entertainment value is high 
and the advertising message is discreet, 
he is able to offer them to schools, 
clubs, and social groups, where they 
have proved very popular. He takes 
them to prospects’ homes—or he invites 
people to a projection room adjacent 
to his office. 

3. A listing, under the manufac- 
turer’s name, in the classified phone 
directory. 

4. Consistent newspaper advertis- 
ing. Goodwill runs an ad on the build- 
ing page of the Pontiac Press each 
Saturday. While it has been useful in 
bringing in new business, Hampshire 
characteristically refuses to adopt a 
complacent attitude about this adver- 
tising. “I’m not too happy about how 
many people read our ads on Satur- 
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day—or Saturday night, when they’re 
distracted by the idea of partying or 
something else. One of these days, I 
may switch the advertising to Mon- 
day or Tuesday and check the results.” 

5. Advertising premiums, These in- 
clude pencils, and particularly, ash- 
trays with the Goodwill name on them. 
No detail is too small to escape Hamp- 
shire’s attention. “I think the ashtrays 
are a darned good bet. They’re used, 
that’s important, and not just put 
away in a drawer. You use them, if 
only when people come to your home 
for a card game or a few drinks, and 
then they see the name ‘Goodwill’ im- 
mediately. It can’t help being noticed.” 
He scatters a few around the show- 
room and, he says, “I’m tickled to 
death if someone pinches them.” 

Oakland County, where Hampshire 
operates, is judged by some to be one 
of the “hottest” spots in the country 
in building potential. Homes are going 
up fast and many houses which had 
been used only as summer dwellings 
(because of the adjacent lakes) are 
being converted to year-round resi- 
dences, This, of course, means that 
people are turning to heating dealers 
for replacement of space heaters by 
central heating. Here, as in overall 
quality, the prefabricated, small-pipe 
system Hampshire sells is important to 
him inasmuch as it lends itself better 
than other types to existing-house 
work, 

What has complicated the picture 
tremendously for responsible heating 
firms is the fact that there are, by and 
large, no codes in the Oakland County 
area. This has been responsible for 
many substandard installations. 


Poor installations always lead to 
servicing problems and, consequently, 
Hampshire is often asked to service 
installations of others. This he flatly 
refuses to do: “Why should I take 
over the headches of a contractor who 
has walked off with the ‘cream’ of the 
job, the installation? Servicing can 
very often backfire—and never really 
pays.” For this reason, Hampshire 
services only his own installations. 


Another factor is the problem of 
obtaining good servicemen. “We just 
can’t get A-l servicemen and I 
wouldn’t hire any others. It takes a 
long time to train one and any poor 
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job will hurt, not help, our name.’ 

Hampshire makes no secret of his 
concern over poor installations. He 
cites a case where he was called in be- 
cause a furnace had blackened up the 
interior of a house. Upon checking, 
Bill Hampshire discovered that the 
contractor had simply omitted a cold 
air return. He cites this as an example 
of corner-cutting that backfires against 
the entire industry. 

Slipshod installation makes it easy, 
of course, to submit low estimates, and 
Hampshire is frequently challenged 
by clients who have been offered lower 
bids. “I simply ignore that and hand 
them a card that reads: ‘We have no 
quarrel with those who sell for less. 
They should know what their product 


All metal work 
for Goodwill in- 
stallations is done 
in the company’s 
own metal fabri- 
cation shop which 
is housed in the 
same building as 
the offices, ware 
house and garage. 
At left, a com 
pany serviceman 
and truck leave 
the garage to 
make 4a_ service 
call. 





is worth.” 

Hampshire says, “I must operate 
with a profit. If the other fellow is two 
cents cheaper, the client gets what he 
pays for.” This refusal to cut prices— 
backed up by quality selling, a quality 
product, and quality work—has im 
pressed many and Hampshire has 
found himself doing a considerable 
amount of work for builders who put 
a premium on first-rate installation. 

Hampshire shows no sign of con 
cern for the future. Every move § 
carefully thought out in advance, with 
a blithe disregard for the cut-rate prac 
tices of others. Hampshire has alway 
staked his business future on good will; 
he sees no reason to change that 
philosophy now. 
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Jensen’s “oilburner” Jeep 
proves advertising Gem 


OR THE PAST THREE YEARS the 
best “general public” advertise- 
ment of Hans Jensen & Sons, Inc., of 
Chicago, has been doing an A-plus job 
at production and has drawn not one 
penny from the advertising budget. 

This unique double-purpose gim- 
mick is a Jeep dressed up to look like 
an oilfired unit. Since nearly all of 
Jensen’s advertising budget is devoted 
to direct mail to old and current cus- 
tomers, the Jeep and the telephone 
book are the firm’s leading contact 
with outsiders. Designed and built by 
one of Jensen’s sons, Erik, it has helped 
to make the firm well-known on the 
West side of Chicago as it traveled 
about on service jobs. 

“Tt was designed for a convention 
showing to the Master Steamfitters 
Assn. in 1952,” according to Erik, 
“specifically for the purpose of show- 
ing a method of setting up a rig and 
get real visual attraction, plus adver- 
tising value. We intended to show it 
and then to use it as a service vehicle. 
Since then it has had tremendous 
usage, and also has been displayed at 
several other conventions.” 

The Jeep itself is not a commercial- 
ly-built vehicle. It was one of the 
sturdy little models built for war and 
bought later as surplus for $750. Erik 
devoted another $600 to building the 
body, adding the equipment and the 
inside racks and bins to make it usable 
for service. This made a total cost of 
$1,350. 

The body itself is built of sheet 
metal in the shape of a square box, en- 
closing both the cab and truck part. 
At the rear is an oilburner, on the out- 
side, fully piped from the “air cushion 
tank” mounted on top on the left side 
to a convector mounted on top on the 
right side. A safety valve is included 
in the circuit, and ductwork rises from 
the top front, elbowing frontward. 
Realistic as it looks, it’s a dummy 
installation. Usable, working arts 
have been taken out—the parts that 
don’t show — because, according to 
Jensen, “It isn’t a sales tool. We don’t 
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use it for demonstration pur- 

poses and never intended it 

that way. It’s a combination 

advertising and service tool 

that does both jobs in a super | 
lative manner.” 


All of these appurtenances 
are on the exterior of the 
Jeep. The inside is devoted to 
tools and parts for service. 
“It’s exceptionally handy for 
that purpose,” says Erik. “An 
ordinary Jeep might look 
cheap for service calls. This 
combines the fine features of 
the Jeep and an eye-catching 
showcase for the firm. The 
4-wheel drive and the light 








The Jeep was designed and built by 
Erik, shown here, one of Hans Jensen’s 
sons. Total cost was $1,350, including 


the vehicle purchased as war surplus. 


weight makes it easy to get around for 
oilburner service in the winter when 
terrain is slushy or icy, and it is ideal 
for new construction work in the 
muddy Spring. It’s compact, mobile 
and has a short turning radius, and be- 
cause of its size it can go on the Chi- 
cago boulevard system where a truck 
can’t. It frequently happens that in 
narrow Chicago alleys a regular serv- 
ice rig can’t be used because of lack 
of space. 

The Jeep serves as prime mover for 
a matching “Gypsy wagon,” also built 





Wherever the Jensen “oilburner” Jeep 
goes it draws attention and that’s its 
purpose. Here’s how it looked when 
photographed by Iron Fireman for 
publicity purposes. Despite its appear- 
ance, the vehicle is not a demonstrator; 
instead, it’s a service truck designed 
to make people aware of Hans Jensen 
and make them remember. 


by Erik. The wagon was built on a 
small trailer, with four walls that raise 
to a horizontal position to make a rov- 
ing field office, at a total cost of about 
$400. It really roves, too. Erik esti- 
mates it has been home only about 
three times in the past three years, and 
for the past year it has been in use as 
a field office in downstate Kankakee. 

‘People in the industry sometimes 
ask why we don’t use it (the Jeep) for 
demonstration,” says Jensen. “We feel 
that would be a waste. Demand now 
is so great for automatic heat that peo- 
ple know quite a lot about it already, 
and a roving demonstrational Jeep 
wouldn’t do us much good. We feel 
an oilheating dealer’s job is more a 
matter of letting people know auto- 
matic heat is available from him and 
that his is a good firm to buy it from. 
That means he must get their atten- 
tion first. Our Jeep is great for get- 
ting attention, and for proving that 
we take pains to get out and service 
our customers.” 
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Extract of a Discussion before some fueloil Men 


by 
Robert Gray 


Invited down to Asbury Park to tell 
the members of the Fueloil Distribu- 
tors’ Assn. of New Jersey about prog- 
ress in the oilheating promotional pro- 
grams now running in several cities, 
the editor branched off into this “‘Gas- 
man-for-a-day” economic analysis. 


a. THE PAST several months 
my strongest interest, and prob- 
ably your strongest interest, has been 
in helping to stimulate the promotional 
campaigns to sell more oil heat. Here 
in New Jersey you have been doing it 
about two years. The general broad 
program that we call “Oilheating Mar- 
ket Reports” will just be a year old 
the first of May. 

Out of three dozen markets that we 
have studied in that year, two-thirds 
of them now have some real money to 
spend and they’re putting it out. 

How is it working in the field? Last 
month in one of our regular question- 
naire studies for the magazine we 
asked a lot of fueloil men in those cities 
that have the advertising campaigns if 
they could notice any improvement in 
sales as a result of the promotional in- 
vestment. They voted ““Yes” in a ratio 
of five to one. 

An interesting thing is happening 
that we hadn't thought of in advance. 
Fueloil companies are increasing their 
share of the total sales of oilheating 
equipment. It’s logical. Oil men are 
financing the campaigns almost exclu- 
sively, and as a result they are getting 
a sort of self stimulation or shot in the 
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arm and their men are out beating the 
bushes. 

Naturally we like to see the oil men 
taking more of the burner business. 
It’s the surest way to get oil volume, 
but just as important, you get it on the 
most favorable basis. The family that 
lets you sell them an oilheating job is 
practically inviting you to become a 
member of the family . . . you'll be 
seeing them so many times in the years 
ahead. : 

There’s a growing conviction as we 
get around that fueloil men are getting 
more alert than they were not so long 
ago. Your advertising campaigns are 
doing things to simplify your thinking. 
You're taking more direct action these 
days. You’re more inclined to step up 
to your problems, not let them drift. 

What do you suppose is running 
through the minds of the gas utility 
men these days? Could it be that in the 
fueloil business that we are better off 
than we realize? I can assure you that 
they have troubles. 

Years ago I heard a story about a 
man who opened a restaurant in a lit- 
tle county seat town in the Midwest. 
Within six months he almost drove all 
the other restaurants around the court- 
house square out of business. He was 
featuring a big chicken dinner for fifty 
cents. 

He would have busted the whole lot 
of them if it hadn’t been for that farm- 
er’s dog that trapped him one night on 
the roof of the hen house. Of course 
he left town. 

Curiously, that’s the identical situa- 
tion that the gas utilities find them- 
selves in. They would never have been 


able to go anyplace with natural gas 
if they hadn’t been able to steal the 
raw material. Their only question to. 
day is “Where's that farmer’s dog?” 

For the next few minutes let’s play 
a little game. Each of you as an in. 
dividual has now gone to work for the 
gas company. Let’s say that your job 
is general sales manager and you're sit. 
ting there in a nice big office by your- 
self. The general area is quiet so you 
can think. 

You lean back and think back. Only 
a few years ago you were running a 
couple of plants to make gas out of 
coal and oil. Your principal business 
was to supply fuel for cooking and 
water heating and maybe for a bunch 
of space heaters. You had a nice year- 
round load at high rates and it was 
profitable. 

Then the ladies, the housewives, be- 
gan to give you trouble. All of a sud: 
den they took a fresh interest in their 
kitchens because they were spending 
more of their own time out there. The 
old gas stoves looked kind of scummy. 


Gas is Challenged 


But the electrical appliance manu 
facturers almost instantly saw an op: 
portunity in this new emphasis. They 
got right on the ball. They built kitchen 
stoves that would outshine the morn 
ing sun coming in the south window. 

It was shocking to the gas people. 
Remembering that you are just now a 
gas man, you saw the ratio of gas to 
electric cooking stoves drop from 16 
to 1 down to an even break or one to 
one in just ten years. You lost water 
heating about as fast. 

Then just about the time your com: 
pany was reeling from these blows... 
came the dawn. You got natural gas 
and went after heating business. It was 
the final answer, or it looked that way, 
and for a few years you revelled in tt. 
But all through this period you still 
have been in the same position as the 
restaurant man with the 50¢ chicken 
dinner. You had to steal. 

A few years ago the Standard Oil 
Co. (NJ) had a story in its publica 
tion, “The Lamp,” in which the author 
mentioned that it costs seven times 4 
much to move natural gas from Texas 
to New York in a pipeline as it does 
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Where's the farmer's Dog? 


to move fueloil in a tanker .. . on a Btu 
basis of course. 

That ratio changes, naturally, as 
tanker rates go up and down, but it’s 
about a six-to-one ratio today. 

Remember that you’re still employed 
as the gas company’s sales manager. 
You get to thinking about this awful 
handicap that you have to live with. 
You didn’t pay any attention to it 
at first because no one cared much 
about the natural gas down in the 
fields. Before the war a lot of it was 
flared, then it was sold cheap because 
there was so little demand. 


Cheap stuff dried up 


But the cheap stuff dried up and the 
well owners began dreaming about 
getting some reasonable value out of 
their nice fuel. You saw the average 
price go up from 3/2¢ to 9/2¢ between 
1945 and 1955. You were pretty sure 
that the well owners were licking their 
chops for something better. 

You saw the Harris-Fullbright bill 
pass Congress in the winter with a 
nice margin that would definitely have 
brought higher field prices, The Presi- 
dent’s veto gave you very little assur- 
ance because you knew that this was 
avery brief stop-gap. 
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"... still sitting at your desk if you're 
not up pacing the floor, you'd do a 
little figuring... .” 


As a gas man you are a fairly good 
economist. You're intelligent enough 
to know that the oil industry has come 
to love oilheating at today’s good prices 
for the fuel. No. 2 distillate is more 


attractive than gasoline to a lot of re- 
finers this spring. 


Then, still sitting at your desk if 
you're not up pacing the floor, you’d 
do a little figuring and realize that 
when gas comes out of an oil well at 
9'4¢ a thousand cubic feet it can go 
up to New Jersey and displace seven 
gallons of fueloil which is worth 50¢ 
right back there at the well. 


You know for certain by now that 
this thing can’t last; your costs have 
got to go up sharply and quite soon. 
All the attempted legislation in the 
world is not going to provide a larger 
supply of any commodity at a loss to 
the producer. 


So what’s your conclusion. It’s ob- 
vious. First, you're going to get enough 
business to fill up your pipeline capac- 
ity or your pipeline obligations just as 
fast as it’s humanly possible. 

You've had enough experience to 
know that when a family has gas heat 
in the house the folks will stay with it 
for many years even when rates go up 
a lot. The same is true of oilheating. 
Very few people ever switch from oil 
or gas or electric heating to one of the 
others, because they have quite an in- 
vestment in their heating plants. 


You're going after new home devel- 
opments with every inducement, with 
every selling crutch that you have ever 
heard of, every subsidy, because here 
you can get so many customers at once. 
It’s a long step toward your goal, and 
you've got to get there fast. 


When the big line is filled, its ca- 
pacity all sold, you’re going to heave 
a great sigh and swear off of any new 
ones until things look a whole lot bet- 
ter than they do now. You’ve won 
your battle before the public got wise, 
and no more nightmares over that six- 
to-one transportation handicap. 


Now you can lean away back and 
genuinely enjoy a great big grin as you 
think of the fueloil crowd that didn’t 
catch on to the play. 


So let’s end our little game. You 
can come back now and be an oil man 
again in gocd standing. 

The thing that I hope we have 
learned is very clear. If we will as 
fueloil men step up our lukewarm, but 
growing, interest in sales to a much 
higher pitch . . . if we will recognize 
that this so-called battle of the fuels 
is engaged in its hottest fight right now, 
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“The family that lets you sell them an 
oilheating job is practically inviting you 
to become a family member. . . .” 


we stand to gain far more than we 
expend in energy or cash. 


Next Three Years count 


Your long-range fueloil profits will 
be influenced more by what you do in 
the next three years than in the fol- 
lowing ten years. Your advertising pro- 
gram today is fine, but it’s just half the 
size it needs to be to make a deep im- 
pression. Yet at its present size it is 
useful because it stirs you up to more 
activity. I would recommend that you 
enlarge it—not forever—but for the 
next three hottest fighting years. 

A few days ago the president of one 
of our large major oil companies made 
this statement in a private conversa- 
tion, “If the fueloil boys will take heart 
and keep pushing for five years, they 
won't have any competition after 
that.” We can cut that down to three 
years in a lot of markets where they’re 
stepping up to the fight. 

So in closing I have an admonition 
for each industry. For fueloil, “Hold 
that line, break it up, run it through”; 
for gas, “Where's that farmer’s dog?” 
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by 
F. S. Burroughs* 


H”™’ GOOD AN OILHEATING MARKET 
—for fueloil and equipment—is 
a typical section of Boston, Massachu- 
setts, compared with a like section of, 
for example, Toledo, Ohio? Or York, 
Pennsylvania, compared to nearby 
Lancaster? What is the degree of pub- 
lic acceptance for oilheating; what is 
the attitude of the oilheat dealers, in 
a given market? 

{n short, if some indicative classifi- 
cation of a market's current attributes 
could be developed, could our industry 
not find a useful yardstick in measur- 
ing the amount of relative effort neces- 
sary—indeed, the extent of effort jus- 
tified in “selling” oilheat in that mar- 
ket? 

And to pursue this thought, beyond 
determining the overall quality of a 
market, how can our industry gauge 
that market’s position this year against 
last, next year against this? Or in rela- 
tion to the shifting status of dozens of 
other important markets? 

The answer is, we cannot! 


Gauging Markets 


Most men of experience in this in- 
dustry who are familiar with condi- 
tions in a number of markets over wide 
geographic areas have a general idea of 
the “climate” for oilheating in various 
centers. But at best, their impressions 
are influenced by personal conclu- 
sions. And it is physically impossible 
to keep these impressions current and 
up-to-date, in view of a continuous 
changing of scene in many localities. 

Most major oil companies, large 
independent wholesale suppliers, the 
oilburner and equipment manufac- 
turers, and other similar firms are 
obliged to keep a sensitive finger on 
the pulse of their own operations in 
their territorial markets. Such data, 
however, are mainly limited to a defi- 


*Associate Director, Oilheating Market 
Reports. 
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nite knowledge of that individual com- 
pany’s activities. 

Certainly, any single company has 
as yet had little hope of securing a 
composite impression, a consensus of 
all the impressions and factual barom- 
eters that exist for market measure- 
ment, from competitors and allies as 
a body. Moreover, most companies op- 
erate in only portions of a territory 
as broad as the total oilheating mar- 
ket east of the Rockies. Finally, how 
can one company’s evaluation of a 
market be compared with that of 
another? 

Oilheating Market Reports, through 
its market analyses of some 32 oilheat- 
ing markets east of the Rockies, have 
provided an assay, temporal though it 
may be, of many sales-affecting factors. 
Yet even this program will require 
constant revision, year after year, to 
be kept timely. And it requires a won- 
derful amount of digestion, and corre- 
lation between the numerous lengthy 
reports, in order to adduce a statistical- 
ly-based, comparative classification be- 
tween all these markets. 

Perhaps what this country needs is 
a good five-digit market index. One 
which avoids the delusion of sheer 
volume alone, without regard to the 
population involved; one which can 
put one market at its mathematically- 
computed place in a classification 
scale; one which can sensitively—and 
impartially—treflect its position in that 
scale year after year, from constant 
bases of measurement. 

The possibility of adducing such an 
index—and the potential usefulness of 
such a yardstick to our industry— 
makes for interesting conjecture. 

As a “trial balloon” in this field and 
ewithout apologies for its hypotheses, 
we submit such an index based upon 
information developed in the first 32 
OHMR “Market Analyses.” At most 
it may offer an acceptable portrayal of 
the standings of these particular oil- 
heating markets. As a matter of fact 
the classifications arrived at by “for- 
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How good is your oilheating Market? 


An evaluation System for Comparison, based on intrinsic, general Quality, not Size 


mula” are surprisingly close to our 
own personal impressions of the rela. 
tive “quality” of each of these trading 
areas — “dynamic,” “mediocre” or 
“limited” markets, for oil heat. At 
least, this trial may serve as a stimulus 
to other market investigators in the 
evaluation of a more perfect universal 
measurement. 

Here is our classification. While 
“100” can be translated to represent 
an “ideal” oilheating market, an index 
of over 100 is not precluded: (Thus 
we find four markets whose index ex: 
ceeds 100.) 

It is recognized that “figures can be 
made to prove almost anything.” In an 


Rank 


N— 


31 
*32 


Market Index 
Portland, (Mes «op ss 6s eo 134.62 
Long Island (Nassau, 

Suffolk Gos.) . «66s iceis 121.78 
Providence, R. I. ........ 107.68 
BOStOn, BIAGs: 6 cscs cae oh 104.96 
Westchester County, N. Y. 98.64 
Fall River, Mass. ........ 96.61 
New Jersey (state) ...... 89.13 
Hartford, Conn. :.......% 89.12 
Baltimore, DAd, ....50010 50% 86.13 
|B (er) Gao! aa re 84.38 
Rochester, N. Y. .......- 79.79 
Poughkeepsie, N. Y. ..... 78.10 
Springfield, Mass. ........ 76.54 
, Se OD aera 73.33 


North Carolina (9 counties) 72.46 
JUTE Aon Eee Om 70,82 
Philadelphia, Pa. ......... 70.01 
New York City (5 Boros) =o 


I, oth iesavees 65.10 
PRORTOUR, WR. coop sb's se een 58.70 
Fort Wayne, Ind. ........ 41.83 
Indianapolis, Ind. ........ 37.97 
Bingnamton; (N.- ¥i.., + o,- 34.98 
cf Ay , SP re 33.77 
Dyuleth, Minn... ss canes 33.35 
Milwaukee, Wis. ........ 33.10 
NN OB er ae «a0 31.21 
Washington, D. C. ...... 24.38 
Minneapolis, Minn. ...... 21.69 
Grand Rapids, Mich. ..... 20.10 
SEO a bo eee ones 17.04 
hv Oy ae), © ee re 16.21 


*It should be emphatically noted that 
while a city may rate lower than others @ 
a prime oilheating market this does not it 
dicate that it should not be promoted for 
oil heat. OHMR has recommended coop’ 
erative advertising programs in St. Lous 
and in each of the other markets listed. 
There are variations in degree or intensity 
of the campaigns based on a practical & 
penditure for the results to be anticipate? 

The Midwest markets generally rate low 
er on this scale than do the Eastern ones, 
but curiously the 12 Midwestern states as # 
whole have grown faster in oilheating © 
have the Eastern states in the recent pat 
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How good is your Market? 


aploratory “formula” of the type used 
to devise these indices, a chief consid- 
ention is in the ingredients of the for- 
mula; another is in their employment 
of treatment. 

What we have done (again, this 
frst essay is open to considerable re- 
fnement) is first to translate the total 
fyloil gallonage in a market to an 
index ratio with the population of the 
area, by dividing gallonage by popu- 
lation. Then we have selected addi- 
tional criteria of the general “quality” 
of the market. To these criteria we 
have assigned an arbitrary value, add- 
ing to (or subtracting from) the pre- 
liminary population-gallonage quo- 
tient, to obtain finally, an end index 
fgure for that market. 


Individual Measurement 


Fuller comment upon these individ- 
ual “ingredient” measurements is es- 
sential : 

“Ratio, Market Gallonage to Popula- 
von” (base index) 

In this tentative study we have con- 
sidered only the market gallonage of 
No. 2 fueloil used for heating. This is 
further restricted to that volume uti- 
lied in one-and-two-family dwellings 
and in small apartments and small com- 
metcial establishments. (From OHMR 
estimates.) Although in many markets 
No. 1 fueloil or kerosene is substan- 
tially—or even more—important, vol- 
umewise, we have disregarded this 
because No, 1 fueloil gallonage esti- 
mates are not available for all markets. 

This is, of course, a serious disad- 
vantage to the full usefulness of our 
classification. The omission causes a 
displacement from their true position 
for some markets, In Richmond, or 
Norfolk, Virginia, just for example, 
volumes of No. 1 heating oils are con- 
siderable in relation to the overall oil- 
heating Picture and lack of considera- 
tion for their part results in less than 
‘complete picture of these markets. 

€ question may arise as to whether 
a adjustment should be made, in 
each market, for variation in normal 
heating season degree day totals. We 
do not feel that this should be done, 
‘ince a heavy degree day total for the 
— is, in this qualitative analysis, 
an “asset” factor for a particular lo- 


cality when compared to a lower nor- 
mal total for another. 
“RATIO—Gas Heat to oilheat Usage” 
This is, in our opinion, an impor- 
tant index. We have, in this case, di- 
vided the more popular fuel, in terms 
of estimated current usage, by the less 
popular fuel. We have then subtracted 
the quotient from the end index, where 
gas installations exceed those of oil- 


heat, adding the quotient in converse . 


circumstances. 
“Ratio—Gas heat Costs to oilheat 
Costs—” 

Where gas for house heating costs 
less than fueloil, on a per therm basis, 
we have arbitrarily assigned a nega- 
tive value of 10 points. Where oil heat 
is cheapest, the market index is in- 
creased by 10 points. In one case 
(Indianapolis, Indiana) the two fuels 
were about equal in cost—with a re- 
sultant influence of zero. 

“DEGREE of oilheating equipment Sell- 
ing by fueloil Dealers—” 

Again, from OHMR studies, a per- 
centage of the fueloil dealers in a mar- 
ket who are engaged in the sale of 
oilheating equipment is our starting 
point. We have speculatively taken 
10% of such percentages to obtain our 
ingredient index in this case. 
“DEGREE of the Market’s total oil- 
burner service work Load handled by 
fueloil Companies—” 

The same process is employed here, 
taking 10% of the percentage derived 
from the OHMR studies. 

“DEGREE of delivery refinement” 

Three criteria are available in this 
area: “Percentage of total oil heat 
Customers receiving fueloil Deliveries 
on automatic basis,” “Percentage of 
inside storage Tanks equipped with 
audible fill Signals,” and “Percentage 
of Use of budget plan Payments for 
Fueloil.” In our classification we have 
scaled these factors at 1'% of their ac- 
tual statistical percentage. 

“PoInT System for cooperative in- 
dustry promotional Programs in Mar- 
ket—” 

Table of Values 

In this measurement we have again 
arbitrarily assigned the following table 
of values: 

ADD 5 points for active, aggres- 

sive program in operation. 
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ADD 3 points for modest pro- 
gram in operation (meas- 
ured in supporting spirit). 


ADD 2 points for program in 
planning of development 
stage. 


ADD 1 point for the possibility 
of program in future. 

DEDUCT 2 points for “no progress” 
toward program. 


In selecting and weighting these 
criteria to the quality of a market it 
is not our purpose to defend their 
choice or relative emphasis. They have 
been taken and treated solely as logical 
examples for the type of measurement 
we are discussing. Undoubtedly, if the 
project offers interest, a much more 
scientific or justifiable treatment can 
be attained. 

What seems to be of value to our 
maturing industry, on the other hand, 
is the diagnosis, to a degree, of the 
condition of any substantial oilheating 
market, in relation to the condition 
of all the other key markets, and at 
regular, periodic intervals. 

As a by-product use of such a 
measurement, if developed from a na- 
tionally-standardized formula on con- 
stant bases, an application by individ- 
ual companies in the industry could be 
made. Thus, against an _ overall 
“norm,” any company could chart its 
own indicators from its own opera- 
tions, thereby finding a comparison of 
its particular relationship to the chang- 
ing level of each local market as a 
whole. 

In order to establish, and agree upon 
such a system, it is probable that the 
entire industry could create a repre- 
sentative commission to determine the 
most suitable and indicative “ingre- 
dient” elements in an overall measure- 
ment formula. Most likely, such a com- 
mission would concern itself also with 
the periodic derivation, interpretation 
and release of the data. 

Our purpose, in this discussion, is 
principally to suggest the project as an 
idea for the industry. In our modern 
economy and way of life, oilheating is 
established as a dynamic, mature and 
accepted facility. Yet it is beset with 
many problems, competitive and other- 
wise, which pose a threat to its posi- 
tion of leadership. 
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OIIC offers free Mats 
for fueloil Advertising 


As your Weal ail jobher and dis- 
tritsuten we receive and store petra- 
teum products like the fuel i} that 
aavores your winters vomfort—in our 
lik plant. And we make ware that 
these products are delivered in any 
weather, in any emergency to fil 
the needs of this community, A« 
local businessmen, we pride our- 


mives on knowing what kink of 
products and services you and your 
wcighburs want, 

Thar is how we can lest play our 
port in the progressive oi) imbustry 
that brings better living to this 
coonmunity. Vhis in wax pledge thar 
we'll comtinur te serve yo and our 
community wil 


YOUR NAME HERE 





@ Youur wmnranits ob Winer cxmmbins 
iat chovee we yous eohephooae. Fost call 


ing, san pons, Wiebe 
job to the sompetbioen i tae 


i ue ¥ 


tty. So ceil naw-mwne'l worse you wok! 


@ You may dill be 

enyoving the warn 

spoatoes Vos it's highs tome 

you toornghn about Wiener, 

As your fae! oi! dealer, taking 
on your heating problem 
happens to be our jobs in this 
progremive, compaitive off 
i whuary. So call ue today 
let 0s bwlp prepare 

your lamer tar the 

mon vyhortiable 

Witter you've ever bad, 


Gig t) 


ee eyour guarantee 
of top-flight service 


© Have you ever noticed bow many dil: 
ferent oi] companies deliver fact off 
arc) your neighborhood? Ax a local 
wil jobber and distritmtor we san tell vou 
that the competition for your busisuns is 
mighty keen, 

That competition te a guad thing for 


Nou and for uv. It keeps ws on our tore 


and it’s your guaranten of the hes warciee 
possible, Because if we don't serve you 


well you only have ts open the phone 
hook to find smther oil vampany coger 
for yeaxe tnasiness. 

This is how competition in America’s 
progressive vempetitive oi ivlustey 
works fur you, And this is wus promive 
that wel mever mop iving to win ant 
kevp vour business by reaching yom first 
with the newest, must itaptoved products 
aud servings, 


YOUR NAME HERE 


Pe 


A NEW SERVICE introduced by the 
Oil Industry Information Cop, 


mittee, New York 20, N. Y., includes 
in a regular size, but distinctively cof 
ored, file folder a list of the available 
basic materials, complete with a brief 
description of each item and its price 

Of particular interest to fueloil 
dealers is the availability of a pew 
series of proofs or mats for local news 
paper advertising. These are shown in 
a booklet, published by onic, “Free ad 
vertising mat Service for local oj 
Businessmen, 1956.” 

Most of the fueloil advertisements 
in the booklet are reproduced on this 
and the facing page, considerably re 
duced in size. However, general 
themes are readily identifiable and it 
can be seen that some of the ads are 
timed for seasonal use. For example, 
by spacing out insertions a fueloil 
dealer can select the proper ad and ke 
in a position to conduct a consistent 
program of timely ads, tied directly 
to his company through the adequate 
space provided for the dealer’s name 
and address. 

In addition, the dealer who runs 
these ads gains the use of profession 
ally-prepared artwork and _ copy. 

The ads reproduced here include 
layouts for one, two and three column 
sizes. Also included in the mat service 
booklet are a series of general ads and 
some for oil jobbers. In both groups 
are layouts which can be used bya 
fueloil dealer. Three ads shown here 
came from the “Jobber” group: The 
“Early Bird” layout; the one with the 
caption, “We've got you on ou 
Mind” and the one entitled, “What 
we know about You.” Each while gew 
eral in its treatment can be presented 
effectively as a message from a fuelol 
dealer. 

The materials list contained in the 
folder is to be revised from time 
time as needed so that the need for al 
annual illustrated catalog will be eliav 
inated. The omc, however, plans ® 
continue publication of a special cata 
log of Oil Progress Week material 
and also offers a 32-page guide on how 
best to use available material. 

Copies of the proofbook of adver’ 
tising mats may be secured from the 
ouc, American Petroleum Institute,” | 
West 50th St., New York 20, N.Y. 
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6 The early bicd’s got wething om us— our drivers are on the road long 
belone you anid your family wake ap. That's becane delivering wil prod 
ote our oommumity is a ‘round-the-clock jab. As vour leval oil jolber 
aod distributer we receive and ture oil products in war lath plant and 
woe than they ate delivered on tine tu bring comtort and convenjenre to yon. 

We wake vure that these oil products are delivered where and when 
they are needed ~ in any weather or emergency, Thix is our part in the 
progssive vil industry that brings better living ta thix codmwnnity. Anul 
thisis oor pledge thas we will continous to serve yon and war comuaunity weil 


YOUR NAME HERE 





OMe Siee becal oh jobtvcn wed divtvitve: 


56 pio in Leeping the 
eve hea Jet cal ee big 
vhictuetanhhada Ws «4 
re tong, be port of Sune 


tea + prayronies, competition ob} itary 
8's wor jhe ta sen Vaal ner vee on thin coo 
seyenny tn Wh csr on Coe hd.” Lee on yor 
ia weak os sous wieter probleme. Te- 
mnudver, war wip Mighs wriee ie Yor 4 
plone cal wn ay! 


; Your NAME HERE 


®@ Right aw you may be engoving the warm commer sun tyat don’t for- 
got that winter will be here all toe soon. This is the beat time to make cure 
thet you'll he warm this winter. ton all you have to do ix call us and 


well rach winter comfort right ta your door. 


it's our job in America’s progressive, competitive oil induary to vee 
that your home ix prepared for winter. Call as taday—we know you'll be 


pleased with mur servic. 


YOUR NAME HERE 





© Thinking as your oh needs i+ oun twnsiness. As your local wih ohber 
wok Gxtpatior 1's war jb ws nore aud distribute the oii products vow 
and yout neighbors need tor wimer cumtort and driving convenience, 

Rerause we wre Incal buinemmen we know you~ amd we know vour 
sats, This in how we can bet ao wor part in the prngeewine, competi- 
tive 00) indaars — dedicaved vo Wrimging botver living to all American 
communities, 

Here's wor yromine that, aww wud in the days to come, we'll always de 
war bear yun wad your Tails. 


YOUR NAME HERE 


» you thought about winter, too 
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Training trailer is 
heated by a Ray fur- 
nace unit but it also 
has H. C. Little, 
Kresky, Oil-O-Matic 
and Timken burners 
to acquaint students 
with a variety of 
types. Various con- 
trols and accessories 
for the burners are 
mounted on panel 
boards, below. With 
such aids, the con- 
signees learn how to 
give first aid to ail- 
ing burners. 


An otlburner Scho 


——— SCHOOL on wheels now takes California Standard’s educy 
tional program to its consignees, wherever they may be, instexi 


of having them make a trip to central cities for the know-how they need 


in business. 

The course given is ‘First aid to oilburners, or what to do until th 
service man comes,” 

School is a 35-foot-trailer, packed from floorboard to roof with oi 
burner units, their controls and accessories with which consignees should 




















Classroom at for 
ward end of the 
trailer will seat six 
people but sometime 
a couple more wil 
stand, On counter 
running the lengti 
of the trailer, are a! 
types of equipment 
which instructor will 
operate for clas 
After a proper dem 
onstration, he wil 
generate trouble on 
some units to show 
what to do. Below, 
an Oil-O-Matic unit 
which combines low 
pressure and high 
bressure gun burner 
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The student is usually a consignee, 
until the BE man who operates a small town bulk 
plant owned by the major company. 
Atypical consignee sells around a mil- 
lion gallons of all products of which 


400,000 will be furnace or stove oil. 


with oll 
>es should 


Sessions also are held for general 
employees of big fueloil ee, 


at jor 


of the marketers, 


| seat sir School is on a two-a- : _ Housings have been cut away on equipment above to 

sometimes ME day, five day-a-week sched- a? a better show students what happens during operation. 

nore wll ue The trailer is aircondi- a a The panel at left displays various types of filters, fuel 

COTE teat hoe summer and cil- « >) pumps, fittings. By taking the mystery out of oilheating, 

ne length Sa sr ~ By California Standard hopes to make consignees more oil- 

or, are il fg “ested in winter, of course! o Wi , heating conscious and to help them become more effective 

quipmer 7 | = © business-wise. The traveling school was the idea of 

ctor wil _ Wnnyin 2 2 Douglas Smith, fueloil department impressario at the 

or clas a ZO company’s head office. Teacher is Tom O’Brien, who 

yper den: _ : - also drives the rig. In the first four months of operation, 
he wil @ 4 Le ’ he held more than 150 meetings. While the average class 

rouble on Me | 1 “ih numbers six, O’Brien sees that school keeps for a single 

to show i F A ge ; man if necessary. 

o, Below, | 

Natic uni 

bines low 

ind high 


n burners 


Class in session, 
right, hears explana- 
tion of fundamentals 
of oilburner opera- 
tion. Practical dem- 
onstration will later 
be given on unit at 
left. Consignee-stu- 
dents, formerly 
Standard _ salaried 
employees but now 
having commissions 
with guaranteed 
minimum, may drive 
their own truck in a 
one-man operation, 
or have a fleet of 
trucks in a larger one. 





Convention 











Pacific OHI has full House; 
runs out of Badges and ‘Tickets 


oie nei that this could well be 
the largest attendance year in the 
history of the annual conventions of 
the Pacific Coast Oil Heat Institute, 
the committee on arrangements had 
prepared 600 badges and sets of tickets 
which would constitute a record re- 
quirement. When the actual registra- 
tion turned out to be 769 there was a 
lot of scurrying around to make up 
some temporary pasteboards. 

Held this year in Spokane’s Hotel 
Davenport on May 3, 4 and 5, the big 
registration is attributed to three 
causes: 1) fueloil men are girding 
themselves to stave off inroads by newly 
competitive fuels in the area; 2) the 
program was made up entirely of 
working panels except for one promi- 
nent speaker at each of two luncheons; 
3) there were 60 visiting oil men from 
British Columbia, where the new com- 
petitive considerations are similar. 

The program was put together by 
three co-chairmen, each a substantial 
fueloil distributor in the Spokane mar- 
ket . . . Leon Boyle, Flavian Croteau 
and Ray Roberts. The general chair- 
men for the entire convention were, 
jointly, Howard McMillan and Robert 
Ward, both of Spokane. 

In the first session, Fred Griffin of 
Seattle and retiring president of OHI 
of Washington, mentioned that OHI 
in that state now has 254 members, of 
which 28 are associate members, pri- 
marily equipment suppliers. He called 
attention to the new study of fuel 
usage in the state’s largest market by 
the Seattle Times, representing an an- 
nual effort of five years standing. 
Below is a tabulation. 

In noting that oilheating continues 
to gain in spite of a great amount of 
publicity and promotion by the gas 


Per cent of Seattle Homes heated by various Fuels 
Elec- 
tricity 
1.7% 


Oil Gas 

1952 79.7% 4.1% 
1953 81.1 4.3 
1954 83.0 4.2 
1955 83.8 4.1 
1956 86.7 4.1 
Number 

1956 162,736 7,696 


June 
1956 


Re 
wan~T 


4,317 





























































spon: 
In 
tory | 
utilities, Griffin credits the CO-opera- Cour 
tive advertising program with not oply atl 
making people more aware of oj low by sf 
but also stimulating them to great alot 
selling activity. Natural gas is due t) wie 
arrive in the market by sometime th § 
fall. Griffin mentioned that it is; 
weakness in the industry that so many — 
of the oil companies do not yet sj wal 
oilheating equipment. He pointed ou * 
that without someone selling it there '* 
can be no growth and that it will ge 
impractical to depend on general heat job 
ing dealers for this growth after nat- os 
ural gas arrives. He urged all oil men ony 
to start now to take comple respon nstal 
sibility for the users’ comfort. = 
John Hall of Seattle reported as good 
treasurer of the group something like 
$40 thousand income apart from th & 
large amounts invested for the adver B Ut 
tising campaign. This will be outlined tons 
later. W. G. Warrington of Seattle witho 
was elected the new president of 0k they 
of Washington after having served two fc 
years as head of the advertising pr § 
gram. heatir 
The first day’s panel discussion: Ag 
opened with one on “Natural Ga’ 
with the keynote speaker and moder § *™ 
ator H. M. Spade of Hartsdale, N.Y. 
Spade is oilheating division manage, 
E. Robison Co., and also nation they 
chairman of the Distribution Div., oH! "8 ® 
of America. Tol 
He warned the oil men that the Spoka 
will get the impact of natural gas whet manu 
it arrives, as have the various Eastem Spade 
markets, and that the only worthwhile double 
defense is the strongest possible offen ural 
“A wait-and-see attitude,” he went told 0 
to say, “will put you at such a di ieee 
advantage that you can’t gain back Ps 
your position.” He told the men tha Be’ Y 
they certainly should profit from Fat rs K 
ern mistakes. Th “a 
worst aspects of g# Bs. V 
Coal, competitios basket 
Wood he found, came with — 
—* in our own industl he 
11.6 We suffered becal , Ks 
es some oil men did tees 
sell oilheating ow? RS" 
here We The 
14,453 ment and there 
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; general apathy that caused some oil 
nen to take complete oilheating re- 
gonsibility too late, too little. 

In telling the audience of the his 
tory of gas c ympetition in Westchester 
County, N. Y., Spade spoke of the 
uly years when oilburners were sold 
by specialty salesmen who made quite 
, lot of money through high prices 
ghile they lasted. “But,” he com- 
nented, “we had a great many atro- 
ous installations and sometimes even 
worse service.” The gas industry did 
ysa favor by demonstrating that their 
tyle of automatic heating, particular- 
ly in the first 12 to 15 years, really 
neant just that. They never permitted 
job to operate without engineering 
development and inspection. Obvi- 
ously, some of this concern over the 
installation was in the interest of cus- 
tomer safety, but nonetheless they had 
good jobs. 


Gas Service 


Utilities generally, in his observa- 
tions, render heating service for gas 
without charge at the start. Then when 
they get a fair load they start charg- 
ing for the calls and a little later drop 
etvice entirely and depend on local 
heating men. 

Again emphasizing the absolute 
necessity for all fueloil men to sell and 
service equipment, he expressed the 
view that their big advertising pro- 
gram won't “pay its postage” unless 
they offer and deliver complete heat- 
ing satisfaction. 

Told by a member of the panel that 
Spokane is now losing 34% of its 
manufactured gas through leaky mains, 
Spade told them that they will lose 
double that in Btu when they put nat- 
ual gas through the pipes. He also 
told of his market’s experience when 
natural gas went into mains that had 
wed the manufactured variety. The 
od systems had gaskets at the main 
Pipe joints and these were kept in con- 
dition by a small amount of oil in the 
8. With natural gas, however, the 
tuskets dry out and the leakages in- 
‘Tease. Some have been replaced many 
‘mes and there have been literally 
undreds of instances of having to tear 
b peg aay new paving) to stop 

s. 


Panel members for the gas dis- 
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cussion were Robert McCann, W. J. 
O’Connor, F. L. Croteau, Fred Grif- 
fin, W. G. Warrington, Paul Har- 
baugh, Merle Brown and Robert Gray. 

At the Inucheon meeting Howard 
Vesper, sales vice-president for Stand- 
ard Oil Co. of California, discussed 
future oil supply from the standpoint 
of shifting applications of products, as 
they may have bearing on our indus- 
try’s needs. For example, jet fuels rose 
from 2,000 barrels a day in 1945 to 
210,000 B/D in 1955 and will reach 
400,000 B/D by 1965. Present avia- 
tion gasoline types will always be with 
us, he believes, but will decline to 
200,000 B/D by 1965. 

He sees higher test gasoline for cars, 
with fuel injection systems, and within 
10 years a lot of cars using gas tur- 
bines. Turbines can use fuels as heavy 
as the low range of distillates. Diesels 
are moving toward lower specification 
fuels and he foresees the railroads 
working down into residuals for diesel 
engine economies. . . and they'll use a 
dual-fuel system for starting. 

By 1965 atomic energy in power 
plants will be practical, and rather 
than being a competitor they'll be a 
welcome addition to our power re- 
sources, he feels, But it will be quite a 
long time before this can compete with 
other fuels on costs. He sees ample 
distillate fuels available in spite of the 
inroads of jets, largely because of the 
important shifting of gasolines and 
diesels. 

The afternoon panel was on the sub- 
ject of electric heating, and was led by 
Henry Auld, president of OHI of Ore- 


gon. Situated in the city of Eugene, 
he has encountered considerable com- 
petition from this fuel. Auld consid- 
ered it significant that this is the first 
time that electricity as a competitor 
has ever been discussed on these Pa- 
cific OHI convention programs. 

Typical observations in reporting the 
electric heat discussion are: 

There were 1,800 new electric heat 
installations in Portland in 1955, 

Oil has gone up in price, electricity 
has stayed the same or dropped. 

Where electricity costs no more 
than double oil on a Btu basis, it is 
competitive. 

Electric heat is promoted and sold 
hard by electrical equipment people. 

A builder in Eugene told Auld that 
his complete wiring and electrical cost 
for a whole house including heating 
was less than his former oil furnace 
cost. An electric rate of 1¢ at 100% 
efficiency is equivalent to oil at 28¢ a 
gallon, assuming 70% efficiency. 

In spite of electric competition, 
Auld is selling more oilheating instal- 
lations this year than ever before. 

The sheet metal and furnace men 
in Eugene have started a promotional 
campaign to offset electric heat, and 
the oil men are supporting them. 

In Longview, Washington, last year 
there were 1,276 new complete elec- 
tric homeheating jobs put in, com- 
pared to 111 of all other types. 

In the Gray’s Harbor area they 
have a .75¢ electric rate for heating, 
comparable they say to a 23¢ oil price, 
but the oil men haven’t been able to 
successfully combat it. 









. . » » Pacific Meeting 


Oil is coming back in Southern Ore- 
gon. For several years electricity took 
90% of new homes at a 1.1¢ rate, 
largely because the builders saved a lot 
on equipment. The buyers had moder- 
ate bills at the start because they 
turned the heat off in some rooms, 
down in others. They get careless after 
a while and let everything ride and 
then are shocked at their high fuel 
costs. In 1955 there were more oil 
installations in that area than in the 
past 10 years. 


In Tacoma electric heat had a 3-1 
ratio of installations over oil heat a 
few years ago; now oil has reversed 
this, The oil crowd's advertising pro- 
gram on the big differences in cost has 


helped. 


The electric heat panel was Sam 
Stinebaugh, Art Flegel, Douglas 
Howe, Walt Crombie and Al Knapp. 

A panel on Heating Service was 
masterminded by Charles Burkhardt, 
national secretary of the Distribution 
Div., OHI. Representative impressions 
from this group include: 

Long Island builders came back to 
oil after pushing gas for some years. 

Service is definitely the responsibili- 
ty of the oil industry because of the 
positive need for successful operation 
of the equipment. 

The competitive struggle for oil 
business becomes crude and hard if 
your growth stops. 

By building a service structure of 
one, two or three years duration you 
have a tower of strength. In my for- 
mer connection we sold an all-inclu- 
sive “Service Security Plan” for 
$25.50 for one year, $39.50 for two 
years and $51.50 for three years. They 
could pay it most anyway .. . on the 
budget or spread over several months. 

Some companies turn over 17% of 
their oil accounts a year; some find 
only 6-7% turnover; if they’re over 
8% you've got a big hole in the dike. 

To stay within a charge of $39.50 
for two years you can’t average over 
2Y calls a year beyond the clean-up 
and you can’t spend an average of over 
$2.70 for parts. 

Service and parts costs go up with 
older burners, so space them out by 
mixing some new home developments 
with your older accounts. 

Any service plan will defeat itself 
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unless you have good service men and 
keep them busy; we paid them on a 
per-call basis and they often made 12 
calls a day, and it was a union opera- 
tion. 

Following the service presentation 
and discussion, David Knapp of Great 
Western Fuel, Spokane, told of the 
work of an educational committee of 
which he is chairman. This is a Spo- 
kane group and its objective is to bring 
to all industry elements full informa 
tion on the comparative characteris 
tics of oil heat and competitive forms. 
Discussions with consumers are being 
recorded both on platters and tapes. 
In presenting one of these to the 
convention audience, Knapp made a 
strong impression. There were many 
requests for copies. 

The final panel discussion was on 
selling, with Robert Gray as modera- 
tor. This was an active discussion 
wherein several members told details 
of their companies’ sales activities. 
This went into sales types, compensa- 


Northwest cooperative Program 
continues to STOW in Size 


O* THE DAY preceding the opening 
of Pacific Coast OHI convention, 
or May 2, the Regional Advisory 
Committee of the Pacific Northwest 
held an all-day meeting in Spokane to 
explore the development of its adver- 
tising program for the season of 1956- 
57, First the Washington group pre- 
sented its tentative outline and pro- 
posals, followed by the Oregon com- 
mittee. While the details remain to be 
worked out by subcommittees, it ap- 
pears that the total outlay for the two 
states next season will be substantially 
increased over that of the past season. 

In the 1955-56 campaign, the Wash- 
ington group spent about $144,000 for 
the advertising effort, plus another 
$60,000 for a separate public rela- 


How Washington Campaigns were supported 


Number Number 
SEASON Dealers Majors 
1951-52 49 5 
1952-53 19 2 
1953-54 82 6 
1954-55 118 8 
1955-56 141 9 


*Includes $19,405 pledged but not yet due. 


1956 
June 





tion methods, policies toward other 
fuels such as whether a combinatiog 
coal-oil man should attempt to conyer 
the coal users to oil before gas got 
after them. Also whether oilheating 
men should sell gas equipment ,_ 
and how much individual company 
advertising has been stepped up sing 
the co-operative program started, 

We can’t report this panel proper 
because your reporter was also thy 
moderator and couldn’t take notes 

The panel members were Cliff Am: 
son, Cecil True, Jr., Ray S. Rober: 
Walter Brunner, Robert G. Elmiic 
Dale Josephson, H. M. Spade, M. N 
Vining, W. G. Warrington and La 
Gehrke. 

A considerable program of ladies a 
tivities was headed by Mrs, Leon 
Boyle, with co-chairmen Mrs. J. L. Me 
Culley, Mrs. Ray Roberts and Mrs 
Kinsey Robinson, Jr. 

The next convention of the Pacific 
Coast OHI will be next spring in Port § 
land. 

























tions undertaking. The latter will be 
discontinued this summer and the new § 
program will cover advertising and 
field personnel only. 

Oregon oil men spent in the 195% 
56 season just under $100,000 and are 
planning a considerable boost in the 
fund for next season. At the time o 
the meeting, Dale Josephson, secretary 
of the Oregon oH1, showed that loal 
fueloil distributors over the state have 
already subscribed $72,073 toward the 
1956-57 effort, with another $21,24! 
expected to come from them. To this 
will be added the suppliers’ share. 

The Washington campaign is oldet 
than that of Oregon, having started in 
1951. 




















(Please turn to page 128) 
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Dealers Majors = 

$43,026 $22,357 deve 
26,735 8,200 ams 
46,828 22,350 or 
61,324 43,386 1047 
93,096 50,630 143, 
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Plant is Geared to Serve You 
with Quality Products and Fast Shipments 


SILENT FLAME MFG. CO. INC. 
BLUE POINT, LONG ISLAND, NEW YORK 
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Total 
9,383 
4,935 
9,178 
4,710 
3,76 










Oregon OHI Bulletin tells 


about fueloil budget Plans 


OHI OF OREGON recently distributed 
to its members an interesting discussion 
of budget plans. This being the season 
to think about such a plan we have di- 
gested the bulletin, “A Budget Plan 
can work for You.” 

The example in the bulletin was 
worked out on the basis of 4500 degree 
days and the customer using 1000 gal- 
lons of oil during the year. We've used 
the same number of degree days, but 
we enlarged the house or perhaps 
added more children to open doors so 
that the home would consume more 
oil. We did this so that the yearly con- 
sumption in the example would be 
1500 gallons—more nearly the national 
average. 


AN A RESULT of increased promotion 
and merchandising of credit 
terms by department stores, furniture 
dealers and automobile dealers, fuel- 
oil dealers now find themselves offer- 
ing “Budget Terms” to their custom- 
ers. 

A true Budget Pay Plan is one 
whereby a customer may purchase 
fueloil for the entire heating season, 
pay for the oil on equal monthly in- 
stallments, and end the budget year 
and heating season in the late spring 
with a full tank and a cleared account. 

If all these terms are not met, the 
account ceases to be a Budget Pay 
Plan. An installment plan is not the 
same thing. A real budget plan is ad- 
vantageous to both parties. For the 
customer it will eliminate extremely 
high fuel bills during the coldest 
months of the year. A typical customer 
on 30 day credit terms will pay for 
more than half of his total oil consump- 
tion in only three months, 

Here is a simplified method for com- 
puting the budget payments for new 
or old accounts. It must be stressed 
that automatic delivery by degree-day 
system must go hand in hand with 
budget terms! 

Use the total estimated degree-days 
for a 12 month budget period as an 
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annual base. The ideal time to start a 
budget plan is in May or June. The 
estimated total degree-days may be 
computed by taking an average of the 
total annual degree-days for the past 
five years. This figure usually will be 
more accurate than the 40 year aver- 
age, or “norm” as reported by the 
weather bureau. 

Suppose for purposes of demonstra- 
tion that an estimated 4500 degree 
days is derived for the budget year in 
question. For purposes of saving time 
in establishing budget payments, it is 
well to keep a record of the date when 
each 100 degree-days have accrued 
during the year. This will aid in deter- 
mining a consumption factor for old 
accounts and in estimating budget 







annual total purchase will then }, 
$225, assuming the tank was ful] x 
the time he started on this plan, 


If the account is new the cost of 
originally filling his tank may be addej 
to the budget total for the first yeu 
The cost of filling this tank at oy 
established rate would be $41.25 fy, 
275 gal. and this would be added t) 
$225 making the total amouy 
$266.26; thus, monthly budget pay: 
ments for the first year would by 
$22.19. 

Payments are higher, but your cu 
tomer’s tank is full and paid for at the 
end of the heating season and he his 
not been forced to pay extremely high 
fuel bills at any time. True, you ar 
carrying his money on your books for 
several months, but it is for the cuy 
tomer’s advantage and he may be re 
minded that you are merchandising 
fueloil, not money. 

You cannot know the oil consump 
tion for a new home unless heat loss 
are estimated and the customer’s heat 






















Monthly consumption table for computing budget base rate for a customer 
with 275 gal. storage who uses 1500 gallons per year. 4500 degree days 
estimated for budget year 
Gal. Cash $ Oil 12 Mo. $Credit  $Credit 
Avg. % D-D used Gal. Terms used Budget _ in Ad- in Ad- 
Degree Avg. each Deliv- Amt. each Pay- vance of vance 
Month Days Month Mo. ered due Mo. ment Delivery of use 
May 238 05.5 si Full $12.15 $18.75 $18.75 $6.0 
June 130025 37‘ Tank 5.55 18.75 35.50 9.80 
July 27 6 1.20 18.75 9 56.25 
Aug. 27 6 4 1:20 18.75 75.00 490 
Sept. 092.4 35 —s«15O 5.25 18.75 71.25 
Oct. ~ ae 100 $22.50 15.00 18.75 90.0072 
Nov. 568 (12.4 187 200 28.05 18.75 78.75. 
Dec. 752 16.7 252 200 30.00 37.80 18.75 6750 43.40 
Jan. 800 s«I7.8 268 200 30.00 40.20 18.75 56.25 | 
Feb. 630 = 14.0 211 200 30.00 31.65 18.75 «15.0098 
Mar. 553 12.3 185 200-200 60.00 27.75 18.75 375 0=~C«SK 
Apr. 382 8.5 128 150 30.00 19.20 18.75 00 0 
May 22.50 
TOTALS 4500 100.0 1500 1500 ‘$225.00 $225.00 $225.00 













payments required to finish the re- 
mainder of the budget year. 

Your customer’s oil consumption 
must be known for a definite and meas- 
urable degree-day period in order to 
apply this consumption factor to a 
budget year’s requirements. For exam- 
ple, if you know a customer has used 
300 gallons in a period of 900 degree- 
days in the estimated degree-day year 
of 4500 degree days, his annual con- 
sumption will be 1500 gallons. 

Assume this customer has a 275 gal. 
tank and automatic deliveries will be 
made at the rate of 15¢ per gal. His 


June 










ing requirements determined. 

Though simple in theory, all budget 
accounts need close watching to 
sure that payments are made on tit 
—a specific date each month is recom! 
mended. Payments should be high : 
enough to take care of actual custom 
needs. 

In addition, it becomes necessaty ® 
set a common “date of reckoning” f 
all accounts to be cleared, regatdles 
of the starting date of the plan. 
enables the starting of budget acooutl 
for the following year at a date mos 
advantageous to both parties. 
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FOR TRANSPORTATION 
FROM NEW YORK TO THE 
BOGUE PLANT AND RETURN, CALL New York Office, 
LOngacre 4-4720, extension 25, and Mr. Al Ullrich 
will make arrangements 
for your trip. 












OILHEATING MARKET REPORTS* 


Norfolk, Va. 


fe market area considered in this ini- 
tial analysis is the Norfolk-Portsmouth 
Standard Metropolitan Area of the 1950 
Census. This includes all of Norfolk and 
Princess Anne Counties, and is slightly 
larger than the marketing area served by 
the members of the local industry group. 

In 1950, just under 46,000 (45,935 to 
be exact) dwelling units had central heat- 
ing. In one- and two-family homes only, 
34,453 were centrally heated. By 1955 
there were approximately 52,000 centrally- 
heated homes, of which 43,209 were of the 
one or two-family variety. 

Projecting these fuel preferences to 1955, 
the following table indicates the apparent 
shifts in usage at this time, consistent with 
the increase in total single and two-family 
dwelling units: 


Approximate 

Central Non-Central 
1955 Heating Heating 
Coal 6,395 12,091 
Gas 5,287 12,035 
Oil 30,512 36,973 
Other 1,015 4,631 
Total 43,209 65,730 


An examination of the figures given for 
non-central heating amply illustrates the 
wide use of floor furnaces and space heat- 
ers. Failure to recognize this field would 
result in an inadequate understanding of 
the residential heating market here . . . 
particularly as to the relative volumes of 
No. 2 and No. 1 heating oils. 


Competitive Fuels and Costs 


Bituminous coal, in egg or stove sizes 
for hand-firing, costs an average of $18.65 
per ton. The heat content of these varieties 
will run as high as 15,000 Btu per Ib., 
though not all is this high. At its top heat 
content, however, the equivalent cost per 
therm (100,000 Btu) of this fuel is about 
614¢. In the stoker sizes it will run around 
534¢ per therm. 

The Virginia Electric and Power Co. 
supplies both natural gas and electricity to 
Norfolk and adjacent county areas. (In 
Portsmouth, however, natural gas is sup- 
plied by the Portsmouth Gas Co.; electricity 
only by Virginia Electric and Power Co.) 

The cost of natural gas for househeating 
under the rates of the Virginia Electric 
and Power Co. is 12¢ per 100 cf for all 
usage in excess of 2800 cf per month. In 
addition, a current “purchased gas adjust- 
ment” of .8¢ per 100 cf applies, making 
the total cost of gas in this usage bracket 
12.8¢ per 100 cf. The heat content is 1150 
Btu per cf. 

Consumption of gas for cooking and wa- 
ter heating uses 25 therms of fuel, on the 
average, per month. If gas is employed for 
these purposes most of the additional load 
for househeating would fall within the 
lowest, 12.8¢ rate. Since this fuel has 1150 
Btu per cf, the cost per therm would be 
11.1¢. 

As of September, 1955, the price of fuel- 
oil, including a voluntary Summer allow- 
ance of .5¢, was 13.0¢. Eliminating this 
voluntary allowance, for an anticipated 
Winter price this year of 13.5¢ per gallon, 
No. 2 fueloil would cost the equivalent of 
9.6¢ per therm, or at least 12.7% less than 


*Copyright 1955. Oilheating Market 
Reports, 270 Park Ave., New York, N. Y. 


96 


natural gas. Stated another way, natural 
gas, on an equivalent Btu basis, costs a 
minimum of 14.6% more than No. 2 oil. 


Fueloil Distribution 


The estimated total market gallonage of 
Nos. 1 and 2 heating oils is 69,199,656 
gallons (about 1 2/3 million barrels). 
Breaking this down, we calculate approxi- 
mately 61%, or 42,172,393 gallons repre- 
sents total (residential and small commer- 
cial) No. 2 volume—39%, or 27,027,263 
gallons, total No. 1 volume. In residential 
use only, 55% is in No. 2 fueloil, 45% in 
No. 1. 

About 83% of the total market volume 
of heating oils is brought in by the major 
oil companies, 17% by the independent 
wholesale suppliers. 

In the retail distribution of this gallon- 
age, 24% is sold on a direct basis by the 
major companies, only a very negligible 
amount by the independent wholesalers, 
and the balance of 76% by the independ- 
ent fueloil marketers. 

Less than a third of the fueloil market- 
ing companies maintain any appreciable 
bulk storage facilities of their own, The 
rest (68%) buy their fueloil “under the 
fill,” loading at the racks of other com- 
panies, and account for 53% of the total 
retail gallonage. 

Automatic delivery of fueloil is stand- 
ard procedure in this market, with 78% of 
all customers supplied on a “keep-filled” 
basis. The use of VENTALARM or other fill 
signals is not so prevalent. Only about 8% 
of all users’ tanks are thus equipped. 

Around 14% of all oilheating customers 
avail themselves of the budget method of 
equalizing monthly fueloil payments. 

Only 10% of the independent fueloil 
companies handle gasoline. Again, 14% are 
in the coal business. Only 16% of the com- 
panies marketing fueloils are selling and 
installing oilburning equipment. 


Market Concentration 


A total of 102 independent fueloil com- 
panies serving this oilheating market has 
been counted and an informed estimate 
made of the probable numbers of trucks 
operated by each company in retail fueloil 
delivery. There may be another 40 or so 
resellers in the area but they would be very 
small, haphazard or part-time operators. 

From the tabulation of this count which 
follows it is seen that practically all of the 
retail heating oil business is divided among 
the small to moderate-sized companies. 
Only one company, as a matter of fact, op- 
erates more than 9 trucks, doing only 5% 
of the total direct volume sold by independ- 
ent companies. The rest of the tank wagon 
gallonage is pretty equally shared between 
the one-or-two-truck operators and those 
firms with from three to five delivery trucks. 


Oilheating equipment Sales 


An unsatisfactory showing is made by 
the fueloil companies in the sale of oilheat- 















































































ing equipment. In 1954, firms who aly 
sold fueloil accounted for only a quart 
of the total of oilburners installed. 


The plumbing and heating companie 
were the most active, selling 57% of 4) 
oilburners, and the specialized burner gen, 
ice companies 18%. Of some encourage 
ment, though, is the opinion of more thay 
half of the oilmen interviewed that gj, 
burner selling activity by the fueloil com 
panies is increasing. 


Oilburner Service 


Fueloil marketers handle only 29% of thy 
total service work load. Here again, thy 
straight heating companies and the speci. 
ized burner service firms are the big oper, 
tors, doing about 35% and 36% respec 
tively of all service work performed, 


There is some indication of greater con, 
cern by the fueloil companies over thei 
basic responsibility of rendering full equip 
ment service; three out of four of the gj 
men interviewed felt their activity in this 
department was increasing. 


Service contracts, with or without parts 
replacement, are not commonly offered jp 
this market. While very few, if any, cil 
burners are maintained under this type of 
service policy, about two out of five burners 
in operation receive an annual clean-up and 
overhaul job. 


The average price charged for this serv 
ice runs in the neighborhood of $12, For 
straight service calls the charge by fueloi 
companies is, interestingly, higher than that 
by other companies not handling fueloil 
Both, however, are unusually high; by fue 
oil companies, the average minimum serv 
ice charge is $6.60—by others, $6.35, 


Advertising Promotion 


Advertising promotion of fueloil and oil 
heating by individual major oil companies 
has been light, say most of the oilmen. 
About a quarter of the emphasis in ad 
which have been run in customary medi 
has promoted oilheating in general; 75% 
of the weight has been put upon the mer 
chandising of a particular brand of heating 
oil. 


Among the independent marketers als 
individual advertising has been quite lim 
ited. Only about 16% of these companie 
have engaged in such promotion, and thi 
is no doubt accounted for by the small si 
of the average fueloil dealer. 

Those that do promote oilheating ov 
their own company name spend an aver 
age of 66¢ per existing fueloil account 
the usual advertising media. 

In 1950, a fairly sizable cooperative 
promotional program with a_ budget 
about $13,000 was conducted, in whic 
newspaper and radio advertising were 
ployed. Pledges from the resellers at abou! 
5¢ per 100 gallons were received. No 0 
tributions from supplying companies wet 
secured and promotion was suspended from 
1952 to 1954. Mahool, Inc., the sa 
advertising agency servicing the Baltimore 
group, helped develop this 1950 progr® 

Now, stimulated by losses to compet 
tive fuels, a new local cooperative pro™ 
tional program is in the planning s# 





Trucks per Number of Total Percent of Percent fs 
Company Companies Trucks All Companies All Truc 
more than 5 1 10 1 3 
, aoe 29 103 28 ,: 
ee 72 ae 71 by. 
Total 102 212 100 100 
June 


1956 











who aly 
a Quarter 
d, 


OM panies 
% of al 
ner sery. 


NcOurage. e 

nore than 

“Iare Chrysler-engineere 
“GER eRe 


‘loil com, 


















































«if 0 Save your business real money! 


gain, the 
1 specia): 
1g opers 
0 respec 
ied, 

pater con 
ver their 
ull equip 
f the all g ee 
ty in this Mm, j oe LEE : 


Out parts 
offered in 
any, oil 
is type of 
e burners 
in-up and 


this serv 
$12. For 
by fueloi! 
than that 
g fueloil 
; by fuel. 
LUM. serv 
6.35, 







il and oil 

sompanies 

na H e SMOOTH, DOMED SHAPE, 
vier Dodge gives you top engine economy = SEE 





ral; 75% 
the mer 
yf heating 





with exclusive Power-Dome V-8’s! 


} LARGE, HIGH-LIFT 
COVALVES FOR BREATHING 
EFFICIENCY 






Out on the job is where a truck earns its keep— 
and that’s where famous Chrysler engineering 


oters als 


suite lim ays off for Dodge truck owners! Here’s how 
ompate iodge can help you save... 
and this 


Low maintenance. You get thousands of added 
















— miles of like-new engine performance because 

ting ove combustion chambers have no “pockets” to ong ng 

an aver accumulate carbon. EVEN BURNING OF FUEL 

ecount i Greater gas economy. Short-stroke Power- 

Sie Dome V-8 engines deliver full power on regular 

udget 0 gas, give you more miles per gallon. 

in whit Shortest turning radius. Gear-before-axle steer- 

et ing makes turning easier, saves time. 

Noo Biggest, most comfortable cabs. Driving is 

nies wert safer, less tiring. D V-8 
_. Add it all up, and add in the fact that Dodge Only Dodge offers Power-Dome. V- 
Baltinot trucks are priced right down with the lowest. design. This dome-shaped combustion 
progras You get more truck for your money—and any chamber burns fuel more efficiently; 
compet! Dodge dealer can prove it to you! saves gas, maintenance. 

ye prom 





ing stag? 





GET YOUR DODGE DEALER’S DEAL BEFORE YOU DECIDE 





im 

5 

‘PODGE TRUCKS .e:::01: 
100 U FORWARD LOOK - 





97 










































OILHEATING MARKET REPORTS* 


Fall River, Mass. 


Rive oilheating market considered in this 
study is one of about 41 square miles 
in area around Fall River, Mass., taking in 
some parts, also, of Rhode Island. This ter- 
ritory corresponds closely with the Fall 
River Standard Metropolitan area of the 
Federal Census. Housing and home heat- 
ing characteristics for the area are identi- 
fied with census bases for 1950, 

In 1950 the number of centrally-heated 
dwellings was only about half of those 
without central heating, or 13,345, against 
25,205 dwelling units reporting non-cen- 
tral heating. When we reduce the total 
number of centrally-heated installations, 
therefore, to the number represented in 
just the single and double residences, the 
figure becomes quite small. 





1950 1955 

Coal 1,653 1,445 
Gas 790 3,200 
Oil 3,350 16,040 
Other 335 375 
Total 6,128 21,060 


In addition to the 16,040 centrally- 
heated single and two-family residences 
heated with oil, we estimate there are an- 
other 2,611 domestic-type burners using 
No. 2 fueloil in small apartments and small 
commercial establishments, a total, of 18,- 
651 oilburners utilizing No. 2 fueloil in 
central heating applications. 


Competitive Fuels and Costs 


Anthracite toal, of 13,500 Btu content 
per pound, sells, in the sizes for hand-firing, 
for an average cost of $26.00 per ton in 
this market. This figures out at a price of 
just over 9.6¢ per therm (100,000 Btu). 
In the stoker sizes the cost gets down to as 
low as 7¢ per therm. 

Natural gas service, of 1,000 Btu per 
c.f. heat content, is provided in this area 
by the Fall River Gas Co. For all usage 
over 2,000 c.f. per month, the rate is at 
a flat 12¢ per hundred c.f. Assuming that 
the average home utilizes gas for cooking 
and water heating, tor an average monthly 
consumption of 25 therms, the lowest, 12¢ 
per Ccf rate would become applicable to 
usage for space heating. At this rate, gas 
for househeating costs 12¢ per therm. 

winter price of 15.6¢ per gallon 
for No. 2 fueloil in this area is equivalent 
to a cost of 11.1¢ per therm. It should be 
noted, however, that inherent in this price 
is one-half of a cent, which represents a 
charge for oilburner service. 


Fueloil Distribution 


The estimated total market gallonage for 
No. 2 fueloil in this Fall River area is 33,- 
198,500 gallons—790,000 barrels. 

About 70% of the wholesale quantity 
of No. 2 fueloil is brought into the market 
by major oil companies, 30% by independ- 
ent wholesale suppliers. 

The greatest portion of the directo-to- 
consumer gallonage is sold by the inde- 
pendent fueloil marketers, who handle 
69% of the volume; the remaining 30-31% 
of tank wagon sales are handled by inde- 
pendent wholesale suppliers. 

The independent fueloil resellers rely 
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heavily, here, upon the bulk storage facili- 
ties of other companies. Among these mar- 
keters, 76% of the companies buy their 
product “under the fill”; 70% of the total 
retail gallonage handled by them is loaded 
at the racks of other companies. 

In point of refinement in delivery prac- 
tices the market is well-developed; 80% of 
all customers’ heating oil deliveries are 
made under automatic or “keep filled’’ sys- 
tems. VENTALARM or other fill signals are 
installed in 62% of all customers’ inside 
storage tanks, and one out of five customers 
(20%) take advantage of a budget plan 
payment method in settling their monthly 
fueloil bills. 

Fewer than one in every seven fueloil 
companies (15% of all firms) also sell 
gasoline. An even smaller percentage (7%) 
are also in the coal business. Better than 
three-quarters of all the fueloil marketers 
(76%) are, however, in the oilheating 
equipment and installation business, and 
this constitutes a basic point of strength 
for the industry in this market. 


Market Concentration 


More than three-fifths (62%) of the 
29 independent fueloil distributors known 
to be operating in this market are one-or- 
two truck operators, The firms in this size 
classification do about a quarter (24%) of 
the total retail No. 2 fueloil volume. Most 
of the business then is concentrated among 
the fair to large-sized companies. Although 
but eleven companies in the following table 
are in this category, they are responsible 
for 76% of the retail gallonage delivered. 


Oilheating equipment Sales 


The fueloil distributors in this area are 
active in the sale of oilheating equipment, 
selling 68% of all the burners installed. 
One out of five jobs are sold by the plumb- 
ing and heating companies, and the remain- 
ing 12% of installations are handled by 
specialized burner service firms. Most of the 
oilmen interviewed feel that the fueloil 
companies’ interest and activity in the sale 
of oilheating equipment are increasing. 


Oilburner Service 


A high measure of responsibility for 
equipment service to their oilheating cus- 
tomers is rendered by the fueloil companies 
of this market. They handle 81% of the 
total service work load. As in the Buffalo, 
N. Y., market, however, there is a special 
reason for this strong part played by the 
firms who market heating oils, in that the 
cost of service is universally included in 
the overall price of fueloil. There is, though, 
a slight variation here from the arrange- 
ment in the Buffalo area, as the additional 
amount tacked on the Fall River fueloil 
price is specifically designated by the indus- 
try at one-half cent per gallon. 

All of the fueloil companies queried as 
to the appeal of this system expressed full 
satisfaction with the inclusion of service 





charges in the fueloil price. Practically 4 
of the heating customers also approve thy 
arrangement. Further, it is the opinion of 
most fueloil marketers that the fueloil cop 
panies are extending still more their oop, 
trol of the market's equipment seryiciy 
demand. The plumbing and heating deale., 
do only about 9% of all service work on 
oilburners; the specialized burner Service 
companies, another 10%. 

Annual clean-ups are handled in thj 
market apart from their inclusion with tp 
fueloil contract, when necessary, at a pric 
which runs around $5.75-$6.00, Whe 
service calls are made to customers for ox 
reason or another outside the “seryicy 
included” policy, these are billed, on ; 
minimum, by the fueloil companies at aboy 
$3.75. The non-fueloil companies char 
considerably more for this kind of work 
an average of $4.45—which is one big rey 
son for their minor role in the marker 
service picture. 


Advertising Promotion 


The extent of promotion of oilheating 
by individual major oil suppliers around 
Fall River is in line with experience is 
other markets—very little activity has been 
noted in this direction by the local oilmen, 

In what advertising has been run by the 
large companies, most of the message— 
about 2/3—has been upon the merits of : 
particular brand of fueloil; only a third of 
the “sell” has been toward convincing the 
public of the basic advantages of oilheating 


The independent marketers, on the other 
hand, are quite active in individual adver 
tising in behalf of oilheating. About 2/3 
of these companies do some promotion 
through regular advertising media char 
nels, and it is estimated that the typical 
reseller spends about $2.35 per existing 
fueloil account in such efforts. 

In the field of cooperative promotion, 
although no industry advertising progras 
was in effect prior to 1954, an active cam 
paign has now been developed. Th 
Greater Fall River Oil Heating Committe 
has been organized and is most represent 
tive of the local oilheating industry at the 
independent marketer level. 

In the period from March to November 
1955, a fund of $4,000 was raised, A vey 
high degree of participation—85%—ws 
secured among the independent fueloil com 
panies, who handled the largest share 
the local independents’ aggregate reli! 
market gallonage. 

On so modest an initial budget, 
Committee has achieved a surprisingly 
stantial effect through the use of newspapt! 
advertising, and in good-sized space ins 
tion, at that. The Woodward Advertisit 
Agency, Charles Woodward serving # 
contact executive, handles the groups p!? 
motion. With considerable ingenuity 
agency has managed to stretch the gro\?! 
budget through the use of “mat-servic, 
artwork and effective, “newspapers 
layouts and typography. 

An expanded budget for 1956 has s% 
of at least $8,000, counting only _ 
support. And in addition, media cover 
will be extended to include the use of rad 
and outdoor billboards. 
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Efficiency packed into a compact 
design, makes the new Richmond 
Pilgrim a comer among oil-fired 
boilers. Really versatile, this unit can be 
used for steam or hot water systems. 

The wet base design extracts maximum heat 
from the combustion chamber, permits 
installation on combustible floors. It is available 
with handsome extended or flush jacket 
“Duradized” to resist rust and corrosion, and 
with or without tankless heater for domestic 

hot water. 


For Hot Water: 

5 sizes — 445 

to 1080 sq. ft. 
installed radiation 
67 to 162 MBH/HR. 


F For Steam: 
Ideally suited for small space installations in 5 tes — 240 
basements, utility rooms or closets, the Richmond tet 


Pilgrim has an important place in your future ee . 58 to 144 MBH/HR. 


installations. Write for complete information. : 
PLUMBING FIXTURES DIVISION 


HEATING - COOLING 
Rheem Manufacturing Company 
16 Pearl Street, Metuchen, N. J. 


look to RICHMOND for a com- 
@ line— automatic heating 
~tentral summer cooling units. 












OILHEATING MARKET REPORTS* 
Richmond, Va. 


HE oilheating market considered in this 

initial analysis embraces all of Henrico 
and Chesterfield Counties, Va. Richmond, 
the capital of the state, located in Henrico 
County, is the only large city included. The 
market, as defined, is the same as the “Rich- 
mond Standard Metropolitan Area” of the 
1950 Federal Census. The land area itself 
constitutes 1.8% of that of the state. 

The 1950 population of this marketing 
area was 328,050; by 1955 this had in- 
creased to an estimated total population of 
366,000, or an 11.5% increment. The pres- 
ent population is 10% of that of the state. 

Taking into account the dwelling units 
in the less important, but substantially set- 
tled “rural, farm’ and “rural, non-farm” 
areas, the 1950 census shows a total of 
106,565 dwelling units of all kinds in the 
entire area. Of these, 90,340, or nearly 
85%, were one or two-family residences. 
As of the first of this year, it is estimated 
there were 127,627 total dwelling units 
and of these, 108,189 were of the single 
or two-family variety. 

The tabulation following gives our esti- 
mated breakdown of usage by fuels as of 
1950 and 1955 in centrally-heated resi- 
dences of one- or two-family size only: 


1950 1955 
16,960 10,006 
3,808 10,713 
20,855 29,129 
Other 1,572 1,883 


Total 43,195 51,731 


In addition to the estimated 29,129 resi- 
dential accounts using No. 2 fueloil in 
1955 in centrally-installed equipment, an- 
other 2,880 domestic-type burners were in 
operation, at the beginning of the year, in 
the small commercial-small apartment classi- 
fication. Thus, a total of 32,009 distillate 
oilburners were in use in central heating 
application at this time. This represents just 
under 20% of the total in the state. 


Fuel Costs 


Bituminous coal of the hand-fired variety, 
with a heat content of 15,000 Btu per Ib., 
costs $18.10 per ton. This is the equivalent 
of a little over 6¢ per therm (100,000 Btu). 
The stoker variety, of slightly lower Btu 
content, costing $17.40 per ton, figures out 
at 6¢ even, per therm. 

The City of Richmond serves natural 
gas to the area. Their supply is received 
from the Commonwealth Natural Gas 
Corp. The cost of gas, of 1130 Btu content 
om cu. ft., at the rate bracket in which the 

ulk of the househeating usage would fall, 
is $1.20 per Mcf. 

Assuming that 25 therms of gas per 
month at the highest, initial gas rates are 
ordinarily used for cooking and water heat- 
ing, a home that requires 1200 gallons of 
No. 2 fueloil, at a cost of $166.80, would 
cost $183.40 to heat with gas (rating each 
fuel at equal efficiencies). This is the equiva- 
lent of 11¢ per therm. In this typical case, 
gas is therefore about 10% more expensive 
than oilheat. 

In such homes as do not utilize gas for 
cooking or water heating, thereby consum- 
ing the initial amounts at the highest rates, 
the cost of gas over fueloil would be still 
higher, or more favorable to oilheat. 
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No. 2 fueloil in this market, at a Winter 
price of 13.9¢ per gallon; costs the equiva- 
lent of 9.9¢ per therm, which prices fuel- 
oil at an advantage compared to gas for 
househeating. 


Fueloil Distribution 


The indicated total consumption of No. 
2 fueloil in the two-county area is 42,- 
442,800 gallons—just over a million barrels. 
Besides this volume of No. 2 fueloil, 24,347 
residential non-central heating accounts, 
burning an average of 725 gallons of No. 1 
fueloil annually, indicate an additional 17,- 
651,575-gallon volume of No. 1 fueloil. 

The greater part of this supply, as is to 
be expected, is brought into the market by 
the major companies—84%; the balance, 
of 16%, is handled by the independent 
wholesale suppliers. 

At the retail, or tank wagon level, nearly 
two-thirds of the business is done by the 
independent fueloil marketers who handle 
64% of the direct-to-consumer gallonage. 
Some 27% is done on a direct basis by 
the major companies; only about 9% is 
handled by independent wholesale sup- 
pliers. 

Most of the independent marketers 
(74%) maintain their own bulk: storage 
facilities. Only about one in every four 
companies depends upon the storage of 
others, and but a relatively minor (12%) 
share of the total retail market volume is 
bought “under the fill’—loading product 
at another company’s rack. 

Delivery practices in the market appear 
to be fairly well developed—automatic de- 
liveries are made to 72% of all customers. 
VENTALARM fill signals are not, on the 
other hand, in very extensive use; only an 
estimated 47% of all customers’ storage 
tanks are equipped with these or similar 
devices. The use of budget plans, by about 
19% of all oilheating customers, is solidly- 
established; this level of acceptance is about 
as high as is generally found in the typical 
eastern market. 

About 27% of all Richmond-area inde- 
pendent fueloil companies also sell gaso- 
line. A good many, around a quarter, of 
the companies also handle coal in addition 
to fueloil. 


Market Concentration 


From a breakdown of the figures in the 
table, we see that less than a quarter of the 
companies operate more than half of all 
the trucks in fueloil delivery. While nearly 
half of all fueloil marketers are in the one- 
or two-truck size classification, they operate 
less than a quarter of the total number of 
fueloil delivery trucks. 


Oilheating equipment Sales 


The fueloil marketers, regrettably, are 
not the dominant factor in this area in the 
sale of oilheating equipment. The plumbing 
and heating companies, who sold no fueloil 
(nor have any particular loyalty to oilheat- 
ing) installed half of all oilburners here 


Trucks per Number of 
Company Companies 
10 or more 2 
6 to 9 4 
3 to 5 8 
Tor: 2 13 


Totals 27 


in 1954. The specialized burner 
companies, also not directly concerned wig 
the sale of fueloil, accounted for 
7% of all oilburners sold. Thus the 
marketers who should ideally control ths 
phase of the business by a wide margin 
are doing only 43% of oilburner sales 


Oilburner service Activity 


A stronger showing in the field of oj 
burner service is made by the fueloil com 
panies, according to the oilmen of this my. 
keting area, who believe that about 0% 
of all service work is handled by these mz. 
keters. The plumbing and heating firm 
handle only about 21% of the service wor 
load, and the burner service companig 
9%. On top of this, the role of the fuel 
companies in assuming responsibility { 
the servicing of equipment is increasing in 
importance, say these oilmen. 

Service contracts, of either the type in 
cluding parts replacement or offering only 
annual tune-up plus emergency service calls 
are not customarily offered in this market 
About 45% of all customers’ oilburning 
equipment is looked over at least oncea 
year, however, and kept in good operating 
condition. 

The usual charge for an annual, noncow 
tract clean-up job runs around $11. Service 
calls are billed lower by fueloil companies, 
generally, at an average of $4.40, than by 
non-fueloil companies, whose typical mini 
mum charge is about a dollar higher. 


Advertising Promotion 


The major oil companies individually are 
not too active in the promotion through 
advertising of fueloil and oilheating. Opin 
ion as to the extent of their activity ranged 
about equally between “moderate” and 
“very little.” 

In such advertising in regular media # 
has been run by individual major oil com 
panies, about 69% of the total message # 
devoted to the promotion of particular 
brands of heating oil—31% to furtherance 
of the idea of oilheating itself as a facility 

A fair proportion (44%) of the inde 
pendent faeloil markers advertise f 
and oilheating on their own, in newspapets, 
radio or through direct mail. These com 

anies spend, in such efforts, on an — 
ae than a dollar per existing account, 
terms of gross revenue this comes to m 
less than 1% of sales income. * 

In the realm of cooperative advertising 
the local industry group, the Richmond 
Oil-Heat Association, collected a fund 
about $3,000 for newspaper promotion 
oilheating in 1952. The program was 9 
pended during 1953, and no advertising 
run, but was resumed in 1954. 

For the 1954-55 heating season, @ sub 
stantially increased budget of $12,000 w# 
raised. Contributions were received from 
80% of the independent fueloil market 
in the Richmond area, representing 
the total independent retail gallonage. | 
addition, three of the supplying compa 
contributed to this cooperative pe 
furnishing about 12% of the total fi 
collected. Contributions from the i 
pendent marketers were geared to in 
ual gallonage estimates; suppliers 2™ 
were based upon voluntary pledges. 


Total Percent of Percent of 
Trucks All Companies All Trucks 


27 7 
28 15 
27 30 
21 : 48 
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J. W. Schulz 


oS. MobEL 53 metering-pump 

oilburners are used on the installa- 
tions covered by the photographs that 
illustrate this article. These burners 
are of new design. S. T. Johnson Com- 
pany, their manufacturer, describes 
them as new and revolutionary. 

Harry L. Schemm, the dealer re- 
sponsible for these installations, finds 
that the latest oilburners are needed to 
produce modern, 1956 performance— 
but that in addition many other brand- 
new ideas, controls, and pieces of 
equipment are needed. Harry Schemm 
heads up the Johnson-Philadelphia 
Company, which sells Johnson com- 
mercial-industrial oilburner equip- 
ment in the Philadelphia area. 

You realize the newness of the job 
as soon as you try to find the boiler 
room of the Lit Brothers Department 
Store, Camden, N. J., for after enter- 


Operating 
Control On 


Program Time 
in Seeonds > 0. - 


Timer Dial Signal >(Q) 
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Johnson-Philadelphia Jobs 
reflect latest C-I ideas 


Harry L. Schemm uses Electronics, induced Draft, and everything else new on his big Job; 


ing the building you go up, not down, 
to reach the boilers and oilburners. 
You go up to the penthouse on the 
fourth floor level. Arriving there, you 
find no old-fashioned stack or chimney 
serving the three H. B. Smith boilers. 
In back of each boiler so neatly in- 
stalled that it seems to be part of the 
boiler, is a modern belt-drive draft in- 
ducer made by the L. J. Wing Manu- 
facturing Company. 


You get a surprise out of learning 
that these boilers, which of course heat 
the building in winter, are not sized to 
match the design-basis Btu heat losses 
of the building. On this job, that no- 
tion also proves old-fashioned. The 


new basis for sizing the steam boilers, 


used in this building, lies in making 
them large enough for the summer air- 
conditioning load. The absorption 
type Carrier air-conditioning system, 
which cools and dehumidifies the air 
in this department store in summer, 


Pilot 


Proving 


Oi] Valve Open 
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takes many more pounds of steam per 
hour than are needed to heat the builj. ‘ 
ing on coldest days. In case this is ney 
to you, this building is cooled and 
humidified in summer not by ce 
tricity, but by steam provided by it A 
oilfired boilers. 








To provide fueloil for the Johnson § N 
burners located in the penthouse, two 
Kraissl #60-7 belt-drive heavyai Fi 
pump-sets are located at the basement FP SY: 
level of the building; rated capacity of 
each is 300 gph. These pump-sets are F pli 
40 ft. from the 12,000-gallon fueloil 
storage tank, oil level of which is re 
ported by a Master Levelometer gage. Far 
Suction and return lines are 21/4" sine, § th 








The farthest burner from the pump 
sets is 150 ft. from them and 7) ft Po 
the 


above them. 

Harry Schemm points out with jus 
tified pride that he made certain of 
proper heating of the oil lines on this 
highly unusual installation; he used 
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Time Program of Fireye FP-2 System 
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has See i Control Progr ess” in Action ao ee mae va 
wi} atO.H.l. Show—Booths 211 & 213 wer sae 


by elec. 
d by as | Avvisit to the Electronics Corporation simulated fireboxes and stack or 
( of America’s exhibit, Booths 211 and breeching used with the exhibit are 
213 at the Oil Heat Exposition in the cutaway views, which will enable you 
Johnson New York City Coliseum, June 11-15, to see Fireye’s instantaneous reaction 
.. «, & canreap big dividends for you. to all possible situations. 
— “Live” demonstrations of four These systems are the most advanced 


eavyoil fF Fireye systems will be featured. Each in the field. So if you want to see “Con- 
asement | system, like all other Fireye systems, — tro} Progress” in action, Fireye Booths 


ty of | 8 marked by ease of installation, 4 941 and 213 will be your first stop at 
dacity 0 centralized source of supply, and sim- the Exposition. In the Exposition 


“Sets are plified job estimating . . . assuring Directory, you will find them listed 





vot J emule profs” So tie ecreal Ono Piedroncs Corporation of 
ch iste  factory-wired and checked out. These erica. 
er gage. | are the universally-recognized factors A full complement of Fireye engi- 
VA 5 that make any installation more profit- neers will be in attendance throughout 

2 Si Fable for you. the proceedings. They will thoroughly 
> pump’ In the systems exhibited, all com- explain the systems and answer all 


d 75 ft. — ponents will be functioning exactly as your questions, and will welcome your 
they do at any Fireye installation. The specific application problems. 





vith jus 
rtain of 
; on this 


he used 


The four fully-operative Fireye systems at the Exposition 
are illustrated here... 










The Park Sheraton Hotel, New York 
City headquarters for the 21st Na- 
tional Oil Heat and Air Conditioning 
Exposition, is modern in every respect 
— right down to the installation of 
Fireye FP-2 programming controls in 
its boiler room. 

Six FP-2 Systems are operating 
there, one for each of the Petro W-7 
burners. Four years ago, these six 
systems were installed as part of a 
modernization program that included 
conversion to automatic oil heating. 
Controlling all stages of light-off and 
firing, they assure completely auto- 
matic, safe oil-burner operation. 

FP-2 systems are designed primarily 
for use with large industrial oil and 
gas burners, but they are ideal for 
commercial installations of this type. 
Their selection by the Park Sheraton 
is another tribute to the most modern 
fuel-burning safeguards by modern- 
minded management. 





COMBUSTION CONTROL DiviSION 


ELECTRONICS CORPORATION OF AMERICA 
Dept. C20-6, 718 Beacon Street, Boston, Mass. 


In Canada, write Electronics Corporation of America 
(Canada) Ltd., Box 111, 98 Advance Road, Toronto 18 
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the Thermal Electric System manu- 
factured by Fluid Systems, Inc., inci- 
dentally the first system of this type 
which he installed. Capacity of this is 
180 gph, matched to an oil-line tem- 
perature of 120°F. Total electrical 
load involved in heating the oil lines 
is 33 KVA. The No. 6 fueloil is heat- 
ed additionally, of course, to prepare 
it for atomization—it flows to the 
burners’ atomizing cups at 150°F. 

Minneapolis - Honeywell program 
motors on the burners provide them 
with low-fire start-up and modulated- 
firing features. 

Cleveland Fuel Equipment control 
set-ups give the draft inducers time- 
delay features and low-draft protec- 
tion. 

You get to the $64 question, of 
course, when you ask Harry Schemm 
which make and type primary-control 
system he used for this ultra-modern 
installation. His answer, including a 
description of the primary-control sys- 
tem, and his reasons for installing it, 
can make an entire article in itself. 

For this job and all his other big 
jobs, Harry Schemm installs the Fireye 
FP-2 system, manufactured by the 
Combustion Control Division, Elec- 
tronics Corporation of America. 

The Fireye FP-2 system works on 
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the basis of using one “Firetron” cell 
to supervise or monitor both the gas 
pilot of the gas-electric ignition system 
used on these burners, and the main 
flame given by the oilburner. 


Each oilburner is equipped with one 


“Firetron” cell to serve two separate 
and distinct purposes. The first pur- 
pose lies in checking on the gas pilot 
as quickly as it is turned on when the 
burner is being started, and before the 
solenoid valve in the burner’s cup-line 
opens and. permits atomized oil to en- 
ter the firebox. The burner attempts to 
get started and its gas-electric ignition 





Fireye FP-2 demonstration panel, Hand 

at lower right is holding “Firetron” 

scanner near a blinking light, built into 
this panel to simulate flame. 


system goes to work. The “Firetron” 
cell is “looking” for a strong, healthy 
gas pilot flame to appear—at the 
proper location where it will ignite in 
stantly any fueloil that comes from the 
burner’s atomizing cup. This is tre’ 
mendously important: Only after the 
“Firetron” cell “sees” that the gas 
pilot is burning properly, can fueloil 
flow to the burner’s atomizing cup. 
The first design function of the 
“Firetron” cell is so important that it 
cannot be overemphasized. It lies in 
making certain that no fueloil will flow 
to the burner’s atomizing cup (hence 
no atomized oil will enter the firebox) 
until after the “Firetron” cell ha 
made certain of a strong, healthy gas 
pilot—at the proper location, and 
ready to light off the fueloil in @ 
smooth and dependable manner. 
The second design function of the 
“Firetron” cell is to supervise the main 
flame of the oilburner after the ga 
electric ignition system has been turned 
off. With the ignition system of and 
the burner firing normally, the “Fire 


“Firetron"™ cell of this Johnson bumet 
is removed easily for inspection. 
is kept cool on this job by (4) ws ® 


Fireye heat-insulating bushing, is 
which.cell mounts, and (b) a - 


drilled in the pipe fastened to the 
er front-plate. 
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‘omthe @ EXtension Furnace and Boiler Amplifier | 
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after the This modern method of oil firing new or existing boilers can be your answer fo | 
the - the competitive market of oil burner sales | 
n fueloi | 
cup. § Add 6 more powerful sales aids to your sales program—specify a Crotty Waterwall on every com- | 
of the mercial and industrial oil burner conversion. Visit Booth 344 at the 21st National Oil Heat and Air 
t that it Conditioning Exposition, June 11-15, to get the complete story. 
t lies in 
will flow Crotty field men will be on hand at our Booth— __ sales in boththe commercial and industrial fields. 
> (hence at the Park Sheraton Hotel—and at the Crott 
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ge features which can add a terrific punch to your WALL can do under actual field conditions. 
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the gw | Find out for yourself why any oil burner installation will deliver MORE HEAT AT LESS 


— COST and require LESS MAINTENANCE when equipped with a CROTTY WATERWALL! 
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tron” cell monitors or supervises the 
oilburner’s main flame. If the main 
flame goes out (that’s flame failure), 
within seconds the flow of oil to the 
burner’s atomizing cup is cut off by 
closing of the cup-line solenoid valve. 
Experts at oilburner safety need no 
lengthy explanation of the importance 
of cutting off the flow of oil to the 
atomizing cup instantly in case of 









The better to serve you- 


BS | 


our 
own 
trucks 


Why should the fact that we own and operate our own trucks make any 
difference to you? That's simple! 

GREFCO warehouse trucks are driven by men experienced in the han- 
dling of weighty, breakable refractories, and well aware of the problems 
involved in carrying heavy loads. The trucks, themselves, are especially 
built for hauling and delivery of firebrick. These factors help insure a 
perfect delivery every time. There are no wasted, costly hours waiting 
for the truck to return with replacement materials, 

And, since we run our own trucks, delivery promises can be kept. Our 
warehouses don’t rely on outside carriers. Your refractory needs are not 
dependent upon a third party's already busy schedule. 


GENERAL REFRACTORIES CO. 


In New York City In Elizabeth, N. J. In Philadelphi 
34-40 Laurel Hill Bivd. 1180 East Broad St. 2950 East Tiese St. 
(Maspeth) RA-9-5353-4-5 EL-2-5324 GA-6-6432 


Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


—e- BR-ee Ke) °F EP” ie A 2-8 





Similar services available from many GREFCO dealers located 
in the U. S. and Canada. 





GREER PERE GOOR OMNES RA REE KO RR <7 SE SRReRNR — ARRENT  ooRLI 
Fill out this coupon for your free ready-reference wall chart 
(14’'x22’’) containing all the tables, charts, drawings and data you 
need to estimate and order refractories. No obligation, of course. 
GENERAL REFRACTORIES COMPANY (Sales Promotion Div.) 
1520 LOCUST ST., PHILA. 2, PA. 
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Five accessories used with Fireye se 

ups. At left is the heat-insulating bush 

ing used to keep the “Firetron” cel 

cool; next to it is the tiny “Firetron”. 

next are three-prong (test) and four 

prong (regular) plugs; at right is the 
“Test Attenuator.” 


flame failure. The burner’s ignition 
system is turned off during normal fir 
ing—bear that in mind. If the oilburner 
flame goes out because of a suction line 
leak or any other reason, great danger 
would be the result of continued burn: 
er Operation (with the solenoid valve 
in the burner’s cup-line held open). 
Atomized fueloil might start to flow 
again from the atomizing cup, after a 
delay of an appreciable time. Follow. 
ing that could come an accumulation 
of atomized oil in the firebox, then ig 
nition of this accumulated oil by heat 
from hot refractory material. If you 
want to continue living, you don't 
stand in front of a big boiler while no 
fire burns in its firebox, but while atom 
ized fueloil is being sprayed into the 
firebox merrily. The oil that’s going in 
may light up sooner or later—and if it 
lights up later you'll be worse off than 
if it lighted sooner. 

The second function of the “Fir 
tron” cell lies in ending that type of 
hazard—by stopping the flow of fuel: 
oil to the firebox instantly (during 0° 
mal operation of the burner when the 
ignition system is not working) follow 
ing failure of the oilburner flame. 

The Fireye FP-2 systems which 
Harry Schemm installs provide addi 
tional, important features. Before 
burners start, these systems pfov™ 
timed 30-second purge periods; that’ 
to run burner blowers, draft inducers 
etc. to clear fireboxes of any combust 
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Model AM8E Hev-E-Oil 
presently made in 
90 gph size only. 









--o A TRIUMPH IN MODERN COMMERCIAL HEATING | 











NOW — for the first time in the industry — an air atomizing, gun-type burner 
designed for No. 6 or Bunker C oil. Previous methods of burning residual oils — 
with their inefficiencies and high maintenance — are now obsolete. 





This great forward step in modern oil burning practice is another 
example of Cleaver-Brooks’ leadership in burner research and engineering. 


e Low fire start — standard equipment. 
e High-low modulation — standard equipment. 


e Complete modulation available at slightly higher 
cost. é 


® No. 6 oil finely atomized — easily and completely 
burned. 


® Burner equipped to bring hot oil to burner nozzle 
— ready for a perfect start at all times. 


* Oil and air measured at all capacities — high CO. 
1s maintained under all stack conditions. ® 


* Straight electric ignition available. 


Low and high fire easily set for most economical 
operation. 


® Pressurized lubrication increases service life. 
® Fast installation — simple as a domestic burner. 


® Latest type electronic controls are standard equip- 
ment — burner completely wired at factory. 


* Burner completely fire-tested at factory. 


e@ Shape of flame can be adjusted for each particular 


installation. 
Post-purge insures no-drip, sure starting. 


e Burner requires a minimum of service, a quality 


product made by Cleaver-Brooks — a leader in the 
development of combustion equipment. 











DEALERS AND DISTRIBUTORS... write 
today — get the complete details on the new 
HEV-E-OIL Burner for No. 6 oil. CLEAVER- 
BROOKS COMPANY, Dept. G, 379 E. Keefe Ave., 
Milwaukee 12, Wisconsin. 















HEV-E-OI1L Burners... a quality product that builds your profit 
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ers try to get going and establish their 
oil flames. These systems provide a 
similar purge period following each fir- 
ing period. They provide automatic 
starting and stopping of burners as 
long as ignition systems work promptly 
and dependably, and as long as flame 
failures do not occur during normal 
burner operation. Following current 
failure, they provide automatic burner 
restarting. They provide the safeguard 
feature of preventing burners from 
starting when the control devices are 
affected by actual or simulated flame 
in the firebox—the “‘Firetron” cells 
must “see” no flame in the fireboxes 
when the burners are not in operation. 
These Fireye control systems provide 
additional safeguard features, about 
which the manufacturer can give full 
details but too lengthy to cover here. 

The accompanying diagram of: the 
time program of the Fireye FP-2 sys- 
tem indicates still another of its func- 


. - » « Johnson-Fireye 


ble gases or fueloil gases before burn-: 















tions; it schedules the oilburner flame- 
size modulating motor, when one is 
used, to insure starting only with the 
flame set for lowest size, and to per- 
mit steam-pressure or other modulating 
controls to govern the size of the flame 
only after proper ignition has been 
established. 

Study the accompanying time pro- 
gram to gain a complete idea of the 


part the 120-second clock plays in 
scheduling the actions of the oilburner. 

Starting at the left of the time pro 
gram, at “Operating Control On,” a 
control circuit closes and as the result 
the oilburner should start. At this point 
a timer dial signal, part of the Fireye 
FP-2 system for the serviceman’s in- 
formation and convenience, indicates 
0 as the drawing shows. 




















Model 53 
with 
DIRECT 
DRIVE 


Model 53 
with 
BELT 
DRIVE 


Builders of fine Oil Burner Equipment since 1903 


SETTING NEW STANDARDS OF PERFORMANCE 


Positive ‘Cold Starts”’ 


Higher Efficiency 
Greater Economy J OHNSON ) 2 
Model 


METERING PUMP BURNERS 





This revolutionary new Johnson “Fifty Three” will give you smooth, 


sure, automatic “Starts” even when the oil in storage tank and lines 
is cold and hard to pump. It is built with a positive-displacement 


Metering Pump... 





a 3-Way Magnetic Oil Valve... 
efficiency Suction Pump that enable the “Fifty Three” to maintain 
a fixed air-fuel-ratio regardless of variations in oil temperature and 
viscosity. It will start up and operate automatically on colder oils 
than any other burner on the market. Never before has any burner 
so successfully solved the **Cold Starts” problem. 


and a high- 


It is available with either Direct Drive or Belt Drive in 8 sizes from 
25 HP to 500 HP ... . with all the fine engineering that have made 
Johnson Burners famous for economy and high efficiency for over 
half a century. It’s built with all working parts readily accessible for 
easy servicing, inspection or regulating. If you haven’t seen it yet; 
make it a point to investigate this revolutionary new burner. May we 
send you a copy of our beautiful new Model Fifty Three brochure? 


ohnson Oil Burners...» 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 
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THIS IS THE MOST EFFECTIVE 
“SAFETY-TYPE” FUEL OIL HEATER 


EVER BUILT ee 
“THERMO-FILM” 


FUEL OIL HEATER ** 


It’s all in the design! 
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Fireye see US at 
n's inv : cone 
ot BOOTH 215 
oie at the ' 
aa COLISEUM 
oA basically new design. Gives high exit oil temperatures at rr iss Prodi | 
full rated capacities. No supplementary electric oil heating st . H 
required to make up for heater deficiencies! 21 : National 
@ Operates on true counter-flow principles — the most effective 3 
method of heat transfer! : Oo h L H EAT 
) ® Oil contamination of boiler water is impossible with SH OW 
“Thermo-Film’’! hth 
@ Drastic reduction in -ize and weight! SUNE-F1ih toy 15th, 1956 
. @ Low cost standard installation procedure. No relays ...! No *Trade Mark 
: electric wiring ...! No vents... ! **Patents Pending i 
: @ Install it and forget it. Servicing is eliminated! 
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SEND FOR BULLETIN 60-N 


Approved by 
Board of Standards and Appeals, City of New York 





Cal. No. 321-55 SA 


DAVIS ENGINEERING 


CORPORATION 
30 Rockefeller Plaza, New York 20, N. Y. * 1064 East Grand Street, Elizabeth 4, N. J. 
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FOR EVERY COMMERCIAL 


There’s an ENTERPRISE Burner 


AND INDUSTRIAL USE 


atelier | 
* Semi-Automatic 
¢ Full-Automatic 





Horizontal Rotary Oil Burners, 


and Combination Oil and Gas Burners 


BURNER CAPACITIES — 150,000 BTU OIL 
1 





























,000 BTU GAS 
“ 

in 3 ‘ .2 
£1, (9/2. )/.| S2| 2 | Ee 
“\ZiMs) sx | = wi eo 23 2x 
g)s/>*| °s | s| 6 | sa | ce 
Sisiz | 8* |o| s* | zB | 3% 
2\|z=|0 | 0 a| ws S 
AA| 2] 4 13] 1,800] 2,880} 450 
A |%| 7| 1,050] 23] 3,200} 5,120] 795 
C |%] 15] 2,250) 50] 6,950} 11,120] 1,270 
E |%| 20] 3,000] 67] 9,310] 14,900] 2,310 
F |%| 28] 4,200] 93|12,930| 20,700) 3,270 
G |1| 35| 5,250] 116] 16,125] 25,800] 4,000 
H |1 | 50] 7,500] 166] 23,075| 36,900| 5,725 
J | 2 | 70] 10,500 | 233 | 32,390} 51,800| 8,040 
K | 3 |100 | 15,000 | 333 | 46,290} 74,000| 11,490 
L | 3 1135 | 20,250 | 450 | 62,550 | 100,000} 15,525 
M | 5 |2C0 | 30,000 | 666 | 92,575 | 148,100} 22,975 





All maximum capacities are necessarily approximate 
Burners installed with adequate draft provisions and 
correct furnace volume, properly designed, will de- 
velop capacities indicated, at sea level 


APPLICATION 
Enterprise Horizontal Rotary Burners are spe- 
cifically designed for Commercial and Industrial 
use. Commercial heating includes heating 
plants in all types of buildings larger than pri- 
vate homes, including apartment houses, hotels, 
hospitals, schools, greenhouses, public build- 
ings, offices, manufacturing plants. Industrial 
applications include furnaces, kilns, driers, etc. 


MULTIPLE TYPES 

Manual—To be started, regulated and stopped 
by operator. 
Semi-Automatic — Started and stopped by op- 
erator, but automatically regulated by temper- 
ature or pressure control. 
Full-Automatic — Burner automatically starts, 
stops, and is regulated to provide desired 
temperatures or steam pressure. Fixed fire start 
available on smaller sizes. Low fire start for 
high-low or full modulating control on all sizes. 

All burners available with either Standard 
gear pump or P.D. Metering Pump or Non-pump 
(for use with separate pump set). 

Any grade of fuel oil is burned efficiently 
—No. 6 (Bunker C) fuel is burned by burners 
equipped with oil heating system. 


COMBINATION OIL-GAS BURNERS 
All of the above types of burners are incorpor- 
ated in combination type burner to burn either 


fuel oil or gas. Gas may be natural, manu- 
factured, or L. P. gas. 


STANDARD EQUIPMENT 


All full-automatic burners are furnished with: 
V-Belt drive, with known advantages of stand- 
ard electric motors. 

Gas-electric ignition —dual ignition on sizes 
GtoM. 

Interconnected linkage to provide proportion- 
ate mixing of oil and air or gas and air at all 
firing rates. 

Optional open type or angular vane air noz- 
zles for flame control. 

Copper tubing — provides free flow of oil with 
minimum connections. 

Operating and combustion safety controls — 
oil burners, temperature or electronic type — 
Combination Oil-Gas burners, electronic con- 
trols exclusively. 


SPECIAL FEATURES 


The Enterprise P.D. Metering Pump provides 
exact delivery of oil to the burner by positive 
displacement, rather than through a metering 
valve. This definitely insures correct oil supply 
and air proportioning regardless of the vis- 
cosity of the oil, resulting in high efficiency. 
Burner hinges are provided with leak-proof 
“O" rings rather than conventional packing 
glands. 
FULLY APPROVED 


All Enterprise Burners have been tested, ap- 
proved, and listed as standard by Underwriters’ 
Laboratories, Inc. and by other recognized 
boards and bureaus of safety, measures, and 
controls. 

ENGINEERS will be provided with complete 
engineering information, either by manufactur- 
ers or qualified distributors, upon request. 





DISTRIBUTORS and DEALERS 


ENTERPRISE delivers the ‘‘plus" factors 
that ring up sales, profits and satisfied 
customers. This is the “key” to contin- 
ved success for ENTERPRISE distributors 
and dealers. Write for information. 
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ENTERPRISE ENGINE & MACHINERY co. Subsidiary of General Metals Corporation 


18th and Florida Streets, San Francisco 10, California 
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Two things happen when the burner 
should start: (1) the burner motor 
starts and runs for 30 seconds to pro 
vide a purge period—an induced draft 
blower can run along with the burner 
motor, if the job has such a blower; 
the idea of the purge period is, of 





course, to pour blower air through the 
firebox and clear it of any combustible 
gases or fueloil vapor which may be in 
it because of the installation’s short 
comings. (2) the 120-second timer 
motor of the Fireye control panel starts 
along with the oilburner motor, as the 
drawing shows. 

At the end of the 30-second start: 
up purge period, the timer dial signal 
shows “1” and the gas-electric ignition 
system of the oilburner is turned on. 
In ten seconds “2” appears as the timer 
dial signal. During the ten-second pe: 
riod, the ““Firetron” cell has its oppor- 
tunity to “prove” the gas pilot. Im 
portant: At point “2” on the dial, the 
solenoid shut-off valve in the cup-line 
of the burner will open—but only if 
the “Firetron” cell has detected or 
proved a healthy, properly burning gas 
pilot. 

Notice that the gas-electric ignition 
system is turned off 100 seconds after 
the cycle started (signal “3A” on the 














Close-up of “Test Attenuator” with 
electronic tube plugged into it. New 
attenuator is plugged in socket from 


which this tube was removed. 
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... for Maximum Service 
Economy and Reliability 


The YULA-TROL Fuel Oil Detector and the YULA “YT” “U” Tube Fuel Oil Heater, con- 


notor YULA-TROL ‘ing an oil de-entrainment chamber and a specially designed probe, is approved by the 








ps Fuel Oil 

raft Detector 

urner 

mee; Listed under reexamina- 
is, of tion service of Underwrit- 
h the ers Laboratories, Inc. Un- 
der listing No. U/L File E- 
stible 24891. 

be in ASK FOR 

short: CATALOGUE 0-29 
timer 

sans YULA SIGHT TANK with Yula-trol 





as the Fuel Oil Detector 


This is used in connection with steam fuel oil heaters 


YULA "YT" U TUBE 
FUEL OIL HEATER 


Approved by the New York City Board of Standards 


New York City Board of Standards and Appeals as a complete unit. It also functions as 
a low water cut-off. The safety device that almost talks! If an oil leak occurs, it shuts off 
the burner, rings the gong, turns on the red light. This occurs in just 45 seconds after an 
oil break. It’s the ONLY device that gives super safety 
and top efficiency! Every feature you need for ECONOMI- 
CAL oil heating! 
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start’ f and shows oil, should any rupture occur, in the tube 24 Appeals No. 376-50 S.A. Patented—2,610,267. ASK FOR 
signal bundle. The Yula probe installed in this tank will cut CATALOGUE 
uct off the burner and pump in the event of a leak and 0-29 
ution prevent any oil from reaching the boiler. 

d on. 

timer 

d pe 

ppor 

. Im 

: Approved by 

p-line New York City ASK FOR 

aly if Board of Standards CATALOGUES 
Poe and Appeal, No. 895-53 S.A. 0-30 and O-31 
ig G48 ASK FOR BAYONET TYPE "B" FUEL OIL HEATERS 

i See Finest Commercial and A.S.M.E. design—top oil heating 
nition -31 

after Yula STRAIGHT TUBE BAYONET Fuel Oil Heaters are designed 


n the 


ASK FOR 
CATALOGUE 0-28 


YULA "U" TUBE 
FUEL OIL HEATERS Type SS 


The Yula Type SS Fuel Oil Heaters are designed to preheat Bunker 
» ‘No. 6) fuel oil, using either hot water or steam as the heating 





Rips 1 eo heater consists of an all steel shell enclosing a remova- 

pgs “yon made of copper or admiralty “— tubes expanded 

r esa tube sheet. The “U” tube construction eliminates trou- 

allraetsee “it stresses developed due to unequal expansion and 

tiened ¢ m between the shell and the tubes. All heaters are de- 
or one (1) shell pass and six (6) tube passes. 








oi 





for use where high pressure steam is the heating medium. They 
have perfect right angle and counter current flow. They operate oil 
in the shell and steam in the tubes. 





STRAIGHT TUBE 
FIXED TUBE SHEET OIL HEATERS 


ASK FOR CATALOGUE O-31 


This heater consists of a shell with two fixed tube sheets into which 
the tubes are rolled. Oil is circulated through the tubes and is 
heated by steam in the shell. Tube arrangement of passes provides 
the most economic use for the allowable pressure drop. Segmental 
baffles direct the steam flow and support the bundle adequately. 
The channels on each end are integral parts of the unit, thus re- 
ducing the number of flanged joints. The covers are readily remova- 
ble for access to the tubes without disturbing any pipe connections. 


Approved by the New York City Board of Standards and 
Appeals, No. 444-52 S.A. 


YULA WATER HEATERS, ING. @ 330 BRYANT AVE., NEW YORK 59, N. Y. 
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dial), and five seconds later the timer 
motor stops running. The burner is fir- 
ing normally. Its flame is being super- 
vised by the “Firetron” cell, which 
provides protection against flame 
failure during normal operation with 
the ignition system turned off. 

The timer dial signal shows a “Dot” 
during the normal firing period. Firing 
stops instantly upon the opening of the 


. - . « Johnson-Fireye 


circuit of the operating control, for 
this causes closing of the oilburner’s 
cup-line shut-off valve. But the burner 
motor continues running (notice the 
timer motor starts again at the end of 
the firing period) to provide a 15-sec- 
ond purge period. 

The lower part of the accompanying 
time program of the Fireye FP-2 sys 
tem covers a point mentioned previous- 
ly in this article. This system provides 
for low-fire starting. Only after the 
burner has started and fired properly, 
does the system permit a modulating 





OF TANK CONTENTS— 


PETROMETER 
Remote Reading TANK GAUGES 


with 


Here’s the gauge that gives you accurate readings—clearly 
visible—absolutely dependable. A quick glance at the 
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gauge tells you the exact quantity of liquid in your tank— 
in inches of depth and in gallons, pounds or any other 


volume or weight units. 


The Petrometer operates on the principle of static pres- 
sure. There are no pulleys, wires, springs, or electrical 
mechanisms to go out of order. Operation is simple ond 


reliable. 
INSTALLATION? IT’S EASY— 


» These gauges can be installed on tanks above or below 
the ground and up to % of a mile away. The tank assembly 
unit can be installed even when there is liquid in the tank. 
The single copper tube line from the tank is connected to 
the gauge by one simple compression connection. No setting 


up or adjusting is required on the job. 
PETROMETER GAUGES ARE IDEAL FOR: 


Commercial and Industrial fuel oil storage tanks 


Petroleum Bulk Storage 


Storage tanks for chemicals, solvents and other industrial 


liquids. 


Write for Bulletin PF for details. 


PETROMETER CORPORATION 


43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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Lit Brothers Department Store, Cam 
den, N. J., has two of these H. B. Smith 
#60S-26 boilers to provide steam for 
the winter heating load and for the 
summer air-conditioning load; summer 
steam load on the boilers is much 
heavier than the winter heating load, 


motor (controlling the gph firing rate 
of the oilburner) to shift from its low- 
fire position to another position. But 
with the burner firing properly, start 
ing with signal “3” on the timer dial, 
the gph firing rate can be controlled by 
modulating-type steam-pressure con 
trol, for example, or by another type 
modulating control that matches the 
requirements of the particular installa 
tion. 

In the Fireye FP-2 system the “Fire: 
tron” cell is all-important—this cell 
serves on start-ups to check for a 
healthy gas pilot, then later during nor 
mal firing (ignition system “off”) it 
serves to monitor or supervise the main 
oilburner flame. But as important as it 
is, the ‘“Firetron” cell is decidedly um 
impressive both in size and in appear’ 
ance. The “Firetron”” cell is little larger 
than the eraser at the end of your lead 
pencil! It has the unimpressive appear’ 
ance of a little, cylindrical piece of 
yellow plastic with two tiny metal 
prongs jutting out from it . . . its two 
contacts, of course. 

This unpretentious looking, though 
immensely important, “Firetron” cell 
is known technically as a semi-conduc’ 
tor. Its active element is lead sulphide 
which has the property of decreasing 
in electric resistance when exposed t0 
radiation of certain wave lengths. 
Radiation of the infrared wave lengths 
affect it most. 

The radiation intensity of any flame 
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> Money-saving 


+ Firing 
+ Performance 


Now . .. the same efficient O&S burners that help to cost-saving advantages on a wide variety of applica- 

give O&S Powermaster packaged boilers their outstand- tions. They provide the greatest flexibility of applica- 

ing dependability and economy are adaptable to existing tion available in burner assemblies for modernization of 

boiler installations and other kinds of industrial heat existing equipment or for new installations. 

exchangers! If you are looking for ways and means to improve fuel- 
burning efficiency and performance on oil or gas fired 

0&S burner systems are complete packaged combustion equipment, it will pay you to get full information on 

Berea for gas, light or heavy oil, or combination O&S burner systems. Send for Bulletin 1231. 

oil firing. They include burner, automatic controls, , ‘ : 

foroed Bs dersihy 45i) madulation firing contéel, Builders of Dependable Boilers Since 1885 

‘enition, complete piping and wiring, refractory re- 

Suired for proper installation in combustion chamber. 

Many of these units are now in service—proving their Morgantown Road, Reading, Pa. 
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fluctuates constantly at frequencies 


R FO = ‘| ranging from one to several hundred 
: r per second, Fireye experts explain, de 


pending on the fuel burned and the 


U [ (@| f (ae flame characteristics. 
, The “Firetron” cell responds to the 


variations in the radiation intensity of 
Horizontal rotary, heavy the flame the cell “sees” or is monitor 


The Complete Quality Line path bite sg Ks ing. It responds also to any infrared 


energy from red-hot refractory m 


of Commercial and terial which may reach it. But the 


radiation from the red-hot refractory 


Industrial Burners and a te e material is at a steady rate, whereas 


the radiation from the flame is fluctuat- 


Combustion Accessories . ? | ing constantly—at a frequency mos 


pronounced about ten cycles per sev 
ond, say Fireye experts. 


1. A great range of automatic horizontal | - The “Firetron” cell can be connected 
rotary oil burners, combination oil and gg AID in series with a fixed resistance anda 

66 ” : ; 4 
gas burners, Thermopak’ combustion Cintas aie ond ais battery, on an experimental basis to 
systems, water walls, unit steam gen- burners 15 to 90 g.p.h. examine its electrical properties, Then 
erators, fuel oil heaters, pumps, feed Bulletin 176. ae ; 
any change in the cell’s resistance will 


water return systems, Draft-a-Justors, 7 : 
induced draft fans...and many more— a appear as a change in the voltage actos 


. Made by one dependable source, long the PERRARKE. Apply a flickering ligh 
renowned for products of highest qual- A of a certain flicker pattern to the “Fire 
ity, performance and operating econ- * tron” cell, and a composite signal wil 
omy. be produced by a voltmeter connected 


. The wider, deeper line that can double across the resistance. 
sales volume, profits and customer sat- Feed this composite signal to an elec 
isfaction ++. as it has for many Pre- tronic amplifier which accepts frequer 
ferred distributors. “THERMOPAK" automatic 
oil or gas combustion sys- 


tem, completely packaged 
forall boilers.Bulletin1 85, 








n, New Yor 
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Please let me know more about a franchise on 
Preferred Products 
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i cata ee L. J. Wing draft inducer serving on 


of the Lit Brothers boilers. Each of the 
“Packaged” pump and three boilers has its own draft induct 


* ° ° 4 A t 
tt bay ne" or nen located: immediately behind it. Dra 
Bulletin 1630B. control systems are over re type 
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“BUY OHI 


HIS Seal of the Oil Heat Institute of America, Inc., symbolizes the coordi- 


nated efforts of our industry to promote the expansion of oilheating, and 
to provide an effective answer to competitive claims being made by the “monop- 


oly fuel” interests. 


Here are the oilheating manufacturers whose OHI membership is furthering 
this important work. Their efforts deserve your support: 


Ace Engineering Co. 

Aldrich Co. 

Anchor Division 

Applied Mechanics Co. 
Babcock & Wilcox Co., The 
Bacharach Industrial Instrument Co. 
Bell & Gossett Co. 

Bethlehem Foundry & Machine Co. 
Boston Machine Works Co. 
The Brundage Co. 

Bryant Division 

Burnham Corporation 
Cleaver-Brooks Co. 

Cleveland Fuel Equipment Co. 
Combustion Control Division 
Combustioneer Division 
Commercial Filters Corp. 

Crise Control Division 

Davis Engineering Corp. 
Delavan Manufacturing Co. 
Delta Heating Corp. 

Detroit Controls Corp. 
Dielectric Products Co. 

Dole Valve Co. 

Eclipse Fuel Engineering Co. 
Eddington Metal Specialty Co. 
Electrol Burner Mfg. Co., Inc. 
Eureka Williams Division 

Field Control Division 
Fitzgibbons Boiler Co., Inc. 
Flexible Coupling Mfg. Co. 
Fluid Heat Division 

General Electric Co. 


MEMBERS: 


General Filters, Inc. 

Gilbert & Barker Mfg. Co. 
Guardian Products Corp. 
Hago Products 

Harvey, Inc., Sid 

The Heil Co. 

Herco Oil Burner Corp. 
Insul-Lyte Division 

lron Fireman Mfg. Co. 
Janitrol Division 

Jefferson Electric Co. 

Johnson Co., S. T. 

Kaustine Furnace & Tank Corp. 
Kewanee-Ross Corporation 
Klemm Automotive Products Co. 
Krueger Sentry Gauge Co. 
The Lau Blower Co. 

Lincoln Furnace Co. 
Liquidometer Corp. 

Manville Boiler Co., Inc. 
Marietta Metal Products Corp. 
Market Forge Co. 

McDonnell & Miller, Inc. 

The Mercoid Corp. 


Minneapolis-Honeywell Regulator Co. 


Monarch Mfg. Works, Inc. 
Morse-Smith-Morse Co. 
National-U.S. Radiator Corp. 
The Nu-Way Corp. 
Overhead Heaters, Inc. 
Patten Co., J. V. 

Penn Controls, Inc. 

Perfex Division 


Petrometer Corp. 

Preferred Utilities Mfg. Corp. 
Pullman Vacuum Cleaner Corp. 
Purolator Products, Inc. 
R.C.S. Tool Sales Corp. 

The Rajah Co. 

Ray Oil Burner Co. 
Reif-Rexoil, Inc. 

Revcor 

Rheem Mfg. Co. 

Rochester Manufacturing Co. 
Scully Signal Co. 

Skuttle Mfg. Co. 

Soreng Products Corp. 

Wm. Steinen Mfg. Co. 
Stewart-Warner Corp. 
Sundstrand Engineering Co. 
Sundstrand Hydraulic Division 
Sun Ray Burner Mfg. Corp. 
Taco Heaters Co. 

Timken Silent Automatic Div. 
The Torrington Mfg. Co. 
Toridheet Division 
Turb-O-Tube, Inc. 

Tuthill Pump Co. 

Union Asbestos & Rubber Co. 
Union Electric & Mfg. Co. 

V & E Products, Inc. 

Webster Electric Co. 
Westinghouse Electric Corp. 
Wheelco Division 
White-Rodgers Electric Co. 
Windmaster Corp. 


Display the OHI Seal in your advertising. It signifies the im- 


portant contribution you are making to the strength of our industry. 


To get all the facts on how OHI membership can help YOU, contact: 
OIL HEAT INSTITUTE OF AMERICA, INC. 


at: OHI Booth 
Information Center 
New York Coliseum 
June 11-15 


ee § f)/16 2 contributed by FUELOIL & OIL HEAT 


‘ieloil 


... or write to our Offices: 
500 Fifth Avenue 
New York, N. Y. 
(LOngacre 4-3755) 











RAYFIELD - STAFFCO 


AUTOMATIC OIL BURNERS 
designed to heat BEST . . . for LESS! 


Reduce heating costs . . . increase profits! Diesel 
principle conversion installations and rotary 
units for any grade of fuel oil. From a bungalow 
to a skyscraper . . . there’s a dependable, long- 
lasting Rayfield-Staffco Oil Burner to solve your 
heating job profitably. 

SEE US AT THE SHOW—BOOTH 340 


RAYFIELD-STAFFCO BURNER CO. 


2066 CANALPORT AVENUE od si toy \clome-mam1 481. fe} }) 





For No. 5 and 6 
Fuel Oil 
5 to 165 g. p.h. 


For Fuel Oil up 
to No. 5 Grade 
2 to 22 g.p.h. 








cies of about ten cycles per second, but 
which virtually rejects all other fre- 
quencies, and the amplifier will respond 
to flame flickering . . . but it will not 
respond to the steady heat from red- 
hot refractory material, or to the steady 
light given by the sun, for example, or 
by an incandescent light bulb. That 
explains the basic principle employed 
by Fireye experts for using the “Fire- 
tron” cell to report on the presence of 
a flame in a combustion chamber—but 
not to report on light or heat from red- 
hot refractory material, or on the light 
in a boiler room that results from using 
windows or light bulbs to illuminate it. 

Point the “Firetron’’ cell at the 
steady light given by the sun, a flash- 
light, or an ordinary light bulb, and 
through its circuitry of the Fireye sys- 
tem the “Firetron” cell will declare: 
“No flame!” 

Point the “Firetron” cell at the light 
given by your cigarette lighter, or by 
a match, or a gas flame or an oil flame, 
and because these lights necessarily 
have a flicker to them the “Firetron” 
cell will say, through its Fireye system, 
“Flame is burning properly!” 

Becoming familiar with the charac- 
teristics of the “Firetron” cell, you 
learn to keep it as cool as possible on 
your oilburner installations, because 
high temperatures reduce: the cell’s 


Compact, lightweight pumps 
that operate at wide ranges 
of speed—to handle oils of 
all viscosities and give long 
trouble-free life. 


you learn also to prevent it from r 
ceiving considerable heat from hot r 
fractory material in the firebox. Asha 
been indicated, such heat from red 
hot refractory material is not reporte! 
to the control system as flame het 
But such heat does affect the “Fir 
tron” cell in a way that reduces its sn 
sitivity to the flame flickering it shoul! 
report. . 
If you are a commercial-industri: 
oilburner expert and up to now hav 
feared delving into the electronics 
modern oilburner controls, you shoul 
travel from job to job with an experta 
Fireye controls. You'll find that hisa 
justment and servicing maneuvers hav. 


Direct-drive design 


Roller tolerances permit handling 
extraneous matter that would jam 
other mechanisms. Good suction 
characteristics, Capacities 60- 
600 GPH; pressures to 100 psi. 
Ask for Bulletin A-1330. 


Reduction-drive design 





Time-tested Kraiss! design for di- 
rect burner supply—or as boost- 
er pump. The pump that will pull 
heavy oil when it is cold. Capaci- 
ties, 75-1800 GPH; pressures to 
100 psi. Ask for Bulletin A-1193. 
Bulletin A-1330 and/or Bulletin 


A-1193 ... gives you full data— 
write for your copy today! 


IARAISSL® 


295 Williams Ave., Hackensack, N. J. 
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ability to change resistance sufficiently 
to affect the control-circuit amplifier 
properly. Arrange for the scanner, 
fitted with the ‘“Firetron” cell, to be 
below 125°F, The instructions that 
come with Fireye set-ups give excel- 
lent, practical methods for keeping the 
Firetron” scanner sufficiently cool for 
proper operation. 

Getting to know the “Firetron”’ cell, 
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This Carrier absorption-type gir 
tioning unit is the big user of steam 

the Lit Brothers store; it 
next to the boilers in the penthow 
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win Roed School, N. Merrick, L. I, W. ¥., Arch.: Frederic P, Wiedersum 


Cornelius Street School, E, Hempstead, L.1., N.Y., Arch.: Frederic P. Wiedersum 


A CLERTE LOOEE: 


Central Dauphin High School, Harrisburg, Pa., Arch.: Edmund George Good, Jr. 


any 


SOL ELLOLE LAA LIAS AEE: ARERR BACAR Se 


Grace Wilday School, Roselle, N. J., Arch.: Ernest T. Brown 


.»2 modern schools use draft inducers 
-not tall chimneys. 


_ draft is the out- 
standing development in 
modern heating boiler cper- 
ation. There is no longer 
need for tall unsightly chim- 
neys. Wing motorized Draft 
inducers easily solve the 
draft requirements. The only 
chimney needed is a stub 
stack to vent exhaust gases. 
Architects find this fits ad- 
mirably into modern, low, 
functional school designs 
Where the outmoded tall 
chimney would be impos- 
sible from an esthetic stand- 
point. Other advantages are 
lower fuel costs, lower 


capital costs, and, of course, 
positive adequate uniform 
draft regardiess of wind 
or weather. 


In confirmation of the above, 
there are over 1000 Wing 
Draft Inducer installations in 
schools alone, in all parts of 
the country, burning oil, gas 
Hundreds 
more are being specified by 


or solid fuels. 


architects and engineers as 
the unprecedented school 
program continues. Write 
today for a copy of Bulletin 
1-56 and special Schools 
Bulletin SCH-1. 


L.J. Wing Mf9.Co. 66 Vreeland Mills Road, Linden, N.J. 


Factories: Linden, N. J. and Montreal, Canada 


Write for 
bulletins. 
Use the 





CHIMNEY HIGH ENOUGH TO CLEAR THE ROOF 
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DRAFT INDUCERS 





L. J. Wing Mfg. Co. FO-6 

66 Vreeland Mills Rd., Linden, N. J. 
Please send copy of Draft Inducer Bulletin 1-56 and 
Schools Bulletin SCH-1. 
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very little to do with electronics. 

He is concerned with such everyday, 
practical problems as these, which have 
nothing in common with the problems 
of an electronics expert: 


1. Making certain that the “Fire- 
tron” cell is not overly warm, for the 
reasons just given. He may make slots 
or holes in the 7” pipe on which the 
“Firetron” scanner is mounted, to ad- 
mit boiler-room air for cooling it. He 
may equip a headache job with a heat- 
insulating tube, put out by the manu- 
facturer of Fireye controls to reduce 
the amount of heat a steel pipe con- 
ducts to the scanner. He may pipe a 
bit of air from the burner’s blower to 
the pipe on which the scanner is lo- 
cated, in a familiar fashion to keep the 
scanner both cooler and free from soot 
deposits. 

2. Making certain the gas-pilot ar- 
rangement of the burner gives a good, 
strong gas flame properly positioned, 
so that its presence can be reported 
properly by a scanner in good working 
order. 

3. Making a “minimum pilot test” 
or “turn-down test.” This is something 
you can learn about easily. You adjust 
for the smallest gas pilot flame that is 
reported as okay by the scanner, then 
you make certain that this size pilot 
provides prompt and dependable igni- 
tion. 

4. Checking the 90% of the Fireye 
system that has nothing to do with 
electronics. For example, a service ex- 
pert takes interest in the 120-second 
program clock and its several sets of 


contacts (all explained excellently in 
Fireye instructions). He always has 
with him, and often uses, a special 
three-prong test plug (made by Fireye 
for this) which can be plugged into 
place in the Fireye panel for the pur- 
pose of stopping the action of the clock, 
and permitting him to rotate the dial 
manually. He follows the regular se- 
quence, but can keep the timer dial in 
any position as long as he desires. That 
gives him all the time he wants to check 
on each phase of the operation of the 
oilburner, its ignition system, purge 
Operations, etc. 

5. Checking the value of the signals 
the “Firetron” cell gives the main 
panel, in reporting on the gas pilot on 
start-ups, and on the main flame dur- 
ing normal firing. This may amount 
mainly to “aiming” and mounting the 
scanner properly. : 

Two 100% practical, down-to-earth 
accessories help the serviceman work- 
ing on these Fireye control set-ups. 

First, there’s the “Test Attenuator.” 
Simply plugged properly into the Fir- 
eye control panel, this reduces the sys- 
tem’s sensitivity by 40% for speedy 
checking of scanner sensitivity viewing 
the gas pilot and the main flame. The 
basis is that after the “Test Attenua- 
tor” proves the control system responds 
properly with its sensitivity reduced 
by 40%, you can be sure of no border- 
line shutdowns or other difficulties re- 
lated to weak response. 


Second, there’s the DC voltmeter as 
a practical assistant to a serviceman. 
The leads of this are plugged into test 
jacks provided in the Fireye control 
panel for this, To plug in the voltmeter 
is no trick at all! For satisfactory op- 
eration, you check two simple points: 















Harry Schemm of Johnson-Philadel 

phia examines a panel used with the 

Thermal Electric system employed for 
oil preheating. 


(1) The meter reads zero volts with 
no flame affecting the “Firetron” cell; 
(2) The meter gives a steady reading 
of 60 to 90 volts when the “Firetron” 
cell sees a flame, either a gas flame or 
an oil flame. 

Traveling with Fireye enthusiasts, 
taking the accompanying photographs, 
provided the opportunity to ask what 
these enthusiasts like most about the 
Fireye set-ups discussed here, for use 
with horizontal rotary cup burners. 

These men found the following ad 
vantages in the “Firetron” cell for 


' scanning gas pilots and main oilburner 


flames: 

1. Because it is tiny and fits into a 
Y;" mounting pipe, the “Firetron” is 
exceedingly easy to install. 

2. Use of the ‘Firetron” makes um 
necessary the use of separate, cumber 
some mounts for a flame rod and a 
photocell. 





Preferred Anti-Syphon Valves 
Meet Every Code 


Non-Adjustable—Angle Type for convenient in- 
stallation. Heavy Bronze Construction. Approved 
by Underwriters’ Labs., Inc. 

TYPE A—114” to 3”. Maximum capacity to 1000 
G.P.H., with #5 and #6 oil. 

TYPE B—3%,” and 1”. Maximum capacity to 100 
G.P.H., for #1 to #5 oil. 

TYPE C—%” and %”. Maximum capacity to 30 
G.P.H,. of #1 to #3 oil. 


Write for Bulletin 1619 


PREFERRED UTILITIES MFG. CORP, 


NEW YORK 23,N. Y 


1860 BROADWAY Dept. OH 
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“CLEVELAND LO-DRAFT CUT-OFF 
PREVENTS EXPLOSION FROM 


DRAFT OR PRESSURE FAILURE 


Automatically cuts off burner when airflow # 
interrupted. Sensitive, adjustable cut-off point 
over complete range. Models for positive of 
negative operation. Time delay and other 
features are available. 

Absolutely fail-safe — failure of any component 
immediately cuts off burner, 

Write for complete data: 


CLEVELAND FUEL EQUIPMENT CO. 
1109-A Brookpark Road, Cleveland 9, Ohio 


In Canada: Ontor Laboratories Inc., 111 Tycos Drive, Toronto 
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Here's a Book on 


COMMERCIAL & 
INDUSTRIAL 


oilburning 





to help you: 


@ Installing big boilers 

@ New Techniques for heavy oil 
¢ Oil preheating problems 

The book, “COMMERCIAL-INDUSTRIAL OIL- 
BURNING,” contains a series of articles on the sub- 


jects that have appeared in the magazine FUELOIL 
& O1L HEAT, including 12 features by Kalman 


Steiner on the “Design of the industrial installa- 


” 


tion. 


This series begins with a brief “Introduction to 
industrial Oilburning” and then discusses in suc- 
cession, computing boiler load and selecting 
burner size, combustion volume, boiler types and 
firebox construction, water tube boilers, selection 
of burner and accessory equipment, boiler settings, 
function and operation of primary controls, other 
controls, function and application of fueloil pre- 


heaters. Plus other outstanding features. 


This 80-page book is available with self-cover, 
8% x 11 page size, profusely illustrated with 
Photographs, charts and diagrams. Price: $2.00. 


Postpaid. Please mail remittance with order. 


Heating Publishers, Inc. 
2 West 45th St. 
New York 36, New York 
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Safer 


because it’s 





? Controls 


Certainly it is the simplest. 


limited operating life. 


ing” of the float. 


A magnetic sleeve, 
raised and lowered 
within a non-mag- 
netic tube, ‘‘trips’’ 
or releases an 
Alnico permanent 
magnet attached 





to a mercury 
switch. Basically, 


this is Magnetrol. pe A separate switching actions. Special 


requirements. . 


MAGNETROL, Inc. 


"cs mm amare hol: el it mR ee 3 alae peace ances 


MAGNETROL, INC., 2104 S. Marshall Bivd., Chicago 23, Ill. 


Gentlemen: Please send me Catalog Section Ill and full informa- 
tion on Magnetrol Boiler Water Level Controls. 





Company. 
Address 
City Zone State 
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@ Of all boiler water level controls, 
we believe Magnetrol to be the safest. 


A PERMANENT Alnico magnet, 
located outside the float chamber, 
links boiler water level and electrical 
controls. This infallible magnetic 
link eliminates mechanical parts 
normally subject to wear and fatigue 
failure. Pioneered and perfected by 
Magnetrol, it provides almost un- 


The brass “No-Scale” float chamber 
liner, another exclusive Magnetrol 
feature, is self-cleaning. It actually 
“flexes” off scale and prevents “stick- 


These are just two of many advances 
for greater boiler safety found only 
_in Magnetrol. Standard Magnetrol 
units are available for temperatures 
up to 750°F., at pressures up to 600 
psi, for single stage (low water cut- 
off) or multi-level stage (pump 
control plus low water cutoff and 
alarm) service with as many as three 


units are available for more extreme 


Mail the Coupon Now for the Facts 





COMMERCIAL & 


INDUSTRIAL 2 
ea: 


3. “Firetron” scanner will not “hold 
in” as the result of seeing hot refrac- 
tory material in a firebox. 

4. The infrared radiation rays of a 
flame have great penetrating power, 
hence the “Firetron” is remarkably 
unaffected by usual coatings of dirt 
and soot. 

Aside from the above points on the 
“Firetron” cell, these men had points 
in favor of features of the FP-2 Fireye 
control set-up: 

1. It uses standard, commercially- 
available electronic tubes. 

2. Because it uses the 120-second 
synchronous timing clock, its program 
timing sequence is not affected by line- 
voltage variations. 

3. Plug-in feature of the entire panel 
facilitates speedy removal for inspec- 
tion, servicing, or replacement. 

4. Test jacks, provided for the con- 
venience of oilburner servicemen, per- 
mit exceedingly fast and easy method 
for checking of entire flame-signal 
pick-up circuit. 


. . » » Johnson-Fireye 


5. Safety-latch circuit is incorpo- 
rated in control to prevent the follow- 
ing: Flame relay cannot pull in follow- 
ing its drop-out after the 2 position on 
timer dial (oil valve “on” signal). This 
prevents the oil valve from opening 
and closing because of pulsating fire 
conditions involving time between pul- 
sations long enough (21 seconds) to 
permit the flame relay to become de- 
energized. 

6. Latch-out switch is fully corrected 
for differences in ambient temperature. 

7. Neon lamp is used in circuit as a 
voltage regulator for the DC supply 
of the cell; it serves also to indicate 
line-power is on panel, and to indicate 
several types of tube failures. 

The second portion of this article 
will discuss in the July issue more de- 
tail of the operation of the Johnson 
burner. 


}, 
bd 


Preferred Utilities to 
make & sell Waterwalls 
MANUFACTURER and patentee of Crot- 
ty Waterwall extension furnace and 


boiler amplifier, Crotty Waterwalls, 












Inc., has licensed Preferred Utilities 
Manufacturing Corp., New York 
N. Y., to manufacture Waterwalls aid 
sell them through their distributors jp 
the United States and Canada. 

Mrs. Mary A. Dugan, president of 
Crotty, said the move coincides with 
company plans to initiate a nationwide 
advertising campaign to substantially 
increase the existing number of Crotty 
dealers and representatives. 












2, 
“9 


Albert Behrens, formerly North 
Jersey territory manager for McDon. 
nell-Miller, has joined the W. P. Gil 
bert Co., Irvington, N. J., as sales en- 
gineer in New Jersey, Pennsylvania 
and lower New York States. The W. 
P. Gilbert Co. is manufacturer’s repre. 
sentative for Cleaver-Brooks and Heat: 
Timer. 


Charles Franklin DeWolf has been 
made sales engineer, Granberg Corp, 
Oakland, Calif. He will coordinate en 
gineering and sales department func: 
tions for the firm’s line of pumps, me- 
ters and accessories and work out of 
the company’s headquarters. 

















SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 








WHAT IT DOES 


Dewey Safety Air-Flow Switch protects 
opening of fuel valve until fan is up to speed. 
(nsures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 

and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


Detroit 2, Mich. 


The 


Thousands sold. Factory Mutual 


100 E. Baltimore 


Canadian Distributor: Ontor Laboratory, Lt 
{11 Tycos Drive, Toronto 10, 0 





CDOUFAL sarety AIRFLOW SWITCH 


Protection 
for 
Oil Burners 


industrial 
Ovens 
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Power 
Gas Burners 


Heaters. 
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Ship Heaters 
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HEAT and HOT WATER 


e for boats as small as 40’ 


Pleasure and commercial boats, as small as 40’ 
overall can now be comfortably heated and supplied 
with continuous hot water by Way-Wolff Ship- 


Wav WOure 








These efficient and extremely compact boiler- 
burner units are specifically designed for marine 
requirements and built to rigid specifications which 
make them unnecessarily expensive for residential 
heating. The smallest size requires less than 2 sq. ft. 
of deck space 36” high. : 

Way-Wolff Ship-Heaters burn the same Diesel 
fuel as the engines. 6 sizes provide adequate capacl- 
ties for all small boats including tugs, trawlers, 
river boats, and other commercial and pleasure craft. 


Write today for Bulletin 704. 





“WAY-WOLFF Associates Inc. 
33 Fulton Street, New York 38 N.Y. 
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NEW SAFETY /or oil and gas burners 





tors in 
a HONEYWELL 
$ with 
an PRESSURE 
ntially 
e SWITCH 

North Now, the C645A offers you greater application flexibility, 
se more safety features—and it works on either gas or air. 

» Ull 
les en- 
heal @ As a differential pressure controller for air or gases— 
he W New C645A contains spring-loaded diaphragm which actuates 
repre, a single pole, double throw snap switch to either make | 
| Heat or break circuit on any specified rise or fall in pressure. | 

@ As a low-pressure cutoff—On oil burners, C645A prevents 
fuel delivery and improper combustion if there is insufficient | 

s been ; :; 
C air due to broken fan belt or other causes. On oil or | 

viel gas burners, it will stop fuel valve from opening—or sound | 
e * an alarm—when gas pressure gets too low. On low-pressure | 
thie gas systems, alarm feature indicates when tank refill is needed. 
2s, me 
oud @ As a high-pressure safety shutoff—When pressure exceeds a 


specified limit the C645A will cut out the burner 
and sound an alarm. 





40’ Plus these other powerful 

ied J 

i selling features— 

ler- 

sae ® Does not have to be mounted level—pat- 
ich ented MICRO SWITCH precision switch permits 
"9 flexible mounting @ Features double dia- 
ft. 


phtagm with venting @ Available with manual 
teset @ Suitable for all gases @ Adjustable 





ol . 
ie Operating range from 2 to 20 inches of water . 
ers, 
aft. Start letting the C645A add sales a 
A ppeal to your 

unis. For information call your local Honeywell sn th Dh Bone ae ht 

office today. Or write directly to Honeywell, oo tae We 

Dept, FH-6-128, Minneapolis 8, Minnesota. 

HM) Fiat to Controls 

oe 


112 OFFICES ACROSS THE NATION 
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OILHEATING MARKET REPORTS* 


Reading, Pa. 


Hew oilheating market considered in 
this study consists of Berks County, 
Pa., including its principal city, Reading. 
This corresponds to the Standard Metro- 
politan (County) Area of the 1950 Federal 
Census. 

The earliest count of distillate oilburner 
installations in central heating applications, 
from the 1945 fueloil rations, was 4,119. 
As of 1950, centrally-heated 1-and-2-fam- 
ily homes with oil heat had increased sub- 
stantially, to 12,271. 

For that year, the table following indi- 
cates the approximate breakdown of fuel 
usage in centrally-heated 1-2-family homes. 


1950 1955 

Coal 45,077 30,940 
Gas 3,571 7,655 
Oil i271 24,110 
Other 2,671 2,749 
Totals 63,590 65,454 


Add to oilfired installations another 
3,287 burners in small apartment-small 
commercial applications using No. 2 oil. 


Competitive Fuels 


Anthracite coal, for hand-firing, ranges 
in price from $15 to $18 per ton. This fig- 
ures out at a range of from 6.8¢ per therm 
(100,000 Btu). In the sizes for stoker 
usage the per therm cost averages around 
5.6¢. 

Natural gas service (1,030 Btu per cu. 
ft.) is supplied by the Reading Division of 
the United Gas Improvement Company. 
Electric service is furnished by the Metro- 
politan Edison Co. 

The gas rates for househeating are 
bracketed in the usual “step-down” fash- 
ion. The lowest net rate attained through 
consumption of gas for househeating is 
13.5¢ per 100 cu. ft. Assuming that 25 
therms per month of gas are used for cock: 
ing and water heating, some fuel usage 
would still fall within the next higher rate 
bracket, of 17¢ per ccf. 

On this assumption, a home that would 
require, for heating, 1,500 gallons of No. 
2 fueloil would, at equal efficiencies, cost 
$283.19 to heat with gas. The cost of fuel- 
oil, at a winter rate of 14.2¢ per gallon, 
would come to $213.00; therefore in this 
case gas househeating would cost 33% 
more than oilheat. 

Natural gas was brought into Berks 
County in August, 1954. The fuel offered 
originally was a mixed gas of 530 Btu con- 
tent; this was later raised to a heat value 
of 802 Btu per cu. ft. prior to the introduc- 
tion of the straight natural product. 

No. 2 fueloil, at its winter price of 14.2¢ 
per gallon, costs the equivalent of 10.1¢ 
per therm. Figured against natural gas, even 
at its lowest rate of 13.5¢ per ccf, or a per 
therm equivalent of 13.1¢, fueloil is still 
lower in cost by 23'%, lowest in cost of 
the fully-automatic fuels. 


*Copyright 1956, Oilheating Market 
Reports, 270 Park Ave., New York, N. Y. 
Trucks per Number of 

Company Companies 

3 to 5 "8 

1 of: 2 37 
Total 45 
124 


Fueloil Distribution 


Our estimates for the total retail gallon- 
age of No. 2 fueloil in this market indi- 
cate a volume of 40,078,630 gallons (954,- 
253 bbls.). Just about all of this quantity 
is brought into the market by major com- 
panies—any volume by independent whole- 
sale suppliers is negligible, under 1%. 


In retail sales the major companies dis- 
tribute about 37% of the tank wagon gal- 
lonage. The independent marketers make 
the balance, 63%, of the direct-to-con- 
sumer sales of fueloil. 


The majority of independent marketers 
maintain bulk storage facilities. Only 29% 
of the reseller companies buy their fueloil 
“under the fill,” accounting, through this 
method, for approximately 19% of the to- 
tal retail market gallonage. 


The refinements basic to efficient de- 
livery of fueloil are well-developed in this 
market. As a matter of fact, in two criteria 
of measurement, percentage of customers 
served through automatic deliveries and ex- 
tent of use of audible-type fill signals— 
the Berks County market stands highest 
of any market surveyed to date. Of all fuel- 
oil customers, 88% receive automatic de- 
livery of fuel; 86% of all inside storage 
tanks are equipped with fill-signal devices. 


The acceptance of budget plan payment 
methods for fueloil purchases, by about 
one-sixth of all customers, is in line with 
experience in most other eastern markets. 

Compared to the broad average for the 
entire Mid-Atlantic region, the Berks 
County market is at or below the norm on 
two counts: percentage of fueloil com- 
panies who also sell coal, and percentage of 
companies who also handle gasoline. For 
the Mid-Atlantic region these two aver- 
ages are, respectively, 20% and 21.4% of 
all dealers; for Berks County, 20% and 
17%. On the percentage of fueloil com- 
panies who sell oilburners, the Mid-Atlantic 
experience is 58.9%; here, the percentage, 
51% of all dealers, is somewhat lower. 


Market Concentration 


From a count which takes in an esti- 
mated 90% of all the independent com- 
panies marketing fueloil in the county, and 
handling as much as 98% of the total re- 
tail gallonage, it becomes quite apparent 
that the distribution of heating oil is evenly 
spread between the small and the medium- 
sized fueloil companies. More than four 
out of five companies are small (in the 1- 
or-2-truck category) and only 8 out of 45 
companies (18%) are in the 3-5 truck 
size classification, None of the marketers 
operates more than 5 trucks. The table 
indicates in further detail this pattern of 
distribution. 


Oilheating equipment Sales 


Again, compared to the typical oilheat- 
ing markets in the Mid-Atlantic region, the 
Berks County marketers are somewhat be- 
hind regional averages for the percentage 


1956 


of total oilheating installations made } 
fueloil companies. This average in the Mid. 
Atlantic region is 57.3%; in Berks Coun 
the fueloil marketers sold 53% of all oil. 
burners installed last year. 

Plumbing and heating firms sold another 
18%, but the specialized burner seryice 
firms were the most active competitive ele. 
wing accounting for 29% of all oilburners 
sold. 


Oilburner Service 


While the fueloil marketers who render 
oilburner service take care of nearly half 
(49%) of all the equipment in the ares 
the specialized burner service firms and 
the plumbing and heating companies also 
figure importantly, handling 27% and 
24% of the total service work load, Com. 
pared to the regional average for the Mid 
Atlantic states of 67.2% of all service work 
done by fueloil companies, the Berks 
County marketers are considerably under 
par. 

Despite the local industry's lack of 
strength on some fronts of the oilburner 
service picture, a surprisingly high ratio of 
87 out of every 100 oilburners in opera 
tion are receiving a cleaning or tune-up job 
on an annual basis. 

The prevailing charges for service work, 
the prices for service contracts and over: 
haul jobs are in line with the pattern found 
in most Mid-Atlantic markets. A service 
contract including parts replacement runs 
around $26; a contract without parts, $19, 
approximately. 

The usual annual clean-up job where 
not included in a service contract costs 
about $11.50. Non-contract service calls, 
minimum charge, by fueloil companies, 
average $3.09; by other companies not han- 
dling fueloil, $3.72. 


Advertising Promotion 


As in other markets, specific promotion 
of oilheating by individual major oil com 
panies has been limited in extent, But there 
has been some activity along these lines. 
The principal emphasis in such promotion 
has been on the merits of a particular 
product, though a substantial balance of 
weight in the over-all message has been 
devoted to selling the appeal of oilheating. 
Relatively, the emphasis is about 56% on 
the product, 44% on oilheating as a facility. 

Approximately a third (34%) of the 
independent fueloil marketers promote oil 
heating through the usual advertising media 
—newspapers, direct mail, billboards or 
radio. It is estimated by the oilmen inter 
viewed that these companies spend an aver” 
age of around $2.00 per existing fuelal 
account in such efforts. 

A cooperative industry group has been 
in existence for several years but has only 
recently become active to any extent in the 
promotion of oilheating. This is a segment, 
the “Reading Conference,” of a larger 
group, the “Oil Heat Association of Cen’ 
tral Pennsylvania.” As the name implies 
the Reading fueloil marketers work 
gether as a semi-autonomous loc y; 
but at the same time are bound together 
on a cooperating basis with other conler 
ence members of the OHA organization— 
the York, Lancaster and Harrisburg Con 
ferences. “hed 

No promotion program was establish 
during any of the years prior to 195). 





Total Percent of Percent of h total budget of $2, 
Trucks All Companies All Trucks sa year, amar Oy aoe ee the inde 
31 17.8 38.3 pendent fueloil companies who han . 
50 82.2 61.7 about 70% of the market's retail gallonaét 
_ — — (exclusive of direct volume done by ™4) 
81 100.0 100.0 oil companies). 
June 
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OILHEATING MARKET REPORTS* 


North Carolina 


he nine counties included in this study 

Cabarrus, Cleveland, Durham-Orange, 
Forsyth, Guilford, Mecklenburg, Rowan 
and Wake. They have within their borders 
most of the state’s larger cities such as 
Raleigh, Durham, Greensboro, High Point, 
Winston-Salem, Salisbury and Charlotte. 

Estimated number of central heating oil- 
burners in use in the nine counties in- 
creased from 6,758 in 1945 to 100,723 
in 1955. 

The fueloil distributors participating in 
the county studies, including local repre- 
sentatives from the supplying companies, 
estimate that there were 24,700 new oil- 
heating installations made in 1955. This 
does not include oilheating plants sold as 
replacements of old oilburners. Apparently 
about 17,100 of the new jobs replaced 
other fuels and 7,600 went into new homes. 
The gas industry apparently added 3,240 
new heating accounts in the nine counties 
of which only 670 went into new homes. 


Fuel Costs 


No. 2 fueloil has a range within the nine 
counties from 13.8¢ in Mecklenburg to 
14.8¢ in Wake, averaging 14.3¢. This is 
equivalent to 10.2¢ per therm of 100,000 
Btu. 


There is some variation between the 
separate utilities that serve the nine coun- 
tie. They get down to a minimum rate of 
either $1 or $1.10 per thousand cubic feet. 
Using a straight natural gas, this would 
represent either 10¢ or 11¢ a therm. How- 
ever, that’s far from being the whole story. 
They all get some of the heating in their 
higher brackets. 


To get a true cost comparison with 
other fuels you would have to figure each 
tate structure for each heating month, but 

t any of them would figure out at 
12¢ to 13¢ a therm over the season. 


Most commonly used coal is the Poca- 
hontas variety of bituminous fuel. A few 
spots use anthracite but the cost is about 

¢ same. It ranges between $16 and $17 a 
ton depending on the county, averages 
$16.40, Where this is Pocahontas, they get 
14,000 Btu to the pound, so the cost is only 
5.9¢ a therm. 


Fueloil Distribution 


At an average annual consumption per 
customer of 973 gallons of No. 5 fueloil, 
the total demand in the nine counties is 
Just above 98 million gallons, The average 
gure is not based strictly on residential 
cenmation but includes as well the small 
rae iy accounts that use No. 2 oil for 
r ng. This average figure has also been 
adjusted to ncrmal weather. 


ie major companies supply to the mar- 
the intenommately 95% of this fuel, while 
5% pependent terminal operators furnish 
: se ABLE I shows this factor and several 
elated ones by counties, 


By way of delive 
ry refinements, we find 
tat 139% of the furnace oil users get eile: 
: suse by the degree-day method. 
Use Of VENTALARM signal h 
f f VED signals or other 
pes idevices is quite limited, partly be- 
take @ large number of North Carolina 
oak dir installed underground. In the 
aaatles only, 17% have the.» fill sig’ 
% . 
Copyright 1956. Oilheati M 
Reports, 270 Park Ave., New York, NY 


nals, but Mecklenburg County is highest 
with 50%. Fueloil budget plans serve 7% 
of customers; national average 17%. The 
fueloil marketers in the nine counties op- 
erate 351 trucks to deliver No. 2 fueloil. 
Quite a lot of them also handle other 
products, principally No. 1 fueloil or kero- 
sene. We couldn't get a complete analysis 
of the distribution of these trucks but we 
did identify 140 companies that operated 
241 of the trucks. Here is the breakdown: 


78 companies operated one truck each 
35 companies operated two trucks each 
20 companies operated three trucks each 
4 companies operated four trucks each 
2 companies operated five trucks each 
1 company operated seven trucks 
140 companies operated 241 trucks, average 
1.7 trucks 


Again the unusual nature of fueloil dis- 
tribution in this area shows up in the other 
lines sold. For example 44% of the com- 
panies that sell fueloil also sell gasoline. 

We find that 20% of the fueloil mar- 
keters sell coal down this way, not too dif- 
ferent from the other-markets average of 
27%. 

The really big difference comes in selling 
oilheating equipment. Only 8% of the 
fueloil men in the nine counties are in the 
oilheating business. 


Equipment Sales and Service 


As would be expected from the forego- 
ing data on how the fueloil marketers in 
these counties were wedded more to gaso- 
line than to oilheating, we find that only 
five per cent of 1955 installations were 
made by oil companies. These oil men did 
much better on taking the responsibility 
for burner service, handling 28% of the 
customers’ needs along this line. 

TABLE 1 shows the differences on these 
points by counties: 

Service contracts of any kind are not 
often used . . . the score is 2% for the 
nine counties, with none of them showing 
over 5%. Annual overhaul job and tune- 
up jobs are much more common, with 35% 
of customers thus served. This practice is 
strongest in Guilford and Durham-Orange 


Counties, at 50%. 

The customary charge for annual con- 
tracts, not including parts, is $15. No one 
of the markets listed contracts including 
parts. For the annual clean-up the price 
range is from $6 to $15 and averages $9. 
The two counties just mentioned as doing 
the most of this work charge $6. 


For individual service calls the average 
minimum charge by oil companies is $4.00 
and by general heating or service com- 
panies, not in the oil business, it’s $5.70. 
Combining both types of service outfits, oil 
and non-oil, the highest average is in Meck- 
lenburg County at $6.25 and the lowest in 
Wake County at $4.00. 


Advertising Promotion 


Major oil companies have done a fair 
job of advertising fueloil through the Pied- 
mont area but most of the emphasis, as in 
other places, is on brand rather than on 
the benefits of oilheating. The independents 
have done a surprisingly good job in indi- 
vidual company advertising; averaging the 
nine counties we find that 65% of the 
companies have used newspaper, billboard 
or radio to advertise fueloil in 1955. 

At a January meeting with representa- 
tives from the nine counties, officials of 
the N. C. Oil Jobbers Assn., and district or 
division officials from major companies and 
independent primary suppliers (31 men all 
told), were in general agreement about the 
overall scope of a program for 1956. 

It was believed desirable to include in 
the promotional efforts not only heating 
with No. 2 oil but also heating applica- 
tions with No. 1 oil or kerosene. This is 
one state where space heaters, floor fur- 
naces and the like consume considerably 
more fueloil than the central heating plants. 

In the nine counties we estimated the 
annual consumption of No. 2 oil to be 
about 98 million gallons and No. 1 oil or 
kerosene at 107 million gallons. This latter 
is primarily for heating, as these are not 
the counties that have considerable business 
in tobacco barn heating . . . they are mostly 
farther east. 

On: the recommended _— supporting 
basis of $150 per million gallons of both 
products at the wholesale level and $250 
per million gallons at retail, the campaign 
goal is to raise $60,000 this year. This will 
be achieved with a participation of 75% of 
the gallonage. 


TABLE I 
Fueloil Distribution Pattern, 9 Counties, North Carolina 


——INCOMING SUPPLY—. 


——RETAIL SALES———- 





RACK BUYERS——— 


























by 4 yy Fueloil % of. 0 of 
COUNTY Majors Terminals Majors Distributors Companies Volume 
Cabarrus 100% 0% oe ve ord 
Cleveland 90 10 0% * 100% me - 
Durham-Orange 95 7 5 95 20 
Forsyth 95 5 0 100 17 12 
Guilford 95 5 20 80 10 
Mecklenburg 99 1 96 15 2 
Rowan 100 0 15 85 ee 
Wake 80 20 30 70 35 20 
We. Average 95% 5% 11% 89% 15 8 
TABLE II 
Oilheating Sales and Service 
EQUIPMENT SALES-——BY BURNER SERVICE—BY 
Heating Service Oil Heating Service 
COUNTY Co’s Conw’s Spec’ts Co's Contr’s Spec’ ts 
Cabarrus 0% 99% 1% 10% 10% 20% 
Cleveland 2 60 38 P 60 35 
Durham-Orange 5 90 5 5 90 5 
Fors 3 97 0 75 25 0 
Guilford 10 85 5 60 30 10 
Mecklenburg 10 90 0 40 50 10 
Rowan 2 90 8 2 90 8 
Wake 10 80 10 30 40 30 
Average 5% 87% 8% 28% 57% 15% 








Ever Dream of Having 


_ ALL THE HOT WATER 
P74 YOU CAN USE FOR AS ¥ 
a LITTLE AS *4°° A MONTH | 


It’s No Dream —It’‘s a Fact 





That’s all it costs the average family 


with an 


WATER HEATER 


with a Gun Type Oil Burner 





FAST RECOVERY 

Recovery rate is really fast .. . 4 times 
Faster Than Gas 

RELIABLE 

Standard Gun type Oil Burner complete 
with all Controls 

TWO TANK STYLES 

Copper or Glass lined 

PRICED RIGHT 

Low initial cost makes this Oil Burning 
Water Heater competitive with Gas Water Heaters 











Write for Specifications & Trade Price 
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List of Exhibitors 
(Begins on page 72) 


. Space No. 

+ Div. (Clevelan 

Tae products) (503-505) 

Attending: R. J. Lucas, D. W. Rouse, C. H. 
Strack, L. D. Clough, E. A. Hoey, K. H. 

slitting: Wall flame oil furnaces and 
conversion burners, wall flame cast iron 
boiler, comfort cooling equipment, pres- 
sure type conversion burners, wall flame 
water heaters. 

New Products: Wall flame cast iron boiler, 
comfort cooling equipment. 


The Torrington Mfg. Co. (129) 

Attending: D. B. Robinson, L. C. Lind- 
strom, W. Cashen, C. A. Hathaway, 
T. J. Oliver, C. I. Crawford, A. N. 
Casadei, L. A. Hennequin, F. C. Hoh- 
meister. 

Exhibiting: Airotor blower wheels, Airisto- 
crat fan blades. 

New Products: Center lock wheels 9” to 
12” diameters. 


Union Electric & Mfg. Co. (242) 

Attending: Henry Winston, Louis New- 
man, Harry Zaifert, Julius Lome, Fred- 
erick K. Coppell, Charles Rapiport, Sid- 
ney S. Blackman. 

Exhibiting: Ignition transformers. 


Utica Radiator Corp. (144) 
Attending: Harold N. Jones, James R. 
Cassidy, Carl A. Sawade, Edward F. 
Kelly, Irving Melnick, Harry B. Osmund- 


sen, 

Exhibiting: Wet-base cast-iron oil boiler, 
Starfire boiler, cast-iron baseboard radia- 
tion, radiant radiation. 


Vaco Products Company (345) 

Attending: Roy Vetzner, H. D. Rabin, 
Arthur Hamerschlag, Joseph M. Stein- 
man, H. Koppelman, A. B. Bernstein. 

Exhibiting: Screw drivers, nut drivers, 
pliers, wood chisels, solderless terminals, 
crimping tools. 

New Products: Midget pliers. 


Van-Packer Corporation (317) 

Attending: O. E. Collins, R. F. Van 
Alstyne, C. M. Montgomery. 

Exhibiting: All-fuel residential chimney, in- 
dustrial stack. 

New Products: Industrial stack. 


Walker Mfg. & Sales Corp. (230) 
Attending: Ed Colley, E. S. Cushing, R. 
D. Bitzer, R. E. Michel, G. Mitchell, 
- H. Ziph, R. D. Denning, L. Bartholo- 
ew, 

Exhibiting : Draftbooster, domestic and in- 
dustrial draft controls, YVenturi-Top 
chimney caps. 

New Product: Draftbooster. 


Waterfilm Boilers, Inc. (459-460) 
Attending: V. Butler, E. P. Wodecka, C. 
Heinz, C, Dorfram, P. Gelston, J. Gate- 
wood, B. Steele, T. Girski. 

xhibiting : Packaged boilers, water supply 
heater, Trimrad radiation. 

New Product: Oilfired packaged unit. 


Webster Electric Co. (201-203) 
Attending: B. T. Wiechers, P. G. Crewe, 
J.J. Munroe, H. C. Stacey, W. E. Dent, 
A Lewane, Louis Ehrich, Paul Deuble, 
. n Kralicek, John McAlvay, Thomas 
Godburn, Jr., Louis Woolf, Paul 
aurice, William Wenszell, George 
Bxhankerhuft 
ibitin : Service Saver fuel-unit, Web- 
sters’ Caravan of Service. 
ew Products: Service Saver. 


E 


Weil-McLain Co. 
Attending: W. C. Kern, P. R. Stockwell, 
Martin Newman, C. A. Wolff, J. A. 
Ney, J. T. Lim, J. C. Puls, G. S. Wil- 


liams. 


Exhibiting: Oilfired boilers and units; pack- 


age boilers. 


New Product: No. 72 for oil & oilheating 


unit. 


Westinghouse Electric Corp. (327) 

Attending: C. R. Rhine, J. F. Farrell, R. E. 
Cappalli, A. P. Blockhaus, C. B. Jakes, 
E. A. Whiting, S. B. Peterson. 


Space No. 
(307-8-9) 


Space No. 

White-Rodgers Co. (425-426-427-428) 

Attending: R. A. Sherer, E. C. Robinson, 
E. Ball, A. E. Petersen, R. N. Weber, 
E. E. Harwood, E. A. Hartnett, F. Craw- 
ford, H. Campbell, F. Ouweleen, P. Ran- 
dall, C. Moreng, E. Weschsler, D. West- 
cott, W. Weber, T. Langan, W. Gill, 
W. Donahue, B. Cole. 

Exhibiting: Automatic controls for heating, 
refrigeration and airconditioning. 

New Products: New decorator thermostat 
and new primary oilburner control. 


Windmaster Company (125) 
Attending: N. S. Hearn, R. W. Franks, 
L. F. Cooper, Jack Figgins, Frank Gib- 


Exhibiting: Fractional horsepower motors. bons. 


New Product: 48 frame, shaded pole. 








“Rolling contact” 
Gear Teeth used in 
Invader pumps 


Exhibiting: Windmaster draft control. 








Siem 
KEEP PETROLEUM END PRODUCTS ON STREAM 


Invader Pumps . .. for petroleum products ranging from 
gasoline to asphalt... keep thousands of streams of 
these products in motion—in bulk plants, on trucks, or 
in transfer service. 


Self-priming and pulsation-free, Invader pumps 
“deliver the goods” because their rugged construction 
enables them to stay in service, virtually without main- 
tenance or repairs. 

Radial thrust bearings keep pump in alignment; 
multiple seals prevent leakage ... protect bearings; ex- 
clusive rolling tooth gear-within-a-gear reduces friction, 
wear and power consumption. Invader pumps are field 
proven...under operating conditions that are really tough. 


Ask for specifications and prices of pumps to 
meet your service requirements. 


THE WAYNE PUMP COMPANY 


Salisbury, Maryland 











Northwest Program Grows 
(Begins on page 92) 

For the 1956-57 season the dealers’ 
share from 12 areas of the state is 
pledged at $106,873, to which will be 
added the majors’ share. The division 
by areas is shown in the box. 

The Oregon budget lists pledges and 
anticipated contributions from 27 
markets, although we cannot list these 
in exact figures as was done for Wash- 
ington. Their report shows the antici- 
pated sums in round numbers, reach- 
ing a total for dealers of $93,312.50. 


the First and 


Removable Coil 


Only 

















CUTS MAINTENANCE COSTS... 









The actual subscriptions toward this 
goal are given only in total sum of 
$72,073 thus far. Portland, with 46% 
of the total pledges, represents nearly 
half the state. An interesting item in 
the Oregon report showed that while 
distillate gallonage in the state in- 
creased 11% between 1953 and 1955, 
the Portland gain was 21%. 

In the Washington listing of sup- 
port by areas we again notice that the 
leading city, Seattle, is providing half 
of the state’s investment in the cam- 
paign. 















Auburn § 125% 
Port Angeles 1,968 
Seattle 53,800 
Bremerton 5,602 
Tacoma 13,780 

Anacortes- 

Mt. Vernon 1,880 
Everett- 

Marysville 4.280 
Spokane 13,696 
Olympia 3,297 

Walla Walla 1,875 

Bellingham 2,674 

Yakima 2,767 
Total $106,873 

















All Copper Tankless Heater 





..- ASSURES CUSTOMER GOOD WILL! 


EXCLUSIVE 


The 








ENGINEERED 


DELUXE TANKLESS WATER HEATER DE- 
FIES COMPARISON .. . at ANY price! 


@ Can be installed either VERTICAL or HORI- 

ZONTAL. 

Does NOT have to be completely removed in 

hard water areas. 

REMOVABLE copper coil unit permits re-use 

of shell or coils. 

Air vent PREVENTS heater from becoming air 

bound. 

Pre-tested to withstand 150 Ibs. 

working pressure. 

All joints, coil tubing, copper shell, seams and 

bronze flange are SIL-FOS brazed to BRONZE 

fittings to insure permanent air tight, water 

tight union. 

@ LIFETIME Guarantee 
WORKMANSHIP. 


ACTUAL 


on. all Cap 


Write today! 


Our 50th Anniversary 


KAM WATER HEATER MFG. Co., INC. 


239-249 ALABAMA AVENUE 


BROOKLYN 7, NEW YORK 


In Canada—Diamolloy Co. Ltd., 2316 Gerrard St., E., Toronto, Canada 
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QUALITY PRODUCTS SINCE 1906 
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Nevada also has a campaign cen 
tered around Reno, with a 195657 
budget of $6,500. 

The Northwest Regional Advisory 
Council is headed by M. N. Vining of 
Seattle with Cliff Arntson of Port 
land as vice-chairman. Robert Elmslie 
of Seattle is secretary. Heading the ad 
vertising programs in the two states are 
Fred Griffin of Seattle for Washing 
ton and Len Gehrke of Portland for 
Cregon. 
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Chicago Electric Group 
sponsors cooling Contest 





A CONTEST for Chicago residents to 
determine the most important benefits 
of home airconditioning is being cov 
ducted by The Chicago Tribune in 
cooperation with the Electric Associa 
tion of Chicago as part of a program 
to increase the airconditioning com 
sciousness of the area. 

The program places promotional em 
phasis on both window and central air 
conditioning units, along with dehv 
midifiers and other types of aircondi 
tioning equipment and ties in with pr 
motion at Chicago’s Electric Living 
Institute. 

Leading appliance manufactures 
and distributors are participating inthe 
event. Banners announcing the prom” 
tion have been supplied to distributos 
Additional promotional support ” 
cludes newspaper advertising and edt 
torial features, radio announcemest 
and posters on The Tribune circulation 
trucks. 

Winner of the contest will re 
his choice of any standard model 1% 
airconditioner made by one of the P# 
ticipating manufacturers in capaci 
up to % ton, installed. 
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FOR EVERY TYPE OF SERVICE 
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I service give out a sound beat or slight 
on-and-off purring sound that’s par- 
ticularly heard upstairs in a house 
heated by warm-air. 

Usually I can get rid of this sound 
by loosening one of the two motor bolts 
or one of the two fuel-unit bolts that 
secure motor or fuel unit to blower 
housing. I loosen a bolt just enough 
to “tune out” the throbbing sound. 

: I go further occasionally and loosen 
Soaders FAiakdases fuel-unit bolt enough to slip a piece 

of paper or cardboard between the 
Q. Certain flange-mounted burners __fuel-unit machined face and the blow- 

















You Sell the Healthiest Heat 
Known when You Sell 


THE Bélhbehem 
DYNATHERM 


Here is a thoroughly engineered 
Package Unit that offers the 
Healthiest and Most Economical 
Heat known... 


Wet Heat! 


The Bethlehem DYNATHERM provides all the 
heat a person needs to keep his home comfortable in 
the coldest weather . . . operates economically . . . re- 
quires the least personal attention and a minimum of 
service. 














And—it heips to keep a person healthy too, because 
it radiates WET HEAT—the kind of heat known by 
actual tests to be the Healthiest Heat known! The 
Bethlehem DYNATHERM is completely assembled 
and tested at the factory, thereby reducing installation 
cost, and assuring dependable service. 





Wire or write for full information ... and get 
started selling this outstanding Package Unit 
that offers everything your customers have been 
looking for in Healthful Heating. BIG PROFITS 
FOR YOU TOO! 





BETHLEHEM FOUNDRY & MACHINE COMPANY 


225 WEST SECOND STREET e BETHLEHEM, PENNA. 
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er housing. By cut-and-try, I locate the 
paper or cardboard at one side or the 
other, or above or below the fuel unit 
When I do this properly, the objec 
tionable sound is gone after I tighten 
the two fuel-unit holding screws, 

My boss, who’s never worked g 
burner service, says I am wrong doing 
these things and should stop. He says 
all motors and fuel units should he 
metal-to-metal tight on burners with 
all holding screws drawn up tight 
as they are when manufacturers ship 
burners. 

I'm asking your opinion because 
obeying boss’s orders will take from me 
my pet method, in fact my one-and- 
only method, for ending noise com 
plaints I get on these forced-air jobs, 
Really, I don’t leave these important 
holding screws so loose that the bum 
ers might fall apart as time goes on, 
If I worried at all about that, I'd 
remove a screw I must “adjust” to 
attain quietness, and batter its threads 
a bit to make it screw in very hard 
when put back in again. 


J. F. S., Bronx, N.Y, 


A. Both your quieting procedure 
and your argument in favor of it are 
excellent. Your odd procedure does 
make burners quieter than they would 
be otherwise. 

“Tuning” the support screws of the 
motor and fuel unit actually is im 
proving the shaft alignment and end: 
ing noise that has been coming from 
the flexible coupling between the mo 
tor shaft and fuel-unit shaft. Such 
“tuning” also reduces the load the 
motor carries, in the case of a burner 
that has been suffering from gross 
misalignment. Reducing the motor 
load, of itself, makes a burner quieter. 

If your boss does not want you t 
use your pet method for quieting noisy 
burners, suggest to him that he try © 
buy burners better designed and con’ 
structed, which are so well inherently 
aligned that they don’t need your ef 
forts to quiet them. 


Q. A group of apartment houses 
near New York is heated by 12 rots) 
cup burners using No. 6 oil. Pilots 
have given trouble since 1,000 Btu gos 
has replaced the 550 Btu manufactured 
gas, and finally I’m caught uP and 
want to do something about them 
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DAYTON OHIO 





It’s shorter, 30% lighter, and— 
the quietest performer on the market! 


Length reduced 114 inches. Easier to fit into new 
design, smaller furnaces. 


Weight reduction makes it 30% lighter, easier to 
install. Permits use of lighter supporting members, 
too. Saves packaging and shipping costs. 


Quieter operation results from Delco Products 
lubrication system. Lower sound level assures cus- 
tomer satisfaction, especially on living area units. 


What's more—these new Delco Electric Motors for 
oil burners are totally enclosed for greater safety and 
better appearance. They are approved by Under- 


writers’ Laboratories, of course. Delco Electric 
Motors are sold and serviced throughout the world 
by the largest organization in the industry. 


Delco Products gives you the best electric motor for 
your oil burner, or any other product .. . the best 
service for your customers . . . the finest application 
engineering assist- 

ance. Next time you 

need motors, call 

your nearby Delco 

Products sales 

office. 


DELCO Zvi: MOTORS 


DELCO PRODUCTS, DIVISION OF GENERAL MOTORS, DAYTON, OHIO 


Frovecl best by Performance S 
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. . .» Readers’ Problems 


These gas-electric ignition systems give 
lifeless, shapeless, messy gas flames. I 
don’t want to replace the 12 torch 
assemblies using modern assemblies, 
though I know one make of unit with 
a primary-air blower that certainly 
will do a swell job. 

I do want to add the forced-pri- 
mary-air feature to the gas pilots of 
these burners, feeding them air under 
pressure which comes from the pri- 
mary-air blowers of the rotary burners. 
Certain new burners come with this 
feature. 

Can you give me the name and ad- 
dress of the manufacturer of a kit, 
which I can use on these burners, to 
make these gas pilots the forced-pri- 
mary-air type? 


W. S. O., Hempstead, N. TY. 


A. We know of no kit which can 
be used on any make and model of 
horizontal rotary cup burner to gain 
the advantage you desire. If the manu- 
facturer of the burners cannot provide 
you with the parts you need, your only 
way out of the trouble may be to in- 
stall the unit which has a primary-air 








MODEL R 
115,000 to 212000 BTU 
Wondaire Oil-Fired Lo-Boy 


Today’s heatin 
formance and de 


and dealers as com 
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THE WORLD’S FINEST HEATING 


prospects are interested in the per- 

ndability of their investment. They 
are interested in heating equipment which offers them 
the greatest value backed 
everything that it should. Wondaire heating is be- 
coming a “buy word” for more and more wholesalers 
tition begins to weed out the 
narrow margin and low performance operators. This 
is one of the major reasons why more and more heat- 
Sate ing experts are recognizing and requesting Wondaire 
a LY, of 4 Oil or Gas fired heat. > 

built at prices to please everyone. 


Wondaire 


blower, which you know will do a 
swell job. 


Q. Installed nine years ago, this 
automatic burner using No. 6 oil gives 
trouble only because oil goes to its 
atomizing cup at a maximum of 120°F. 
whereas 145°F. or 160°F. would be 
better. 

Under these conditions, would most 
dealers replace the under-the-waterline 
fueloil heater with a larger heater, or 
leave the old heater in place and install 
another in series with it? New at com- 
mercial-industrial burners, I would ap- 
preciate your telling me which course 
I should recommend to the owner. 


N. R. T., Chicago 


A. Especially as you are a bit un- 
certain and aim to appear thorough 
and professional, recommend the more 
clean-cut job of a replacement heater. 
Discard the old heater, or keep it on 
hand for possible use later on a smaller 
installation—if it’s in excellent condi- 
tion. Make certain the new fueloil 
heater has ample capacity; consider 
asking the heater manufacturer for a 





by a guarantee which offers 


COX MANUFACTURING CO. 


SEND ME COMPLETE INFORMATION ON— 
( Horizontal 
[) Medel H 









size that will heat the oil to 160% 
with the boiler water temperature 
about 190°F., for you'll have a ged 
face if the new heater you install fails 
to produce the oil temperature yoy 
promise the owner. You can throttle 
the flow of water through the shell of 
an oversize heater to reduce its By 
output. 







Q. I made combustion tests of a fur 
nace which has three fire sizes, pilot, 
ordinary, and booster for extremely 
cold weather. Which stack tempew 
ture and CO, should I put down on 
my report, those of the ordinary flame 
or the booster flame? Furnace is so much 
oversize that I think the booster flame 
goes into action only on coldest days, 
or when owner sets the two-stage ther 
mostat up perhaps five degrees. 

D.C. K., Cleveland 


A. Report the stack temperature 
and COs readings of the ordinary 
flame and of the maximum flame, and 
try to give the owner an idea of how 
much oil per year is used by each of 
the two flames. 





Wondaire 
Horizontal 
80,000 to 400,000 BTU 















MODEL CFO 
80,000 to 150,000 BTU 
Wondaire Oil-Fired Counter-Flo 








Ridgeville, Indiana 
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LEADERS RELY ON LAU 


25 Years Building Better Blowers 


Special engineering, special manufacturing 
developments and highest standards of 
quality have kept Lau ahead for the past 
25 years. And now, during our Silver Anni- 
versary Year, Lau continues to set the pace 
in the air-moving equipment field. 


THE LAU BLOWER COMPANY 


2000 Home Ave. * DAYTON 7, OHIO 
Other plants at Kitchener, Ont., Canada, and Azusa, California 


18-4, 56 


This exclusive Lau-designed and patented bearing bracket 
didn’t just happen! The problems of strength, rigidity, posi- 
tioning, alignment and permanent attachment all had to be 
reckoned with. And there had to be a minimum impediment 
to air flow inlet. Our Bearing Bracket insures concentricity 
of shaft and wheel to blower housing. It’s a three-point sus- 
pension “tripod” design. It is positively attached to the scroll 
side by both mechanical lock and spot welding. It's superior 
to any other on the market. Another example of why Lau 
Builds Better Blowers. Ask us how we might handle your air 
handling problems, write Dept. M. 



























- Readers Problems 


Q. I'm studying the antics of a job 
whose stack control acts promptly after 
the gun-type burner flame gets going, 
because the stack control is mounted 
on the furnace and its flue-gas heat- 
sensitive element gets benefit of heat 
from 825°F. flue gases. Every time I 
inspect the burner, it behaves perfect- 
ly. One afternoon I started and stopped 
it 50 times. Perfect start-ups and per- 
fect burner operation every time. 

Here’s why I am studying the job. 
At times it goes two months without 
trouble. At times it stops “‘on safety” 


about once a week. It even has stopped 
“on safety” four times during one day, 
but when I arrived in the evening it 
behaved perfectly. 
S. T., Lakewood, Ohio 
A. Either (a) the stack control is 
defective and stops the burner “on 
safety” when it should not, when the 
flame behaves perfectly, or (b) at 
times the flame misbehaves or does not 
light promptly, and the stack control 
acts properly in stopping the burner 
‘on safety.” 
To go into action effectively and 






































nn: braille eR 





IF you want an air conditioner that’s ideal for a house with radiator 


heat 


IF you want an air conditioner for a house with ductless warm air 


heat or a gravity furnace 


IF you want an attic-installed air conditioner for the upstairs of a 


house 


IF you want a basement-installed air conditioner for the downstairs 


of a house 


IF you want to air condition a small shop or a suite of offices 


and 


IF you want to do it without tearing the place apart. If you want 
to do it easily, economically and without water or drain 


connections... 


THEN this fully automatic, com- 
pletely self-contained Remington 
Model 250 is your answer. Here 
is a powerful, compact 214 H.P. 
unit designed to cool 3, 4, 5 or 6 
rooms. Here is a unit that can be 
put anywhere outside the condi- 
tioned space — attic, basement, 
garage, utility room or closet. 
And it’s made by the makers of 
the world-famous, Tropic-Tested 
Remington room air condition- 
ers. 


Choice territory for dealers and representatives still open. Write, 


wire or phone for details. 


REMINGTON AIR CONDITIONING DIVISION 


AUBURN 





NEW YORK 
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promptly, rule out possibilities of (a) 
by replacing the stack control with , 
new one which you know perform; 
perfectly. Consider lending the ney 
one to your customer in an effort t) 
find out if his stack control is good o 
bad. If this ends the trouble, you knoy 
misbehavior on the part of the burne 
has not been causing the shutdowns 


If the shutdowns continue after you 
install a new stack control, concentrate 
on all reasons for ignition failure o; 
flame failure. Check for low voltage 
at times (perhaps the lighting company 
will lend you a voltage recorder), 
check for loose electrical connection; 
and for voltage drops in the wiring 
and controls, and overhaul completely 
the burner’s ignition system. 


Q. Recently I ran into an installa 
tion about two years old where the fue 
unit had been replaced a month before. 

This job is operating on a single oil 
line and has an underground oil stor 
age tank located about 50 ft. from the 
burner. The single oil line and tank 
are buried under a cement floor. | 
found it impossible to adjust for a good 
fire. The fuel unit can develop a maxi 
mum pressure of only 140 to 150 lbs, 
with the burner running, the fuel uni 
develops a two-inch suction-line vac 
uum. 

I bled the fuel unit for a number of 
minutes at the pressure-gage port and 
there was no sign of air what-so-ever 
Before I checked the fuel unit, I 
moved an oil filter from the oil-feed 
line, near the burner, to do away with 
possible air leaks in the filter. 

The oil line in the floor must come 
in contact with hot water pipes of th 
baseboard system (these are 1” size ito 
pipes, boiler is kept at 200°F., and cir 
culator runs continuously) because the 
oil flowing into the fuel unit is so hot 
I could not hold my hand on the oil 
feed line where it connects to the bum 
er. Firing rate is 1.0 gph, by-the-w#). 

My theory is that the No. 2 fulo! 
coming to the fuel unit is so hot that 
the pump cannot handle it proper! 
Am I correct? 

My suggestion is to install a 
stage fuel unit and run two lines 
the wall and across the ceiling 
check .valve in the oil line near where 
the tank is buried; this check vali 
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. ... Readers’ Problems 


would be the only portion of the line 
which is not buried. I would run the 
return line to the fill pipe of the tank 
which is in a spot that permits me to 
drill and tap an elbow for a connection. 
Am I correct in this? 


B. A. R., West Warwick, R. I. 

A. You are correct in your entire 
line of thinking. In fact, you propose 
remedies that are better than good 
enough for ending the trouble. For in- 
stance, although a two-stage fuel unit 
is better than a one-stage unit for most 


outside tank jobs, in this case the two- 
stage unit would not be needed along 
with your other corrective steps to end 
the trouble. Undoubtedly you can get 
by splendidly using the rebuilt one- 
stage fuel unit now on the burner. 
Faulty installation is entirely to 
blame for the trouble, because never 
should the return line be omitted on a 
job having a pressure burner connected 
to an outside tank. To arrange such an 
installation for one-line operation 
(with no return line) is dead wrong. 
That’s the definite thinking of every 














Which Month Has 28 Days? 


When | was a boy down in Kentucky a smart-aleck kid used to ask me ques- 
tions like that and when I'd come back with ‘‘February, of course,”’ he’d put over 
the trick answer: ‘Oh, no—ALL of the months have 28 days.’’ | guess he thought 
I'd admire his trickiness, but all it ever did was make me mad. I’ve shied clear 
of all kinds of smart-alecks and their tricky questions ever since. 


Most people are like me. If dealers are told lies about a boiler, that boiler 
manufacturer is going to suffer. Here in the Marietta organization, we just want 
to help our dealers make profits, so we can make some, too. The reason our busi- 
ness is growing steadily is really very simple: We treat our customers like we 
would want to be treated. We ship boilers that are properly designed, carefully 
made of the best materials, and equipped with the best accessories. Its record 
in the field makes us believe that ‘‘Magic-Heat"’ is the finest boiler made, and 
that our prices are the most reasonable in the oilheating business. OUR 


SERVICE IS GOOD, TOO. 


We're looking forward to visiting with you at our Booth at the big OHI Show. 
Maybe we can show you why a little ‘‘Magic- 
Heat’ applied to your business would reduce 


your troubles and swell your profits! 


President 


SEE US AT Booth 547-OHI Show! 








MARIETTA METAL PRODUCTS CORPORATION 





540 North 63rd Street Box 66 

ade a . . 

GRanite 4-3076 MARIETTA, PA. Marietta b-3951 
136 





June 
1956 





manufacturer we know of Producing 
pressure burners, fuel units, anj 
pumps for domestic burners, Dozens of 
times we've published the rule thy 
pressure burners connected to buried 
tanks need return lines, and never haye 
we heard from any dealer or manufac. 
turer who disagreed with this rule. 

Of course to have the buried feed 
line receive heat from a hot pipe 
wrong, especially the great amount of 
heat you indicate this fueloil feed line 
receives. Even then, the job would not 
be giving trouble now if it had been 
fitted with a return line when the 
burner was installed. Here's why, 
Right now there’s a slow flow of oj 
through the single-line feed line, a flow 
of only 1.0 gph, equal to the firing rate 
of the burner. Therefore the oil flow. 
ing through this line becomes exceed: 
ingly hot while only a small amount 
of heat reaches the line. If a return line 
had been installed, the oil would flow 
to the burner through the suction line 
at a much higher rate, a rate equal to 
the pumping rate of the fuel unit. The 
fueloil would flow through the suction 
line at perhaps 10 or 15 times the rate 
it now flows through the line feeding 
the burner. At this high rate, the oil 
flowing to the burner would be heated 
only slightly—not enough to caus 
trouble, especially for a fuel unit prop 
erly fitted with a return line on buried 
tank job. 


Q. I read your March issue article 
by J. W. Schulz entitled “Standards 
for Safety.” I have a copy of the book 
“Standards for Safety” UL 296, third 
edition, and I call attention to par 
graph 222 on p. 37. This states tha 
oil-line unions, where used, shall be the 
ground-joint type or the equivalent. 
We are experiencing much trouble 
with oilburners which have a YA" pipe 
for a nozzle line with a bend to 
through the housing and connect 104 
flare copper nut. 


In the first place, the diameter of 
Y%" standard pipe is .405” whereas the 
standard diameter of a male fitting for 
a flare nut is .4375”. That is 4 differ 
ence of .037”. In other words, this pt 
vides only a half thread on the end of 
the pipe. The result is that after th 
burner is serviced a few times 
threads are no longer oil-tight. To stop 





















































| WHITE-RODGERS CONTROLS FOR MODERN COMFORT 
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Fast, safe, reliable operation regardless of stack 
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WHITE-RODGERS OIL BURNER PRIMARY CONTROLS 


temperatures low as 200°—high as 1000°! These 
INTERMITTENT AND CONSTANT IGNITION TYPES 
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_-; White-Rodgers controls are engineered to meet 





the exacting needs of modern furnaces and boilers 


—and eliminate customer call-backs! 





” You can depend on White-Rodgers controls to 
set the standard . . . and maintain it. 


.insist on White-Rodgers 
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- WHITE-ROUDGERS Controls for Modern Comfort 


ond of HEATING - REFRIGERATION - AIR CONDITIONING 
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. » - Readers Froblems 


the oil leak is impossible unless you 
can obtain a new fuel line, or you cut 
the old one and make up some fittings 
which is a very nice thing—especially 
some night when you can’t obtain the 
parts you need. I feel that only a fit 
ting that can be replaced easily should 
be used for connecting the nozzle line. 
I am very much in favor of quality 
and I am opposed to these low-priced 
gimmicks which give servicemen head- 
aches and increase service costs. 
Thank you much for anthing you 


Sheared to Size—Less Scrap 
Save Time—Cut Costs 


The right steel makes all the dif- 
ference in your oil heat combus- 
tion chambers. That’s why it pays 
to use Ingersoll heat-resisting 
Stainless steel! 


It’s easy to fabricate—because it 
has exceptional forming qualities. 


It withstands high temperatures 
—because its analysis is correct. 


It’s uniform in quality—because 
Ingersoll specializes in producing 
this type of steel. 


It comes to you sheared to your 
specified blank sizes, or multiples 
thereof, depending on size—so it 
saves you time, money and scrap. 


Specify Ingersoll—and profit by 
the difference! 


Write, wire or phone for details 





STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Ill. 


‘Plant: New Castle, Indiana 
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can do to better this oilburner indus- 
try. 
S. W. I., Lancaster, Pa. 


A. You make an extremely impor- 
tant point and you rate congratula- 
tions for your determination to service 
burners properly and to make efforts 
at improving the design and construc- 
tion of burners. 

As was indicated at the end of the 
“Standards for Safety” article, the 
appearance of the new book should 
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cause a tremendous wave of oilburne; 
modernization projects, aimed to make 
all installations 100% safe in terms of 
the new UL thinking which is give, 
in detail in this book. 


Q. Can we obtain reprints of your 
article in the January 1956 issue en. 
titled ““How to Adjust an Oilburney)” 

We give refresher courses for our 
service personnel. Having noted the 
number of fine technical articles deal. 
ing with domestic and -commercid 
burner service under your name, | 
would like to receive from you your 
recommendation as to the best avail 
able service manuals which we might 
use to base our courses on. 


P. D. W., North Tonawanda, X.Y, 


A. Your kind comments have been 
received thankfully by J. W. Schulz, 
He suggests that you use the following 
three reprint books as the bases for 
your refresher courses: 

(1) “Heading Off Trouble in Do- 
mestic Oil Heating” 

(2) “Fundamentals of Oilburner 
Controls” 

(3) “Installing the Domestic Oil 
burner” 

We regret to inform you that re 
prints of the article “How to Adjust 
an Oilburner” are not available. How 
ever, in the three books named above 
you will find everything that you de 
sire on precisely how to adjust a prey 
sure burner. 


Q. Whereas under suitable condi 
tions, a 110-volt shock can kill you, 4 
serviceman often gets a 5,000-volt or 
10,000-volt shock from an ignition 
system yet is not killed by it. Please 
explain. 

P. M. T., Melrose, Mass 


A. Short-circuit the secondary of at 
ignition transformer and measure the 
amps input of the primary, and youll 
learn the transformer can draw (@ 
maximum) only a limited amount of 
current. It gives out less than it takes 
in. Thus you really have little elect” 
cal energy pass through you when y% 
get a shock from an ignition tran 
former. There’s more on this on P. § 
of our booklet, “Fundamentals of Oik 
burner Controls,” available for $1. 
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WINKLER offers you everything fo sell 


.--plus thorough training in 


AIR CONDITIONING 
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applications 





Blower ond evapora- 
tor coil for moderniz- 
ing work 


WINKLER 


Winkler instructor takes the mystery out of air conditioning 


There is no “off”? season when you handle the 
Winkler line. For heating only...for heating and 
cooling...or for cooling only, there is no home 
comfort requirement which can’t be satisfied 
with Winkler equipment. In selling either new 
home builders or modernizers, you need never 
miss a sale because of a “short” line. The illus- 
trations on this page show a few of many Winkler 
Heating and Cooling Products. 

If you are passing up summer cooling or year 
’round air conditioning jobs because you haven’t 
the ‘‘know how” here’s the quick and sure way 
to get in on today’s big profit opportunity. In an 
incredibly short time, Winkler trains you to be- 
come an air conditioning expert. 

As a Winkler Franchised Dealer you are en- 
titled to receive—without charge—an intensive 
course of instruction at the Winkler Training 
Institute. You'll leave'the school fully equipped 
to do a competent job of installing Winkler heat- 
ing and cooling systems in residential and com- 
mercial buildings. 

Write today for complete information on 
America’s greatest line of automatic home com- 
fort equipment. 





WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS ¢ AUTOMATIC 


STEWART-WARNER CORPORATION |“2eets 


U. S. MACHINE DIVISION e Dept. H-66 « LEBANON, IND. 


ol 











































. . « Readers’ Problems 





Q. In the past month we have had 
trouble with two hgh-pressure burners 
stack- 
mounted controls. Both failed to ignite, 
in the first place, and then failed to 
stop running as the second trouble. The 
results in both cases where the same; 
we faced the great task of cleaning up 
oil-staturated combustion chambers 
and boiler passages. Then we had the 
additional problem of the long burn- 
out period. 

What can we do to postively insure 
that a burner will not continue to 


with — intermittent-ignition 


spray oil into the combustion chamber 
when there is no fire or ignition? 
Incidentally, in both cases described 
above, the customers heard the burner 
motors running and quickly opened 
the main switches because the burners 
were not producing fires in their com- 
bustion chambers. 
W. F. L., Brattleboro, Vt. 
A. On the two jobs which gave you 
the trouble, the stack controls simply 
were out of order in such a way as to 
provide no protection against ignition 
failure. Therefore, the burners did not 





Just Published by the 


Institute of Appliance Manufacturers 


Complete handbook -- 


Vaporizing Oil 
Burners 


KEY TO BETTER, 
SAFER HEATING 


118 pages of 
up-to-the-minute data 
for servicing all makes 





Here’s just about the best thing ever to 
assure top performance from all types of 

Ele- 
.. yet 
with ample technical interest for the 
This new 118-page handbook 
has all the basic data for solving field 


vaporizing oil burning equipment! 
mentary enough for the trainee . 


veteran. 


problems. Easy to read ... packed with ¢ About fuel oil 

illustrations . . . fits into the pocket. e Oil handling parts 
Order one copy or several gross for e Auxiliary equipment 

distribution to your service organization, + Installation, initial 


jobbers, distributors, contractors. 


will pay big dividends. 


Order Your Copy Today! 
Please Mail Remittance of $1.00 with your order to: 


HEATING PUBLISHERS Inc, 





Cost 
is only $1.00 each and we guarantee it 
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stop properly at the end of their 99, 
second try-for-ignition period after th 
burners started but their flames failed 
to ignite. 

Modern stack controls rarely giye 
this trouble unless they have beep 
tampered with or abused. Because yoy 
have had two cases of such trouble in 
one month, you should check thor 
oughly to make certain your men are 
using proper servicing technique, Sim- 
ply obtain and follow to the letter the 
excellent instructions on these stack 
controls available from their manufac. 
turer. That will end your trouble, 


o, 
“~~ 


W. E. Landmesser has been named 
manager of sales, Residential and Com 
mercial Airconditioning Products 
York Corp., York, Pa. He has been 
with the company for 18 years and 
will now be responsible for sales 
through the Commercial Division diy 
trict offices and distributors, to dealers, 
builders, and fleet accounts throughout 
the nation. This involves eight district 
ofhces and more than 200 distributors 
with dealer representation running 
into 3,000 plus. 


John R. Lenox has been appointed 
general manager of Honeywell's Ap 
pliance Controls Division, Gardena, 
Calif. Raymond S. Fries, formerly 
manager of new products in Minne 
apolis, has been transferred to the 
California plant to become factory 
manager. The Gardena plant produces 
automatic controls for water heaters, 
floor furnaces, wall heaters and central 
heating plants. 


Gunar Moe has been promoted to 
district manager, New York Office, of 
the Century Electric Co., St. Louis, 
Mo. He has been with Century since 
1930 and with the New York office 
since 1932, 


Virgil A. Good, vice-president, 
sales, has been named to the board of 
directors, Burnham Corp., Irvington, 
New York. Albert J. Hall, formetly 
assistant vice-president, is now vit’ 
president. Also appointed a vicepres? 
dent is Basil N. Greenlaw, manager 
of the Company’s Zanesville, Ohio, 
plant, formerly assistant viceprer 
dent. 














Here’s how a fuel oil dealer 
increases customer confidence 
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Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to the editor by the Sth. 


Fuel Oil Distributors hold 


Covention and Exposition 


THE 18TH ANNUAL CONVENTION of 
the Fuel Oil Distributors Association 


of New Jersey, held April 25 to 27 
at the Hotel Berkeley-Carteret, As 
bury Park, N. J., featured a group of 
oilheating and oil handling equipment 
manufacturers who displayed their 
products and services. The convention 
scheduled a “get-acquainted” party on 
the first day, then morning and after- 
noon sessions for the remaining two 
days. 

On April 26, the morning meeting 
included a panel discussion, moderated 
by Ira M. Van Vliet. Highlight was a 
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Let us show you by 
actual demonstration 
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Fille Filters 


than any other make 
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of America! 


Fulfle Zuatity makes more profit 
for more dealers than any other 
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talk by Robert E. Ferry, general map 
ager, Institute and Radiator Manufae, 
turers who explored the developments 
being made in and the potential may. 
ket for “Residential hot water Heating 
and allied cooling Systems.” The gy 
sion concluded with a skit, wherein an 
architect, a builder and an installer 
discussed hot water heating installa 
tions. 

On the morning of Friday, April 27, 
another panel discussion included q 
talk by R. W. Olsen, supervisor of 
product service, Home Heating and 
Cooling Div., General Electric Co, on 
“Basic residential Airconditioning.” 
The technical talk made use of a num 
ber of sketches and diagrams to illus 
trate operation and function of cooling 
system components. 

Olsen based his talk on the premise 
that “You’re down on what you're not 
up on!” Elaborating on this theme, he 
continued with his technical explany 
tion of cooling to emphasize that fuel 
oil dealers must never talk it down to 
their customers. He decried the tend 
ency to use the term “aircondition 
ing” too loosely and stressed the point 
that true airconditioning includes cool 
ing, dehumidification, air circulation 
and filtering. 

Concluding event was a luncheon on 
April 27, at which Robert Gray, edt 
tor, FUELOIL & Oi HEAT, was priner 
pal speaker. His talk is reproduced in 
the feature section of this issue. 


Annual meeting Date advanced 
by Plumbing-Heating Bureau 


THE ANNUAL MEETING of the Plumb 
ing and Heating Industries Bureau in 
the Palmer House, Chicago, will be 
held Wednesday afternoon, Oct. 3, it” 
stead of Oct. 4 as originally planned. 

The switch to Wednesday afternoon 


,. was made to allow more time for ade 


quate discussion of Bureau activities 
and finances. ; 

“Operation Home Improvement, 
the program of the All-Industy 
Plumbing and Heating Modernization 
Committee, and the activities of the 
Special Co-ordinating Committee for 
Plumbing - Heating - Cooling Month 
have greatly increased the scope of the 
Bureau’s work, Bureau president John 
H. Ewald, Detroit, pointed out. 
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FITZGIBBONS 


770 series 
BOILER-BURNER UNITS 


AND OTHER FAMOUS FITZGIBBONS PRODUCTS 













































































| q 
mea | [22] | 


Par a Te ae eee eee ee 


SEE PREMIER SHOWING 
OHI SHOW - THE COLISEUM - BOOTH 509 
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Fitzgibbons Boiler Company, Inc. ® 


101 PARK AVENUE, NEW YORK 17, N. Y. 
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IN Koen @Uhaokoleo) amt al-sha-1e 
is Needed for 


the New MONCRIEF 
WEATHERPROOF ED 


Air Cooled Condensing Unit 


aS and @ lon dizes... 


' ‘ | 
Weather-Protected ; 
Bondarized 
Cabinet 


Rain or shine, this new Moncrief Air Conditioning Unit 
ignores outdoor weather because it is engineered for 
outdoor installation. Every cabinet surface is bondar- 
ized, heavily clad with baked enamel and secured tight 
with coated screws. Interior, operating parts are equal- 
ly well protected and ruggedly constructed for extra 
years of operation in all kinds of weather. 


Updraft Hot Air Exhaust 

For space-saving convenience, the air discharge is 
located on top. Heated air, drawn off the condensing 
coil by a quiet-operating, slow-speed centrifugal fan, 
is blown upward, where it is quickly dispersed into 
outdoor air. Family areas, trees, shrubs and lawns 
are spared the hot blast of air, usual with side dis- 
charge units. 


Matching Cooling Coils for 
_ Any Type of Installation 


_ Name the installation, and you'll be able to make 


oie ‘it easier, better, with a Moncrief Cooling Coil engi- 

_ neered for the job. 

__. Available now are Cooling Coils, specially de- 
signed for use in Moncrief Upflow and Counter- 
flow 2 and 3 Ton, Combination Year "Round Units. 


Available also, are 2, 3 and 5 Ton A-type Coils, 


_with optional low-cost Galvanized Plenum for Up- 


__ flow, Basement or Utility Room, Add-On Installa- 
__ tions. And finally, 2, 3 and 5 Ton Flat, Horizontal 
Flow Coils in insulated cases, for use with Hori- . 


_gontal or Duct Furnaces and for other installations 
_ where supply trunk leads in one direction, can also 


be obtained. 


also Easily Installed Indoors 





Ready for early announcement, are a separate 
Cooling Coil for the Monerief 5 Ton Year "Round 
Unit, and specially designed 2 and 3 Ton Coils for 
installation at base of Counterflow Heating Units. 

Get the low-down on new, low prices. Call your 
Moncrief Wholesaler, now! 





Air Cooled Condensing Unit, installed 
out-of-doors is connected with Re- 
frigerant Tubing to Cooling Coil. . . 


Installed within 
Cabinet of Up- 
flow or Coun- 

terflow Year 
‘Round 
Unit... 


HEATING AND AIR CONDITIONING UNITS 


In Discharge 
Plenum of Base- 
ment or Utility 
type Winter Air — 
Conditioner... Or, in Discharge Air Duct of 
Horizontal or Duct Furnace. 


Medina, Ohio 
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New England Oil Men meet in 
Boston at annual Convention 


on MAY 8 more than 1,000 attended 
the 32d annual convention of the In- 
dependent Oil Men’s Association of 
New England, held in Boston’s Hotel 
Sheraton Plaza. The all-day program 
included a gasoline jobbers conference 
in the morning, a noon luncheon and 
an evening banquet. 

At the luncheon Col. Dwight T. 
Colley, vice-president, Atlantic Refin- 
ing Co., spoke on “Profitable Market- 
ing—Retail and Wholesale.” He de- 
sribed his company’s plan for sug- 
gested minimum retail gasoline prices. 
Of interest to fueloil men were his re- 
marks that he felt “Sometimes it seems 
that our public relations effort has been 
pitched not to demonstrate that we are 
good—but rather we have concen- 
trated on proving that we were not 
bad. 

“You independent fueloil men know 
how to do it. You give the public serv- 
ice in their homes and your customers 
get your personal interest; you, the 
owners, of your individually-controlled 
companies, Your customers have 
placed their comfort and their families’ 
health in your hands, and most of them 
do not even know what the price is if 
the service is satisfactory. And, at 
least to date, you have not come to 
posting a tremendous cut price sign on 
every truck.” 

Robert W. Carney, IOMA president, 
was toastmaster at the banquet and in- 
troduced Samuel W. Lubell, political 
analyst, who spoke on “The Future of 
American Politics.” 


Lawler is President of ARI, 
starts certification Study 


THE PROGRESS of the airconditioning 
industry is being impeded by a few 
companies whose “extravagant claims” 
have misled the public and created dis- 
satisfied customers, Matthew M. Law- 
ler, newly-elected president, Air Con- 
ditioning and Refrigeration Institute, 
said in an inaugural statement urging 
the Institute to take action on the 
problem, 

_ Addressing the Institute, meeting 
1 convention in Hot Springs, Va., 
Lawler said: 


Something must be done to insure 


the integrity of manufacturers’ rat- 
ings of equipment. . . . Any industry 
that cannot police itself from within 
will eventually be policed from out- 
side. 

“We must make the ARI symbol 
mean something to the buying public 
and to the dealer who sells and ap- 
plies our products. In these areas of 
providing an honest product, honestly 
rated and honestly advertised, ARI has 
an opportunity to assume a position 
of industry leadership by coming up 


with an aggressive and well thought- 
out program.” 

Responding to Lawler’s plea for ac- 
tion, the Institute appointed a com- 
mittee to study certification programs 
used by other industries to eliminate 
the problem of which he spoke. 

Lawler, a graduate of Stevens Insti- 
tute of Technology, has been in the 
airconditioning and refrigeration in- 
dustry for 30 years, 20 with Worth- 
ington Corp., where he is in charge of 
airconditioning and refrigeration. 
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A strong selling point for 


Sinclair Anti-Rust Fuel Oil is the 


exclusive extra protection of 
RD-119®. All fuel oils are not 


alike — and your prospects will be 





quick to appreciate the difference when you point out that 
the extra value of RD-119 costs no more! 


Sinclair Anti-Rust Fuel Oil assures greater customer 
satisfaction because it protects against rust-clogged filters and 
burner nozzles and results in fewer service calls. You 

profit because customers stay sold, and prospects are easier 

to sell! You profit also because the reduction of service 

costs cuts your overhead! Switch to Sinclair Anti-Rust Fuel Oil 
today. For more information, write to Sinclair Refining 
Company, 600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR (#57) FUEL OIL 


With RD-119°— So Different It's Patented! 


145 
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the results of psychological research 
into the reactions and experiences of 
families living in the Austin Air Cop, 
ditioned Village, Texas. 
“Airconditioning for relaxed Ly. 
ing,” a companion piece to the above 
shows how airconditioning improves 





























Air Conditioning: 
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{ y y te family dispositions and attitudes, 
a are Vr aKed ting Dealers may obtain the booklets by 
be = WRBPRE YOU PAVING FUT writing directly to the National Warm 
vs oS ade esi ? Ee ooo SR ar Air Heating and Air Conditioning 
ton's 1 Amesio$ Association, 640 Engineers Building 
what con be done? 50 — Cleveland 14, Ohio. Prices are seven 
Sad cents each in quantities of less than 25: 
Warm Air Association offers The pamphlet entitled “Isn’t It five cents each for 26 or more. 
Dealers new selling Aids Amazing What Can Be Done?” shows 


how a basement can be reclaimed for soma group issues Statement 


living space by the installation of a on crude oil Price Increase 
modern winter airconditioning system 


in an out-of-the-way spot. 
“Are You Paying Too Much for 


Your Heating?” is aimed at the new 


A NEW SERVICE providing selling aids 
to industry members merchandising 
high-quality warm air heating and air- IN A RECENT STATEMENT, the Inde 
pendent Oil Men’s Association of New 
England noted that the current reports 
in the industry relative to the need for 
an increase in the domestic price of 
sumer information booklets which tell crude oil and products required com: 
the consumer what he should expect in  CUStomer acceptance for a cheap heat- —_ ment but that the Association has taken 
the way of results and benefits from a _—ing system. no position on the question of a crude 
modern warm air heating and aircon- “Airconditioning: Key to new Fam- increase. 

ditioning system. ily living Patterns” is a study based on As to products, it reminded the in’ 


conditioning systems has been launched 
by the National Warm Air Heating 
and Air Conditioning Association. 


home builder. It points out that a 
The sales boosters are a series of con- Pp ¢ 


builder actually pays heavily in loss of 


CARTRIDGES FIT ALL LEADING FILTER MAKES 







Give Your Customers 
the Famous Filtering Efficiency 
of Wool Felt— GENUINE GF CARTRIDGES 
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One look at a General Filters Replacement Cartridge tells This 
you here is more than cotton waste or impregnated paper. ; 
. c ,Here is the finest WOOL FELT — plus fine mesh screen In 86 
s FAMOUS — center core (with patented treatment!) that positively pre- to ge 
* FOR vents lint from escaping into oil lines. This specially treated 
H INAL * | 
: pty FINER Va core eliminates danger of oil bypassing, and provides finer _ 
“STEP-BACK” é. FILTRATION filtration by making inner surfaces of the felt more dense. some 
DESIGN y Here also is practical “step-back” cartridge design for gran 
myn Lo more usable filtering area—and cleaner, better burning oils. 
(I Shops featuring famous GF cartridges need stock and sell M h 






0 only one line . . . because Generals fit practically every 

filter housing made! Regardless what filter you've been 
selling, make sure of renewing filtering efficiency every 
season (and making a handsome profit) by installing o 
genuine GF cartridge replacement! 
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Available in several 


GENERAL FILTERS, INC. 
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heating replacement business 
this summer 
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4 Write now for this 

aken ° 

os new, practical, 

by step-by-step 
program that can 
mean increased volume 
and more profits 

; for you! 
at practical working plan Answers questions like these: 


This free Kit takes you through each step involved 1. Who are my logical prospects and how can I reach 


in setting up a practical program—shows you how waa 
to go about getting heating plant replacement busi- 2. How can I alert my own service men to replacement 


ness, and more fit doll Included in it business possibilities? 
ew gamle agate 3. What’s the best way to approach my prospects? 
some of the “tools” you’ll need to get the pro- scenes Y prospec 


gram underway. 4. How can I overcome the prospect’s resistance to 


“having it done now’’? 
MAIL THE COUPON TODAY! 


What are the two sure-fire keys to closing the sale? 
"s no cost or obligation. Organize now to in- 


‘rease your heating replacement sales this Summer. 





Spencer Heater, Lycoming Div., 
Avco Mfg. Corp., Williamsport, Pa. 


Gentlemen: 
Please send me your free Kit “How to Build Volume and 
Profits on Heating Replacement Business.” 





My Name 


Name of Company. 





Street 








City. 


ndustry Groups 


dustry of the new situation affecting 
heating oil and kerosene. It said: 
“These fuels are now in a highly 
competitive market with natural gas. 
It is a market which is half slave, half 
free, because the federal government is 
regulating the price of natural gas. 
“We feel that the industry must 
gravely consider the matter of natural 
gas competition with fueloil. In 1945, 
there were 2,517,055 American homes 
heated with oil and 1,433,570 with gas. 
In 1955, oil had 8,208,424 and gas had 
7,953,169. And in 1955, there were 





nearly 300,000 more gas central heat- 
ing installations than oil. In several 
metropolitan markets, gas has been in- 
stalled in more than 90% of the new 
homes constructed in 1955, 

“How is this done? We estimate 
that, in terms of heat units, natural gas 
at 10¢ per thousand cubic feet is the 
equivalent of crude oil selling at 60¢ 
a barrel.” 

The statement concludes: 

“The rigidities of the market for 
which the federal government is re- 
sponsible, or any others, must not be 





Please send the following, postpaid: 


—_doz. Model Z-1—List price $2.80 each. 
For small to medium installations. 


Name 


2 Filters are skillfully gne 
eee job --and breed do ie! 


Positively prevents clogping si ore ge 
___..,8tops all foreign matter down to 
s Daegheaea 5, ‘o97il seh ue 


SETTE PRODUCTS COMPANY 
1241 HIGH STREET + OAKLAND 1, CALIFORNIA 




















——doz. Model F-10B—List price $2.80 ea. 
For small to medium installations. 


——doz. Model MS-3—List price $3.95 ea. 
For medium to large installations. 








Address 








City 


State 
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EXPORT AGENT — OCEANIC EXPORT COMPANY 
400 Montgomery Street * San Francisco 4, California 
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allowed to destroy by artificial means 
the free enterprises which have beep 
built by thousands of independent fy) 
oil marketers.” 







NHAW Spring Convention set 
for June 18-19 in Indiana 


THE SPRING CONVENTION of the Ny 
tional Heating & Airconditioning 
Wholesalers, Inc., will be held June 
18-19 in French Lick, Ind. 
Highlights of the conference will by 
a panel and round table discussions of 
industry problems, developments and 
trends; a general membership meeting 
at which officers and committee chai 
men will report; and a.special session’ 
on the subject, “Warm-up to Cod 
ing.” q 
A board of trustees meeting anda’ 
buffet supper will precede the conven 
tion on June 17. 
Oscar P. Brauer is convention chair 
man. 












Jobbers management Institute 


held at Hamline University 


THE FIVE M’S of management—mar 
keting, money, manpower, methods 
and merchandising—were the subjects 
of study at a Jobbers Management Ir 
stitute held recently at Hamline Uni 
versity, St. Paul, Minn., by the North’ 
west Petroleum Association. 

Marketing was discussed by LT. 
White, Cities Service Oil Co., New 
York. Dr. Paul Giddens, Hamline Uni 
versity president, moderated the dis 
cussion that followed. 

Money was the topic of Arthur W. 
Carlson, Small Business Administra 
tion. Gordon B. Sanders, Hamline le 
turer on economics, was moderator. 
Charles Price, jobber public relations 
representative, Shell Oil Company, 





N. Y., covered the manpower que’ 
tion ith Dr. Scott Walton, School o 6.6 
Economics and Business Administra Ker 
tion, as moderator, William C. Mar Cor 
quis, assistant division manager of the mal 
Twin City Division, Standard Oi in j 
Company, was speaker and Dr. Theo sav 
dore F. Marburg, professor of ev I 
nomics, moderator, on methods. sav 
Merchandising was covered by John flee 
Shields, special education represent a 
n 


tive of the John Wood Company; with 
Dr. Marburg moderating. 
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Uni Mack B-61T’s... three of the many Mack tractors that Rollo Trucking Corp. 

di uses in combination with semi-trailer tankers for bulk fuel oil hauling. 

e aly 

“| Mack ‘ 

-| Macks save Rollo Trucking 50 

¢ lec’ 0 

rator. 

tions 

: on fuel costs alone 

ques ' 

vol of 

nal 6.6 mpg . . . that’s what Rollo Trucking Corp. of lb. gross loads of petroleum products over the con- 

ie Keyport, N. J., gets with its B-61T Mack diesels. gested roads and streets of the industrial Northeast 

the Compared with the 3.3 mpg they get with other —and spend on an average 1% hours a day pump- 

Oi eee RET at the same time and used ing at the end of the run! 

her saving of phrihians the Macks return a fuel cost An extra bonus, these Mack diesels save still more 
oy” O- e . 

ec In cold cash this poonbinny ‘adds tp to 9tI0e money through less Gowntinns and fewer repairs. 
: Saved per unit per year . . . each B-61T in the Rollo Such economy of operation is typical of all Mack 
Jona fleet pays for itself in little more than six years’ time! trucks. No matter how demanding your hauling 

enta’ This saving becomes really significant when you job, wherever you operate, you can’t afford not to 


wit (consider that the Rollo Macks haul full 60,000 | own Macks. 


MACK TRUCKS Empire State Building, New York 1, N. Y. 
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Wisconsin Petroleum Assoc. 
has Management Institute 


AN OIL JOBBERS Management Institute 
was held May 7-10 at the University 
of Wisconsin, Madison, Wisc., under 
the sponsorship of the University Ex- 
tension Division and the School of 
Commerce in co-operation with the 
Wisconsin Petroleum Association. 
The Institute was opened. with a 
dinner meeting at the Madison Club. 
During study sessions, William J. 
French, assistant vice-president, Ma- 


rine National Exchange Bank, Mil- 
waukee, discussed development mon- 
ies; Robert Gray, editor, FUELOIL & 
Oi, HEAT, New York, spoke on oil 
heat promotion; Robert Loomer, 
WKOw, Madison, advised on radio ad- 
vertising and sales promotion; Harriet 
Sisk, Wisconsin Telephone Company, 
Madison, spoke on customer relations. 


Bulk plant and truck operations 
were discussed by W. H. Summers, 
M. A. Weichbrodt, W. D. Carlson, 
W. H. Carlton, M. E. Jolidon, Stand- 








Keep ALL the Profits 


on your next warm-air job! 











® You're giving away profits 

whenever you “farm-out” the 

ductwork on your furnace instal- 

lations. You can easily handle the complete job yourself with “Snap-Rite” 
prefabricated ducts and fittings. You don’t need a sheet-metal shop or special 
equipment—the patented quick-locking feature of “Snap-Rite” ducts and 
fittings makes them easy to assemble. 


Shown above is our most popular and simplified No. 160 line which consists 
of a square main trunk with round branch lines. This is accomplished 
through the use of our standard stock trunk pipe with “pre-notch” feature 
and our No. 160 round branch takeoff as illustrated, effecting a reduction 
in size of main trunk at each branch. This method produces a neat air-tight 
installation, low in cost and easy to balance. 


Write for our catalog now and keep ALL the profits on your NEXT job! 


GRAY METAL PRODUCTS, INC. 


P. O. Box 1449 Rochester, N. Y. 








ard Oil Company (Indiana), Chicago, 
Management responsibilities were oy. 
lined by Richard Sullivan, chairman 
Department of Commerce, University 
of Wisconsin Extension Division, 


Espa holds annual Meeting, 
honors Ed Cray at Banquet 


A BANQUET honoring Ed Cray, who re. 
tires this month as secretary of the 
New York Petroleum Industries Com, 
mittee, highlighted the annual Spring 
meeting of the Empire State Petroleum 
Association, Inc., at the Mark Twain 
Hotel, Elmira, N. Y., May 68. 
Speakers at the three-day session in- 
cluded Cecil L. Burrille, Standard Qi 
Co. (N. J.), economist; Thomas H. 
Bennett, the Hanover Bank, New 
York; B. R. Jones, Ethyl Corp., De- 
troit; George L. Savory, Savory Oil 
Co., Inc., Binghamton; H. Halsted 
Park, Jr., H. H. Park, Inc., Katonah, 
N. Y. Presiding was Frank D. Bertch. 


Air Pollution Control Assoc. 
holds international Meeting 


THE LATEST EQUIPMENT for reducing 
air pollution was exhibited by manvw 
facturers at the 49th annual interna’ 
tional meeting of the Air Pollution 
Control Association in the Hotel Stat: 
ler, Buffalo, N. Y., May 20-24. 

The meeting, attended by more than 
700 industrialists, educators, adminix 
trators, scientists and municipal aw 
thorities, was conducted by APCA presi’ 
dent H. Kenneth Kugel, Washington, 
D. C. 


Chicago oil Men have stag 
Party and baseball Event 


A STAG PARTY with dinner and enter 
tainment was held recently for mem 
bers and guests by the Chicago Oil 
Men’s Club. At an earlier meeting, 
April 26, members’ questions on bas 
ball were answered by an assortment 
of baseball stars including Cal Hub 
bard, American League umpire 
chief; Will Harridge, president of the 
American League; Nelson Fox, White 
Sox second baseman; Earl Hilligan, 
American League publicist, and Eddie 
Short, traveling secretary and pub 
licist of the White Sox. 
(Please turn to page 182) 


i50 June 


1956 











ersity 


a9 

st 

ho re- 
f the 
Com 
pring 
eum 
‘wain 


On in 
d Oil 
as H, 
New 
, De 
y Oil 
alsted 
onah, 
ertch, 


OC. 


ucing 
nanu 
erna 
ution 
Stat’ 


than 
ninis 
| aw 
presi 


gton, 


nter’ 
mem’ 
» Oil 
ting, 
base 
ment 
Hub 
revit 
f the 
Vhite 
igan, 
Eddie 
puby 











for G-E Home Heating and Cooling Dealers 


THE G-E “VEEP” IN ACTION 


How new G-E "Magic Sales-Maker"--a consumer visual sales 
presentation, popularly called "The Veep"--helps increase sales 














How’ VEEP" 
upped sales 190% 








inmonth- == 
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Don Potter, G-E Home Heating 
and Cooling Dealer in Reading, 
Pa., uses a “Veep” and an idea. 
The results he produces are 
astounding. 
His organization upped home 
heating and cooling sales 190% 
first month the ““Veep” was used. 
DON POTTER, Don himself sold 12 units in one 
oan. J, Potter Co., week. And his combination—the 
9 pmaea “Veep” and an idea—nets him 
closes on the first callback at a 
Prospect’s home — an almost unheard of happening. 


Here's how Don does it... 


After telling his sales story with the aid of his “Veep,” 
Don is in a good position to bid for the order. He then 





goes to his car, brings back a G-E clock-radio and plugs 
it in. He tells his prospects that he’d like to leave it 
playing right there — if they’re buying. “Five or six 
times that’s decided the sale on the spot,” says Don. 
Watch for more true sales stories like this one —in 
future G-E advertisements in this publication. They 
all teach the same lesson: —the profit-wise home heat- 
ing and cooling dealer is the one who has climbed on 
the G-E Bandwagon. Want to join up? 


FREE! Sales Secrets That You Can Use. 
Exciting success stories by G-E sales- 
men tell how they broke sales records 
with the aid of the “Veep.” For your 
copy write GENERAL ELECTRIC, HOME 
HEATING AND COOLING DEPT. FO-66 
BLOOMFIELD, N. J. 





Progress /s Our Most Important Product 


GENERAL GQ ELECTRIC 


Home Heating and Cooling Dept., Bloomfield, N. J. 


eloil 














TACO HEATERS, INCORPORATED 


1160 Cranston Street, Cranston 9, R. I. 


342 Madison Ave., N. Y. 17,N. Y. 
4 Gilead Place, Toronto 2, Can. 


For quiet, vibrationless operation 


and rugged dependability 


on large installations 


Designed specifically for heating 
and cooling systems requiring quiet, 
smooth operation, the new Taco No. 
140 series pump offers a host of 
outstanding features: 


¢ Water-tight, self-adjusting, self- 
lubricated mechanical seals. 


¢ A motor selected for quiet opera- 
tion, equipped with oil lubricated, 
bronze sleeve bearings. 

e Aspring drive coupling which easily 
absorbs starting torque and designed 
for quiet operation. 


e A long-life impeller shaft of stain- 
less steel, hardened and ground to a 
mirror finish. 


e Bronze bearings in bracket, sep- 
arated by a thrust collar attached to 
the shaft, absorb all end thrust. 


e An oil bath circulating system with 
modern slinger rings, lifts oi] to both 
bronze bearings. 


June 
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e Bearing bracket, impeller and shalt 
are completely removable without 
disturbing motor, volute or pipi0t 
connections. 


¢ A closed type impeller of bronze o 
cast iron, dynamically balanced fo 


smooth noiseless operation 
signed to eliminate hydraulic thrus. 


¢ Volute on body legs bolted directly 
to the base prevent piping s 
changing pump alignment. 


e A base of cast iron designed with 
a three-point floor mounting 0 s* 
plify leveling. Provision is also madeto 
fill with concrete for sound dea 


For the features that mean a bette 
performance for every large 
water heating or cooling syst pul 
the new Taco No. 140 series pu? 
on the job! 
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New Products 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 180 to FUELOIL & OI 
Heat, 2 West 45 St., New York 36, N. Y., and iden- 


tify the product by circling its number on the coupon. 


Low-voltage Transformer for Use 
with Controls announced by General 


424-VOLT TRANSFORMER, announced by General Controls, 
occupies half the space needed by previous models. It can 
be mounted on a 
2” by 4” handi- 
box, eliminating (: 
the need for a 
junction box, and 
provides an addi- 
tional power out- 
let with a con- 
venient line-volt- 
age receptacle. 

The transformer is recommended for precise regulation 
and quiet operation of low-voltage controls in domestic, 
commercial and industrial installations. 


Made by: General Controls Co., Glendale, Calif. 
Circle El on coupon, page |80 


Room Airconditioner by Bryant 
can be installed out of Sight 


A NEW ROOM airconditioner that can be installed out of 
sight much like central units has been announced by Bryant. 
The air-cooled, one horsepower model installs in the attic, 
in the basement or in any crawl space. It connects with 
supply and return registers and ductwork. 

Equipped with standard blower fan to overcome normal 
uct resistance. Supply runs must be relatively short and 
wellinsulated. Condenser air supply and exhaust ducts 
must be large and short with unit mounted close to the 
outside wall of attic or basement. 


Made by: Bryant Div., Carrier Corp., 48 Monument 
Circle, Indianapolis, Ind. 


Circle E2 on coupon, page 180 


a 








Your PARTNER 


in QUICK, PROFITABLE 
INSTALLATION 










When you add up the hours 
spent on installations, you 
understand how economical 
and profitable it is to feature 
VENKO—the gas or oil fired 
packaged unit that comes 
completely wired and assem- 
bled—immediately ready to 
install. And when you inspect 
VENKO’S attractive jacket, 
its carefully engineered 
space-saving construction, 
and its record for low-cost 
heat and hot water, you 
know why it’s such a favorite 
with consumers . . . why 
dealers everywhere call 
VENKO their first-rate part- 
ner in sales. 


THE GAS or OIL FIRED 
PACKAGED UNIT 


venko 


owcre, 


Check for New Higher Ratings of KOVEN 
Trimrad Baseboard Radiators 














































































PLENTY OF HEAT AND HOT WATER 
FUEL-SAVER—economical to operate- 


FULLY WIRED AND ASSEMBLED 
(as illustrated) 


FITS THROUGH A 30-INCH DOOR 


QUICK As 
HELLO AND 
GOODBYE 





in easy one-man handling crate NATIONALLY ADVERTISED 
BUILT TO FIT THE MODERN HOME PLANTS: 
Jersey City, N. J. 
HEALTHY HOT Dover, N. J. 
WATER HEAT Trenton, N. J. 









a division of L. O. Koven & Bro., Inc. 
154 Ogden Ave., Jersey City 7, N. J. 
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Fuel Oil Filters 


i fo 
Best for the JOB! 
Best for YOU! 


More features . . . better heat for your cus- 
tomers ... more profits for you. Double filter 
action positively protects against clogged 
nozzles and lines, eliminates call-backs. 
Leakproof one-piece construction, reinforced 
bolt spud, guaranteed permanently rustproof. 
Hexagon extensions .. . easiest of all to 
install .. . at either tank or burner. 
It’s sure to satisfy. Use Auto-flo Fuel Oil Filters 
on every installation, gravity or pressure type 
burners—the F-300 Standard, or the 
» King Size F-400 for over-standard and 
i commercial applications. 


Nowa KING SIZE 
Model Too! 


. . . « New Products 


Industrial Acoustics offers packaged 
silencing Units for air duct Systems 


“QpucT” silencing system, available from Industrial Acoys 
tics, can be fitted into airconditioning ductwork during the 
design stage of = 

the installation to 

solve the annoy- 

ing problem of 

duct noise. Avail- 

able in 148 sizes, 

“Q-Ducts” were 

evolved from the 

1ac Acou-Stack silencing system originally developed for 
use in aviation test cell silencing. 

Its construction allows a standard “Q-Duct,” measuring 
from 2 to 10 ft. long, to provide as much noise control 
as a conventional lined duct measuring up to 100 ft. The 
system also can be attached to blower intakes and discharge 
systems, or similar applications where noise from airflow 
is a problem. 

Made by: Industrial Acoustics Co., Inc., 341 Jackson 
Ave., New York 54, N. Y. 


Circle E3 on coupon, page 180 


Lockformer new Super-Speed 20 
offers greater output Capacity 


LOCKFORMER Super-Speed 20 almost trebles output cv 
pacity of the standard 20. The Super-Speed is equipped 
with a 2 hp, 220/ = 

440 volt, 3 phase met 
motor with 
matched double 
V-belt drive and 
makes Pittsburgh 
and other seams 
at approximately 
75 lineal ft. per 
minute. 

The new model 
is pressure-lubricated by alemite fittings grouped in a centet 
lubrication panel. A larger work table and guiding surface 
area are incorporated. 

Made by: Lockformer Co., 4615 West Roosevelt Road, 
Chicago 50, IIl. 

Circle E4 on coupon, page |80 
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"'Roomaire'' Conditioners available 
in three Styles for multi-room Jobs 


“ROOMAIRE” conditioners are available in three new styl 
for year-round airconditioning of individual rooms in mult’ 
room installations. 

Type CFw conditioners are designed for buil 
tion in outside walls. Air is discharged from the top of th 
unit through a duct connected to an outlet grille 
window sill or wall. Type CHw units usually are installe 
in a closet, drop ceiling or furred space. Conditioned # 


ASK YOUR WHOLESALER AUTOMATIC 
ABOUT THE... HUMIDIFIER 
” AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich. 


Please send me full information on Auto-Flo: 
LJ Fuel Oil Filters. _] "100" Automatic Humidifier. 
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OILHEA TING 
BOOKS 


OILHEATING SNAGS 


This book gives the solution to many of the Every- 
day Snags that annoy you in installation and service. 
We've been working on them for years. They are 
all simple and practical answers to the most common 
goat-getters on jobs. It’s an 8% by 11 inch book 
of 64-pages. 

$2. 


HEADING OFF TROUBLE IN DOMESTIC 
OILHEATING 


This book contains articles about the most impor- 
tant precautions to take in installations and 
service and thereby cut down the number of service 
calls. The selection is about those things which give 
the greatest amount of future trouble for service 
men. A highly practical compilation of pieces from 
FUELOIL & OIL HEAT. It’s a 64-page book 8% 
by 11 inches. 

$2. 


INSTALLING THE DOMESTIC OILBURNER 


This is the first practical guide on oilburner in- 
stallation. It contains the most significant articles 
fron FUELOIL & OIL HEAT that cover all phases 
of installation step by step. It is 814 by 11 inches 
and contains 64 pages. Illustrated with numerous 
diagrams, charts and photos. 

$2. 


LOW PRESSURE BURNERS 


Only book other than manufacturers’ manuals that 
gives a full picture of low pressure burner prin- 
ciples of operation and construction—Winkler, Oil- 
O-Matic, G. E., Hart, Hev-E-Oil. Skeletonized 
diagram of each make of burner makes them more 
understandable. The new booklet is 814 by 11 inches, 
contains 20 pages. 

$1. 


Please, no C.O.D. orders! Mail remit- 


tance with order. We pay postage. 


HEATING PUBLISHERS, INC. 
2'W. 45 St. New York, 36 





a 


















































MUON. 
EXPANSION 
REGULATOR 


YOU CAN: 


® Reduce Callbacks 
® Get rid of waterlogged tanks. 
® Operate noiseless systems. 












® Stop using air gadgets. 
® Do it ALL CHEAPER! 
Write for Literature 





Potit with Packets... 


THE NATIONAL-U.S. PACKET 


all-in-one...automatic 
HOME HEATING UNIT 


Low Installation Costs. Each National-U.S. 
Packet is factory-assembled and shipped as one unit 
comprised of the burner, boiler, domestic water heater, 
controls, and all accessories. Only simple connections 
are required. 


Elimination of Separate Water Heater. 
The built-in domestic water heater eliminates the 
need for a separate water tank and heater with 
attendant installation costs. 


Efficient Utilization of Space. Compact size 
conforms to the modern practice of utilizing space 
with utmost efficiency. 


Priced Economically. Low first cost makes the 
National-U.S. Packet suitable for homes priced within 
the budget range of most buyers. 


Choice of Heat Distribution Methods. 


Packets permit a wide choice of heat distributors 
such as: radiant panels, National-U.S. baseboards, 
convectors, radiators, or unit heaters. 


Satisfied Customers—Ready Prospects. 


National-U.S. Packets provide the heating 
comfort, heating economy and domestic hot 
water that home-owners need and enjoy. 
They’re designed in smart appearing white 
enameled jackets that harmonize with the 
decorative scheme of the modern laundry, 
playroom, kitchen, and utility room. 


Code Constructed and Rated— 

Insurance Company inspected. 
Write for bulletins 
on National-U.S. 
Packets and Heat 
Distributors. 


National -U.S. Radiator 


CORPORATION 











HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 


. . « « New Products 


is discharged through a short duct terminating in an outly 
grille; return air is introduced through a plenum create 
by the closet or furred space. Type HW units are designed 
for exposed installation at the ceiling, designed particy, 
larly where floor space is limited. 

Made by: Young Radiator Co., Racine, Wis. 


Circle E5 on coupon, page 180 


Utility's IM-Pak Blower features 
four-position, changeable Mounting 


UTILITY’s new IM-Pak blower features an interchangeabl 
mounting, permitting it to be switched to any of four pos: 
tions while in pro- ae 
duction. Avail- 
able in a range of 
sizes from 9” 
through 16” in- 
clusive. 

Two housing 
supports and 
motor brackets ° 
are shipped unat- 
tached, but with ae ; 
all hardware needed for installation. It is then comparw 
tively simple to adjust the angle of discharge to any of 
four positions. IM-Pak features sealed ball hearings; blow; 
ers also are available with an interchangeable sleeve bear’ 
ing mount. 

Made by: Utility Fan Corp., 911 East 59th St., Los Aw 
geles 1, Cal. 


Circle E6 on coupon, page 180 


Nesbitt has wall hung, finned tube 
perimeter Radiation in five Styles 


SILL-LINE RADIATION, wall hung finned tube perimeter 
radiation for steam or hot water heating, is now available 
in five enclosure 
styles from John 
J. Nesbitt, Inc. 
Type E Sill-Line 
is 5g” x 20” with 
finned tubing 
either one or two 
rows high. 

Comes in seven 
standard lengths. 
Back panel is in a single piece with heating element hung 
from it. Front panel interlocks at top and bottom of back 
panel. Nesbitt has full line of accessories: end caps, i 
and outside corners, valve compartments, sleeves and W 
strips. Comes in five new baked enamel colors in addition 
to standard sill-line gray. 

Made by: John J. Nesbitt, Inc., State Road & Rhawn 
St., Philadelphia 36, Pa. * 


Circle E7 on coupon, page !80 
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SAFETY RELIEF VALVES 


Improved Diaphragm 
Positive Opening and Closing 


Special Silicone Seat . . . Can’t Stick 
Valve Shuts Off Tightly 


Low Fall Back . . . Sensitive 
Operation 


Works Like a Water Relief Valve 
Should, yet has the Capacity for 
High Discharge 


1” Outlet 


W HERE SAFETY is concerned, only the best is 
good enough. This new high pressure Thrush Relief 
Valve is rated and approved by American Society of 
Mechanical Engineers and the National Board of 
Boiler and Pressure Vessel Inspectors. Being very 
sensitive to pressure differential, it closes quickly to 
prevent excessive loss of water. Pressure settings 
from 30 lbs. to 125 lbs. Primarily a water relief 
valve, it serves a dual purpose . . . relieving not 
only water, but steam as well, should critically high 
temperatures occur. The special silicone seat will not 
stick or be adversely affected by extremely high 
temperature. Here’s a safety relief valve you can 
install with confidence. 


See your wholesaler for more 
information or write Dept. C-6 


PERU 
INDIANA 











NEW! IMPROVED! 


Hh 


OIL 
This is it! 


Now you can get 
more conversion & 
replacement sales 
and make more 
profit per job... 


With the new 
Korth Shell 
Head oil burn- 
er that will save 
your customers 20-40% over present fuel oil costs. 


BURNER 





New Improved Shell designed combustion head in- 
sures flame stability—results in service-free perform- 
ance ... Gives you the cleanest fire you've ever seen! 


Available in two sizes: 

Model SR-SH-1 .75-1.65 GPH. Model SR-SH-2 1.65- 
3.0 GPH. Pedestal or flange mounted. Complete with 
M-H delayed oil valve factory mounted. 





Just 3 simple 
air adjustments 
all made 
Externally 
Results in 
easier and 
more accurate 
setting 








1. New location of one piece oil line. 


SILENT 
KORTH 
Si, HEM. 


2. New screw type adjustment for position- 
ing shell head assembly. 

3. New external adjustment for regulating 
secondary air openings on shell head 


assembly. "Seal of Quality" 


Order one today and compare the Korth Shell Head 
Burner with any other make — see for yourself it is all 
we claim. 


SEE THE COMPLETE LINE OF KORTH BURNERS AT 
BOOTH 432-433—0.H.I. SHOW—JUNE 11-15 NEW YORK 


ECKHART MFG.CO.,INC. 


NEW JERSEY 


UNION 





Canadian Distributor 
Dragon Heating Co., Ltd.—2110 Rue Clark, Montreal 
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. . « » New Products 


Rockwell Manufacturing redesigns 
Strainers and Air Eliminators 


REDESIGNED MODELS of strainers (illustrated) and air elim, 
nators for use with liquid meters are being offered by 
Rockwell Manufac- 
turing Co. The 
763” strainer has a 
larger screening area 
and a new double- ( : 
basket construction 
which protects the 
inner screen. The 
strainers come in 
angle and in-line models, in the following sizes: 2” screw 
models; 3”, 4”, and 6” flanged models. Angle type comes 
in 2”, 3”, 4” and 6” sizes. 

The “764” air eliminator offers easy access to all work 
ing parts and in-line outlet and inlet connections. Elimi 
nators are available with steel bodies in 2” screw models 
and 3”, 4” and 6” flanged models—or with corrosion-tre 
sistant 316 stainless steel bodies in 2” or 3” sizes. 

Made by: Meter and Valve Division, Rockwell Manw 
facturing Co., 400 N. Lexington Ave., Pittsburgh 8, Pa. 

Circle E8 on coupon, page 170 


mee | LONG WEARING 
0” RING GASKET 


STRAIGHT UNE OF Row 
A WROUGH Stans 

SPRING HANDLE LOCKS a 

BASKET IN POSITION 


STRONG Oure 
GASKET PROTEC: 
<< } Oh Sete 


LARGE EFFECTIVE 
SCREENING AREA 


ROCKWELL "763" IN LINE STRAINER 


Barber-Colman introduces new 
Venturi-Flo ceiling Diffuser 


MODEL BP Venturi-Flo ceiling diffuser, announced by Ber 
ber-Colman, features a full variation of air patterns from 
horizontal to ver- 
tical, capable of 
driving hot air to 
the floor from 
mounting heights 
up to 50 ft. Its 
adjustability and 
long vertical 
throws make it . 
suitable for heat- ae 
ing, ventilating and airconditioning applications in audi 
toriums, gymnasiums, and similar structures. 
Adjustment can be made from the floor, but when thi 
is not practical, an adaptor unit permits adjustment from 
crawl space above the ceiling. 


Made by: Barber-Colman Co., Dept. 766, Rockford, Il. 
Circle E9 on coupon, page !70 





Improved "'snap-on" Enclosure designed 
for finned type Radiators by Slant Fin 


AN IMPROVED “snap-on” enclosure for installation 
finned pipe radiators has been announced by Slant Fin 
Radiator Corp. The cover is known as the “Snap-on Slope 
Top” and was developed to eliminate complicated and cost’ 
ly installations. 
Made by: Slant-Fin Radiator Corp., Richmond Hil, 


N. Y. 
Circle E10 on coupon, page !70 
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oi. New Products _ 


“Built-in'' bug Protection added 
to VENTALARM tank fill Signal 


BUILT-IN PROTECTION against the entry of bugs and 
other foreign matter into the resonance chamber of the 
whistle is now a feature of VENT- 
ALARM signals and VENTALARM gauges, 
the latter incorporating in one unit an 
audible tank fill signal and a visible 
tank gauge. 

The non - corroding protection, 
which is positioned over the whistle 
exit orifice, in no way interferes with 
the sound or restricts the venting. The 
construction does not conflict with 
Sec, 320, National Fire Protection 
Association Standards #31 of 1955, 
which limits employment of screens in 
the venting system. 

VENTALARM signals and gauges featuring this improve- 
ment have been listed as standard by Underwriters’ Lab- 
oratories. 


Made by: Scully Signal Co., Melrose, Mass. 


Circle El! on coupon, page 180 


Webster Electric's new fuel Unit 
has self-cleaning, rotary Filter 


WEBSTER ServiceSaver fuel unit features a rotary filter 
that is self-cleaning, eliminating wire mesh strainers and 
felt or paper fil- 
ters. The fuel unit 
is the result of 
eight years of field 
testing and is 
adaptable to any 
oilheating instal- 
lation, either as 
original — equip- 
ment or as a re- 
placement with- 
out piping 
changes, 

The rotary filter has a particle discrimination of 125 
microns, equal to the seining efficiency of 100-mesh screen, 
with a sump provided in the cover of the pump to collect 
any foreign matter rejected by the filter. The filter em- 
ploys a revolving cleaner blade which constantly renews 
the filtering surface. 

ServiceSaver units are available as single stage and true 
'wo-stage units, with installation providing optional inlet 
and return line ports. Unit can be rotated 360 degrees for 
a Single-stage pump is identified by a red cap; 

€ pump is marked with a metallic gold cap. Either 
performs mounted in any position. 

Made by: Webster Electric Co., Racine, Wis. 


Circle E12 on coupon, page |80 
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‘engineering of Nu- 


* 
e 
e 


“Creative 


/ Engineering 


PRODUCES 


., Ma Way 


OIL. BURNERS 


Save yourself time, bother and worry. Select 
an oil burner that you can be sure will live 
up to your customers’ expectations. Nu-Way 
Oil Burners, a product ‘of thirty-five years of 
creative engineering, have been exceeding 
expectations . . . and establishing new goals 
of engineering standards. Only the highest 
quality components go into the building of 
Nu-Way Burners. Performance-tested motors 
—extra-heavy transformers . . . plus rigid 
sand cast housings and 0.0015” motor pump 
alignment for quieter operation. Painstaking 
final assembly assures you that the creative 

Way Burners results in 
longer life and lower upkeep. 


For detailed information, write the Nu-Way 
Corporation, Rock Island, Illinois, Dept. 


FO-66. 
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The Modern Draft Control 
that’s “QUICKER ON THE DRAW” 


and 
“PACKS a STRONGER 


PUNCH!” 


You can knock the wind out of your heating 
problems with Windmaster's faster and more 
effective wallop. The reasons are obvious. 


Windmaster’s larger vane gives greater relief 
opening . . . and this increased effective area brings 
quicker and more accurate responses. The 45° 
angle vane reduces “shadow boxing’’ and assures 
faster movement where it counts. 


When you buy a draft control, remember — 
Windmaster always has the edge in any match 
against wild draft conditions, 


Put These Windmaster Features 
To Work For You On Your Next Job 


45° Vane—no nervousness @ Large Square Vane—more 


—faster response. effective area. 


Non-Rusting Permanently @ Sloping Pipe Installations 


Silent Nylon Bearings @ E-Z ‘Dopter—aquick, easy 


®@ Calibrated Counterweight installation. 


See Us In Booth 125 
Natl. Oil Heat Exposition 


llindmaster Draft Controls 


43 Vine St. Columbus 15, Ohio 
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. ..~ New Products 


Taco simplified centrifugal Pumps 
suitable to numerous Applications 


A NEW SERIES of Taco centrifugal pumps of simplified 
sign are light, compact and designed for efficient service in 
numerous pump- 

ing applications. 

Two sizes — 1/3 

and VY hp models 

—are available 

now with larger 

sizes to be offered 

soon. 

Motors fur- 
nished are 3450 
rpm, 60 cycle, 
single phase, 
standard jet type with overload protection and permanent 
ly sealed ball bearings. Three phase motors also available 
require starting switches with overload protection. Mecha 
ical seals used—2 piece type—are self-adjusting, self-lubri 
cating and easily replaced. Closed type balanced impellers 
add to the smooth, noiseless, efficient operation. No lubri 
cation is required as all rotating parts are permanently or 
self-lubricated. 

Mounting flexibility is provided by volute designed for 
choice of four discharge positions and a heavy stamped 
steel base which permits slightly out-of-line pump connec 
tions without causing noisy performance. 

Made by: Taco Heaters, Inc., 1160 Cranston St., Crany 
ton 9, R. I. 

Circle E13 on coupon, page 180 


Quickdraft industrial exhauster Fan, 
Motor mounted outside exhaust Lines 


TO AVOID EXPOSING fan blades and motors to exhaust gas, 
the Quickdraft heavy-duty commercial power exhauster, 
developed for industrial vent- 
ing applications and commer- 
cial heating plants, is mount- 
ed outside the exhaust unit 
or in ducts supplying clean 
outside air. Maintenance costs 
thus are reduced, downtime 
required for cleaning and re- 
placing blades is eliminated 
and, in the event of power 
failure, vent lines are not ob- 
structed by idle fan blades 
and motor. 
The standard, heavy-duty commercial units are built 10 
eight sizes for vent diameters of 12, 14, 16, 18, 20, 22, 4 
and 30 inches. For exhausting direct to atmosphere of int? 
standard stacks and chimneys, capacities range from 14ly 
600 to 877,000 cubic feet per hour. Special exhausters 
be made for handling greater capacities. 
Made by: Quickdraft Co., Dueber-Hampden Building 
P. O. Box 87, Canton 1, Ohio. 
Circle E14 on coupon, page !80 
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AMERICA’S PROFIT-MINDED BUILDERS 
r prmomwoon USE FBC EXCLUSIVELY! 


PARK Birchwood, one of Long Island’s biggest developments, 
depends on FBC’s heating comfort, smart appearance, and 
low installed cost to help sell modern homes. 
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I Homeowners and builders go for 
Cron 2 FBC Baseboard’s clean compact 

lines and highly efficient heat dis- 
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tribution . . . the ultimate in heat- 






ing comfort. 







FBC’s “snap-on” and ‘“slide-in” 
construction features speed in- 
stallation . . . slash labor costs, 
Packaged in pre-cut lengths, FBC 





Baseboard Radiation saves cut- 





ting on job... prevents wasted 
material. Full line of accessories 
permits installation in all hous- 
ing designs. 


i % 
FOR BUDGET-PRICED 
NEW AND REPLACEMENT 
HEATING JOBS... 


FOLLOW THE FEDERAL LINE TO FASTER PROFITS 









hember 





oy, A Federal Boiler in the base- 
ment is the perfect profit-mate 
for FBC Baseboard. Provides 
unlimited hot water supply 


with oversize built-in tankless 


ase = —_ 
= coils! 


O _ SOLD THROUGH PLUMBING & HEATING WHOLESALERS ONLY 
Ys OILER CO., INC. Mano ban. 


PRODUCING AND SELLING MORE STEEL BOILERS THAN ANY OTHER MANUFACTURER 
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GLASS -LINED 
Odell GLi-30O 


FOR HOTTER WATER— 
CLEANER, FASTER! 


COPPER... 
1 @lele l—) ie Os ee) 


FOR MAXIMUM EFFICIENCY — 
LONGER LIFE! 
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STYLED FOR STREAMLINED GOOD LOOKS! ‘ 
You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 
blend with the decor of modern kitchens and recreation rooms. 





LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
164 










...~ New Products 


American-Standard introduces new 
air-cooled airconditioning Units 


ADDITIONS to American-Standard’s air-cooled line aire 
ditioning systems include year-round units for offi) 
heating; a counterflow evaporator 
unit; a blower-equipped evaporator 
unit, and a new horizontal air-flow 
evaporator unit. 

Model Ac-5A, an outdoor air-cooled 
unit, consists of compressor, con- 
denser and pressure control; 5 hp; 230 
volt, one phase, 60 cycle or 208/220 
volt, three phase, 60 cycle. Thermostat 
packages are available for either cool- 
ing only or heating and cooling. 


~ 
















The year-round airconditioner, 
Model c-oB-Ac (pictured), designed for use with Ameri 
can-Standard outdoor air-cooled condensing unit, has 2 bp 
cooling with oilfired heating in capacities of 85,000 o 
112,000 Btu/hr at bonnet, or 3 hp cooling with either 
85,000 or 112,000 Btu/hr at bonnet; 230-60-1 or 208/20) 
Combination heating-cooling thermostat 
built-in manually operated change-over damper is furnished 
as standard equipment. 


60-3 current. 


The three evaporator units, all of which feature expar 
sion valves with thermally-aged diaphragms, are designed 
for use with American-Standard 2 hp and 3 hp outdoot 
air-cooled condensing units. Two sizes of the counterflot 
evaporator unit, Model Rc-c, have total Btu/hr of 21,60) 
and 32,500, respectively. | 

Model Rc-B, a blower-equipped horizontal airdlow 
evaporator, and Model Rc-H, a horizontal air-flow evapt 
rator, also are available in two sizes with total Btu/hr of 
21,600 and 32,500, respectively. The blower capacity of 
Model RC-B is 800 cfm or 1200 cfm. Lic 


Made by: American Radiator & Standard Sanitary a 
Corp., Airconditioning Div., 40 West 40th St., New York 
18, N. Y. 

Circle E15 on coupon, page 1|80 

Pullman conversion Kit modernizes 
GE and Premier vacuum Cleaners 
OLD-STYLE CLEANERS are modernized and the danger tN 
blow-outs ended with the use of Pullman’s conversion hi EI 
for GE and Premier vacuum cleaners. The kit eliminates the oi 
cutside bag. Replacing it is a Never-Clog filter bag inside be 
the vac which acts as a secondary filter and needs no Bt 
placing. The Never-Clog bag is also a feature of Pullmans BY 
Never-Clog furnace cleaner which is now being offer! a 
with a 5-piece standard accessory kit including: a be 
metal crevice tool, a power blower nozzle of tapered rub FC 
ber, a scraper tool, an asbestos packed metal hose and a!” ? 
foot 11/7” 1D heavy duty hose. 7 


Made by: Pullman Vacuum Cleaner Corp., 25 Buick 
St., Boston 15, Mass. 


Circle E16 on coupon, page 180 
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"TRY IT YOURSELF at the National Oil Heat 
| Exposition, General Electric Booth # 154-157. 
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LIGHT ENOUGH TO TOSS INTO THE AIR, the G-E oil-burner motor helps reduce your oil-burner installation time. This 1/12 hp 
General Electric motor (NEMA 48 frame) weighs only 10 lbs., yet delivers dependable, full power performance. 


IT’S THIS EASY TO HANDLE 
: THE G-E OIL BURNER MOTOR 


nger 0! 
sion kit 







Sanitar) 
ow York 













UGHTER AND SMALLER—the General servicing. The insulation system, too, because of G.E.’s easily reversible shaft- 
; Electric oil burner motor can make your incorporates many ‘“‘years-ahead” de- rotation feature. 

ates the oil burner installations easier, less time- sign advances: Mylarf polyester film 

g insid consuming. insulation, which withstands moisture AND, OF PRIME IMPORTANCE to you 


3 no fe’ 35 times better than ordinary paper nd your customers, every G-E motor 


BUT THAT’S ONLY PART OF THE STORY. 


sIlman s You'll f ‘ ; insulation; and tough Formex* wire is backed by the efficient, local service 
offered quality, ea cen and Glyptal* protective varnish, which of the G-E ny EE ee Station 
i not available in bulky, old-style motors. 288ure you of unsurpassed electrical per- vlan ass ve _ " nk a ee ee 
ed rub FOR INS formance in the dampest basements. oft ese outstanding features by specify- 
TANCE, you'll appreciate the ing G-E motors on your next heating 
id a Ii doubled lubrication life of this G-E YOU ALSO SAVE on stocking require- equipment order. General Electric Co., 
—, which requires only minimum ments for your replacement motors, Schenectady 5, N. Y. 702-33 

Buick Trade-mork of General Electric Co, + DuPont trade-mark 


GENERAL @@ ELECTRIC 










Rockford 


BRASS WORKS 





performance 
proved! 


For 66 years Rockford Brass Works 
has been supplying valves and 
ground key work through leading 
wholesalers to contractors and 
dealers . .. for lasting perform- 
ance you can depend on 
Rockford products... 
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. . « « New Products 


Bell & Gossett water Mixer blends Ho 
with Cold to produce constant 140° F 


A NEW LOW COST water mixer to blend hot water wi 
cold water to produce 140° F final temperature was intr 
duced recently by Bell & Gos- 
sett for use on all types of di- 
rect or indirect fired water 
heaters. The water mixer in- 

















preventing too rapid a draw 
on the available hot water 
supply. 

The device can also be 
used to obtain two different 
water temperatures from a 
single water heater: the 
140° F water from the mixer supplying water for showe 
and faucet needs, higher temperature water directly fron 
the heater answering washing and laundry requirements 

Called the p-100 water mixer, the new valve is factory 
set and is not adjustable in the field. The body is of heaw 
forged brass and all tappings are 77” Ips. A solid type of 
thermostatic expansion element is used. All working parts 
are non-corrosive. 


Made by: Bell & Gossett Co., Morton Grove, Ill. 




















Circle E17 on coupon, page 180 






Ramset's Shure-Set, a multi-use Tool 
manually-powered to seat Fasteners 






SHURE’SET, a multi-use, manually-powered tool being mar 
keted by Ramset Fastening System, seats a specially-cow 
structed fastener into a vari- 
ety of materials including 
concrete, concrete block, cin- 
der block, brick and steel. 

Recommended for more 
than 100 fastening jobs, 
Shure-Set fills the need for a 
multi-use fastening device for 
light fastening in work which 
cannot be done by simple 
hammer-and-nail techniques 
yet does not require the tre- 
mendous force of powder-actuated fastening tools. The 
tool’s leveling plate is detachable, making it possible for 
fastenings to be placed into corners and other outofth 
way places. 

Special fasteners developed for use with the new toa 
include drive pins ranging from 34” to 3” in length, a 
threaded studs from 3%” to 3%” in length with varyins 
length shanks. 

The tool is packaged in a metal carrying kit with long 
and short collars, 4%” and 3/16” stud holders and drive 
rods, and sells for $37.95. 

Made by: Ramset Fastening System, Olin Mathieson 
Chemical Corp., Cleveland, Ohio. 







































Circle E18 on coupon, page !80 





June 
1956 












PATS, 








1s Hot 
40°F 
ater with 
Vas intro 


r shower 
tly from 
irements 
s factory 
of heavy 


1 type of 
ing parts 


Ill. 


Tool 


ners 


‘ing mar 
ally-con 


ols, The 
sible for 
tof the 


1ew too! 
gth, ane 


varying 


rith long 
nd drive 


‘athieson 


COMPLETELY PACKAGED 





PATS, PEND. 


Our products are designed and built to comply 
with the requirements of the ASME Code and are 
authorized to bear the appropriate symbols. 


"Easy-to-Carry" packaging. 


This is made possible by the design of the unit itself and 
the method of packaging. All crates are equipped with 
two heavy steel safety carrying handles (see photograph 
inset). They are bolted to the crate itself and also to two 
heavy duty steel straps, which pass under the full length 
of the crate. These handles make it possible for two men 
to pick-up, carry and place the complete unit where ever 
desired. No dollies, skids or block and tackle are needed. 


excLUusIVvE 





COMPLETE 


PACKAGE 
ONLY 73 Main Street, East 


Hamilton, Ontario 
_ 380 LB. 


Canadian Distributor 


T. L. Livingston & Sons, Ltd. — a 


Sp1-Roi-Fin } 
BOILER-BURNER 


COLD CROWN MODEL 


with the EXTENDED JACKET 
NET WATER RATING-600 Sq. FF. 


FE ATURING— 


QUALITY CONSTRUCTION 

LIGHT WEIGHT - EASY HANDLING 
EASY INSTALLATION 

HIGH OUTPUT AND EFFICIENCY 
ALL-COPPER TANKLESS COIL 
COMPACT DESIGN 
COMPONENTS ASSEMBLED AND 
PRE-WIRED 


COMPLETE PACKAGE INCLUDES: 


Theraltimeter 
Thermostat 

Pressure Relief Valve 
Stack Control 

Triple Acting Aquastat 
Fiow Control Valve 
Flow Regulator 


Boiler 

Combustion Chamber 
Insulation 

Jacket (Flush or Extended) 
Oil Burner 

All-Copper Tankless Coil 
Circulator 


"Get on the band-wagon now 


ate ask your supplier about the new 


SPI- ROL-FIN Boiler-Burner which 
when combined with 


SPI-ROL- FIN’s Baseboard Radiation 
will make your next installation — 


© EASIER 


@ FASTER 


‘@ MORE PROFITABLE TO YOU 


write, wire or phone for complete information! 


SPI-ROL-FIN CORPORATION 


133 GREENWOOD AVENUE * PEQUANNOCK, NEW JERSEY 


Telephon 


he next time--use a complete Spi-Rol- 


eloil 











The quality line of heating 


equipment...engineered with exclusive 


features for FAST SALES... 
BRILLIANT PERFORMANCE ! 


Competition can’t match the high quality 
of these Combustioneer products: 


High pressure __ 
conversion oil burner 


Low pressure 
conversion oil burner 





Oil, gas and 
coal furnaces 
from 80,000 
to 250,000 
BTU output 


Gas conversion burner 





For details and prices, write: 


me 


® 
THE STEEL PRODUCTS ENGINEERING DIVISION AN 


The Kelsey-Hayes Wheel Company, Springfield, Ohio 








You are invited to see 


COMBUSTIONEER EQUIPMENT at the 
Oil Heat and Air Conditioning Exposition 
SPACES No. 119 and 120 
Coliseum, New York, June 11-15 











... + New Products 


Hook-up all that's needed for Portmar 
small, prepackaged Boiler for Homes 


A NEW FORCED hot water boiler-burner package fo, 
homes, the Portmar oilfired Model MPO-580, is delivered 
complete, with unit factory-wired, 
piped and tested, ready for rapid in- 
stallation. Its small, compact size 
which fits through 28” openings, light 
weight of 390 lbs. and all-standard 
name brand controls eliminate plan- 
ning and layout on the job. 
An advanced development which, 
the company claims, creates greater 
heat transfer, is Portmar’s prolonged- 
surface “heat-transfer-finger” action. 
While burner is in operation, extend- 
ed flat steel surfaces supply consistent 
concentrated heat conduction through 
heat transfer fingers, causing faster, 
more economical heating. 
Made by: Portmar Boiler Co., 193 Seventh St., Brook- 
lyn 15, N. Y. 


Circle El19 on coupon, page 180 


Typhoon waterless Airconditioners 
practical for water-scarce Areas 


DESIGNED FOR AREAS where water installations are costly 
or impractical are Typhoon’s 10-ton air cooled condensing 
unit, 1OACCU, and 
its companion, the 
10-ton low side 
unit, 10LSU. The 
air-cooled con- 
densing unit may 
be located any- 
where outside the 
conditioned area 
and the air-han- 
dling unit can be 
suspended from 
wall or ceiling, or 
recessed into a 
wall. 

The 10accu is housed in a compact cabinet of heavy’ 
gauge steel, spot-welded at critical points and corrosion 
protected. : 

The 10Lsu performs the functions of cooling, filtering, 
dehumidifying and circulating air throughout the condi 
tioned area, either through attached duct system or “free’ 
throw” as a unit cooler. 

In residential applications, the 10Lsu low side unit ca 
be connected into existing hot air duct systems. By mean 
of simple damper arrangements, the entire system can be 
changed over from the heating to the cooling cycle. 

Made by: Typhoon Air Conditioning Co., Inc., 505 Car 
roll St., Brooklyn 15, N. Y. ° 

Circle E20 on coupon, page |80 
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HAGO PRODUCTS 


Sieil 1120 GLOBE AVENUE, MOUNTAINSIDE, NEW JERSEY 


















NEW! 


THE 77-4 | 
AIR-OIL 
LOW-PRESSURE 
NOZZLE 
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ACCURATELY AND 
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Dual Purpose Control of 
HOT WATER SUPPLY for 


HOME 
HEATING 


DOMESTIC 
HOT WATER 


COMPLETELY 
ASSEMBLED 


READY TO 
INSTALL 


The Pate 600 and 900 series are low cost additions to the 
Pate line of automatic, dual purpose, completely assembled 
heating units. Like the Pate Imperial, these two new units 
provide ample hot water for both home heating and domestic 
hot water. They work like this: When domestic hot water is 
required the CB3 control unit instantly and automatically 
stops circulating water to the radiation system and supplies 
full heating capacity to the tankless coil to provide ample 
domestic hot water. After satisfying this demand, the unit 
automatically recirculates hot water for home heating. Thus, 
the 600 and 900 Pate series never carry both home heating 
and domestic hot water loads simultaneously. 

The units are completely assembled with all controls, piping 
and wiring. There is nothing to add or buy. Simply hook up 
to water, electric and fuel supply and connect to flue. 
That is all. 


Write today for complete specifications and details. 





THE PATE 


INPERIAL 


(CB135) 
CABINET TYPE DUAL-PURPOSE CONTROL 
HOT WATER SUPPLY 
FOR HOME HEATING-+- 
DOMESTIC HOT WATER 
COMPLETELY ASSEMBLED 
READY TO INSTALL 








THE PATE CoO., INC. 
WALNUT AND MOORE STREETS DARBY, PA. 


COMPLETELY ASSEMBLED 
DUAL-PURPOSE HOT WATER SUPPLY 


HOME HEATING +- 
DOMESTIC HOT WATER 
IN ONE PACKAGE UNIT 


Some territories available for distributors and manufacturers representative 
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...~ New Products 


Low hp Power-Pak has engineering 
Features of heavier Powermasters 


A COMPACT, rugged packaged automatic low-pressure bojle, 
for oil and gas firing, the new Power-Pak embodies to, 
engineering features of Orr & ; 
Sembower’s Powermas 

ter units for heavier indus 

trial use. The new unit is de- 

signed to provide steam or hot 

water heating or hot water 

service with power demands 

of 10, 15, 20 and 25 hp. 

It is designed for smokeless 
and efficient combustion; au- 
tomatic response to load 
changes; quiet, clean and fast 
steaming. A forced draft re- 
quires only a vent for the dis- 
charge of combustion products, eliminating the need of ; 
stack. 

On oilfired models, a single motor drives both the forced 
draft blower and the fuel pump. At the back of the boiler 
above the stack connection outlet, provision is made for 
tank or tankless heating coils which may be added for hot 
water service. 

The 10 hp oilfired Power-Pak is 61” long, 34” wide and 
66” high, and weighs 1,750 lbs. The 25 hp boiler x 
86” x 36” x 74” and weighs 2,800 lbs. 

Made by: Orr & Sembower, Inc., Reading, Pa. 


Circle E2| on coupon, page 180 


Shana-Air's new SAAC and SAR Series 


of Airconditioning are Air-cooled 


THE AIR-COOLED SAAC AND SAR series of Shana-Air air 
conditioning equipment, both in 2-3-5 ton capacities, a 
advanced-designed in modern cabinets for outdoor inst! 
lation. The SAR series is blower-driven so it may be uss 
also for indoor application. It has a giant-size powerpil 
blower for moving large quantities of air to cool the co 
denser and can be installed in attics, crawl spaces, utili 
rooms and garages. SAAC series uses a propeller blade fa 
outdoor application operating at low decibel level. A larg 
face area condenser has air intake on two (for 2-ton) of 
(for 3- and 5-ton) sides and discharges through horizonte 
fan blade in four directions. 

The evaporator assemblies include convertible type de 
sign for horizontal or vertical installation and: the 1 
“Inverted V” design for installations where compactie 
is necessary. The SAR series features **Shana-Matic 
couplings which eliminate the necessity of refrigetit 
charging in the field. Couplings and connective tubing # 
factory assembled, sealed and pre-charged in 25-foot of it 
foot sets. Evaporator and condensing assemblies are av 
pre-charged so that no special tools are required. ; 

Made by: Shana Mfg., Inc., 188 W. Randolph St., Ch 
cago 1, Ill. e 


Circle E22 on coupon, page 180 
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1, Every Tip individually tested for Spray Angle and 
















wide 44 Capacity—your guarantee of Uniformity. 
boiler 2, Self-Centering internal assembly always produces 
a balanced spray—NO lopsided fires. 
3, Micro-Finished Tip and Disc seats plus extremely 
close manufacturing tolerances insure accurate 
capacity control, 
: Handle all domestic oils currently supplied in 
‘Series ‘ United States and + si dices AIR MIXING 
d §, Tip, Disc, and Locknut made of High Chrome EQUIPMENT 





2, Stainless Steel for maximum Heat and Wear Re- 
a-Air air sistance. 





COMBUSTION HEADS: Latest G-81-C Head is as easy to 
install as an ordinary Air Cone and Stabilizer. No "adjustments" 
















Cities, af? ‘ . : ° ‘ ° 
soatah 6. Five difference Series available for producing vere to get out of order and produces high COz. For either 3-7/8” 

Dor insta! se spray characteristics. All developed through or 4” I.D. Air Tubes. 

y be i undreds of fire tests in laboratory and field. CONVENTIONAL: Bladed Cone Rings and four blade Stabi- 

power pat ibbbbtt LL IItitTitiLi titi tity) PTrTitiititittii PTITiiItiiitiitiiiiiiit yy) PTitiiiiii Pry) fititiii lizers for ordinary Air Tube replacement from 31,” to 8” 

1 the con Inside Diameter. Also special ‘Anti-Pulsation’ equipment. 








“es, utility NOZZLE BOXES 
blade for FLAME MIRRORS 
1 A large Don't jumble your Nozzles loosely in your aoe you — ae Spe ee can't ihe 






With a Monarch Flame Mirror you can see if 

the fiame is balanced, the electrodes properly 

locatéd, and that there is no flame impinge- 

ment on the fire-box or air cone. 

Features: 

|. Least expensive mirror on the market. Extra 
mirrors alone cost approximately '/, price of 
complete unit. 

2. Highly polished chrome finish mirror can be 
quickly interchanged or replaced by removing 


2t0n) . tool box like "nuts and bolts" if you expect 

, them to be usable. Carry them securely in 
horizontal one of these sturdy well built Monarch 
Nozle Boxes. Available for holding either 
2% of 48 nozzles. Cabinets also available 
holding 480 nozzles. 






















> type de 
: the ne 











mopactnes a single set screw. 
” 3. Swivel joint assembly of Brass, Nickel-plated. 
nav Matic Two handle end sections of Aluminum. 










} 
tied CIRCULAR 9254 
se onciuch, "© MORKS, 
‘oot of 5 INC. 


§ are aly 
2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


bh Sto, Chi Canadian Sales Agents: (Except B.C.) 
E.S.Gallagher Sales Ltd., Toronto 12, Canada 


Prieloil 6 


liters 






FOR THE HEAT 
OF YOUR LIFE 


(jibraltar 


FIRED 


NGL NE) 40) 
UNITS 


Completely assembled. 


Minneapolis-Honeywell controls. 


Residential heating at its peak— 
efficiency, economy, simplicity 
of installation—largest volume 
boiler water capacity for 
efficient domestic hot water 
_ and heat. 
All boilers are A.S.M.E. 
constructed. 


yp: braltar 
CORPORATION OF AMERICA 


223 N. NINTH ST. - BROORLYN II, N. Y. 





...» New Products 


Fedders' baseboard Radiation designed 
to yield highest Output at low Cost 


DESIGNED to yield high heat output at low cost, Fedders 
Model L baseboard radiation for hot water perimeter heat 
is fabricated of ies 

copper tubing 

with aluminum 

fins spaced 48 

per foot. The 

fins, mechanically 

bonded to the 

tube, are corru- 

gated tox 

strength. 

Mounting holes are equipped with flanged collars for 
larger area contact with the tube. Through mandril expan. 
sion, the tubing is expanded at fin junctures to assure tight 
fit and efficient heat transfer. 

Made by: Fedders-Quigan Corp., Box 1690, Trenton 7, 


N. J. 
Circle E23 on coupon, page 180 


‘Red Line" combustion Chambers by 
Monogram feature economy Pack 


TO PROVIDE the same high quality product at a lower 
price, Monogram has introduced the “Red-Line” combuy 
tion chambers in an economy pack—cartons with gal 
vanized steel bands instead of packaging with vermiculite. 
The smaller cartons save space and shipping weight. 

The “Red-Line” includes both pear and round combus 
tion chambers, with precast floors, high side walls, tongue 
and groove joints, and quick skin heat for better efficiency. 

Made by: Monogram Products, Inc., 731 North 35th 
St., Philadelphia 4, Pa. 


Circle E24 on coupon, page 180 


Armstrong's new summer Airconditioner 
provides easy, outside Installation 


ARMSTRONG’S new 3-ton air-cooled summer airconditionet 
i; housed in a rust-proof aluminized steel cabinet for out 
side installation. Both evaporators and condensing units afe 
shipped assembled. The condensing unit carries a complete 
charge of liquid refrigerant. The two 13-inch-wide blow 
ers have 1/3 hp motors, capable of delivering 5000 cfm 
across the condenser coil. The unit is being offered in 230 
volt, single phase, and 208-220 volt three phase, both with 
double overload protection for the compressor. 

The only wiring necessary outside the building a 
power leads to the compressor contactor and Jow voltage 
wires to the compressor contact solenoid. Inside, the evap” 
rator blower and the thermostat must be connected. With 
suction and refrigerant lines connected, the installation job 
is done except for any duct work. 

Evaporator sections available are the R5, a vertical, ™” 
dependent evaporator whick may be installed upright be 
side the basement furnace; the R9, a modification of the RS 
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‘tome § CONtrol needs.... 
ficiency. Crise Fan and 
° ° a. Limit Controls 
th 35th A Complete Line of Controls. There is a dependable Crise control for 
every type heating system; for your every need. Several are dual purpose 
controls that permit a smaller investment in inventory. 
Nationally Distributed by Wholesalers. Over 500 leading whole- 
ner salers now stock the Crise quality line. They offer you the convenience of 
0 off-the-shelf buying, on-the-spot service. Crise Thermostats 
National Network of Replacement Depots. Crise has established 
Jitioner replacement centers in principal cities. Here dealers can immediately get 
‘or out’ new controls in exchange for worn ones. 
qe Universally Accepted. Crise controls are now installed at the factory 
mplete over 50 leading furnace manufacturers. They recognize Crise as a 
2 blow dependable, completely reliable source of supply. Crise Solenoid 
00 cfm Coast to C R * . Gas Valves 
in 230 Coast Representation. There are Crise-Acro offices Coast 
th with to Coast with experienced sales engineers ready to tackle any heat control 
Problem. Write us and one of them will see you. 
ng are 
voltage 
evapo 
. With Crise Zone 
ion job Controls 
. CONTROLS DIVISION 
the ®’ COLUMBUS 16, OHIO Plants at Columbus and Hillsboro, Ohio 
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NO LEVELING thermostat is designed for a 
wide variety of heating applications and is 
available to heating equipment manufacturers 
in a variety of decorator colors. 


NO ADJUSTMENTS are needed wilt 
master control which is adjusted z 
nently and expertly at the factory” 
seven contacts assure dependable ope 
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AT SAME SWITCH for both fan and limit 
ons simplifies servicing of the combination 


ond limit control. Thi i i 
or vse with iol 1s control is suitable 


GENERAL ELECTRIC ANNOUNCES... 


NEW, Low-cost, Outdoor Control 
System with Wide Consumer Appeal 


UNIQUE G-E OUTDOOR THERMOSTAT 
INSTALLS EASILY, CAN HELP INCREASE 
YOUR SALES OF HEATING EQUIPMENT 


The General Electric Appliance Control Department’s 
new outdoor control system regulates indoor temperatures 
with an indoor-outdoor thermostat arrangement—and 
costs from 50 to 70 percent less than electronic systems. 
The simplified G-E system provides the ultimate in 
modern home comfort by constantly adjusting the indoor 
temperature in relation to the temperature outside. In 
operation, the outdoor thermostat tips off the indoor 
thermostat to changing weather conditions. 


Heart of the G-E outdoor thermostat is a small wafer 
of carbon that senses weather changes, then sends a minute 
electrical signal, via a 25-volt transformer, to the indoor 
thermostat. Thus, warned in advance, the indoor ther- 
mostat signals the furnace to deliver more heat. 


SIMPLICITY in design drastically reduces maintenance and 
the G-E control system installs quickly. It gives home 
owners healthier living conditions at the first practical, in- 
expensive price in the industry. 


HEATING EQUIPMENT equipped with the new G-E out- 
door control system, and other G-E heating controls, 
can open the door to greater sales in the ever-expanding 
new home construction market. 


FOR FURTHER INFORMATION contact your nearest Gen- 
eral Electric Apparatus Sales Office or clip and send in 
the coupon below. 


/UMPLETE CUSTOMER SATISFACTION 


a 
a ee 


, OF coal-fired systems. 


| 


DEPENDABLE IMMERSION control is used to 
control water temperature. Available either 
normal acting or reverse acting. Bimetal as- 
sembly can be removed easily for inspection. 


INDOOR THERMOSTAT has a compensating re- 
sistor mounted in back of bimetal blade and is con- 
nected in series with outdoor therm@stat being in- 
stalled at left. 


Za 


25-VOLT TRANSFORMER completes the simple 
circuit of the G-E outdoor-indoor system and the 
current produces artificial heat inside the room 
thermostat. 


SECTION D740-99 
GENERAL ELECTRIC COMPANY 
SCHENECTADY 5, N. Y. 


Please send me the following detailed bulletin(s) 


GEC-1030 Domestic Heating Controls 
GEC-1352 Outdoor Control System 
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You Make More 
Because You Get More With 


ADELTA 


STANDARDIZED PIPE, 
DUCT AND FITTINGS 


the one-piece snap 
lock cleat with 
tapered leading edge 


an original Adelta idea 
that saves assembly 
time for you 


the universal 
adjustable take-off 


an original Adelta idea 
that saves your hand- 
ling so many different 
types of take-offs 


the pre-notched 
collar edge 


an original Adelta idea 
that eliminates notching 
and hammering on all 
collar connections to 
speed assembly 


Original Adelta ideas plus the finest in 
pre-fab pipe, duct and fittings, Adelta 
cartoning, in-stock service and our help 
whenever you need it means you'll 
make more profits on every heating 
and air conditioning installation. 

See your jobber or write, wire or call 
us direct. 


INDOOR COMFORT 


\e Pe 
So — 


ADELTA MANUFACTURING CO., 


21st & Ellsworth St., Phila. 46, Pa. 
PEnnypacker 5-7843 
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...» New Products 


for horizontal use, and the R8, a horizontal flow eVaporatoy 
unit for use with forced air heating systems. The filters 
and blower of the furnace are used with the R8 but the i 
and R9 have their own. Both have as standard equipment 
13” squirrel cage blowers with Y2 hp motors. 

Made by: Armstrong Furnace Co., 851 W. 3d St, 
lumbus 8, Ohio. 


Circle E25 on coupon, page 180 


2-in-| Honeywell Thermostat provides 
individual room temperature Control 


A THERMOSTAT, specifically developed for hotels, motel 
and other buildings which require individual room tem 
perature control during occupancy pe- 
riods, provides manual setback of tem- 
perature to conserve fuel when the 
room is vacant. The new, low-voltage, 
Minneapolis-Honeywell unit combines 
two thermostats and a manually-oper- 
ated hi-lo changeover switch into one 
compact instrument. The high setting 
can be adjusted between 67 and 75 
degrees F. by guests when they are in 
the room. A switch at the control base, 
changes the setting to a fixed low of 55 degrees. 
The thermostat, T29B, can be used to control either elec 
tric radiator valves in individual room temperature instal 
lations or to monitor motors on zone valves, A locking 
cover prevents tampering. 
Made by: Minneapolis-Honeywell Regulator Co., Min 
neapolis, Minn. 





Circle E26 on coupon, page 180 


Airtemp counterflow oilfired Furnaces 
suited to zero-clearance Installations 


APPROVED for zero-clearance installations, a new series of 
Airtemp oilfired counterflow winter airconditioners, eng’ 
neered for slab-type homes and any perimeter heating sy 
tem, occupies a minimum of floor space. Their narrow 
width permits passage through standard doors without 
crate removal. The series includes three models in 65,00), 
80,000 and 100,000 Btu output sizes. 

All models are completely factory assembled and 
shipped ready for installation. Standard units include: 
thermostat; front flue outlet; accessibility to all parts from 
furnace front; combination blower and limit control, fae 
tory wired and mounted; glass fiber insulation, faced with 
aluminum foil; built-in filter rack; centrifugal type blower. 

A cooling coil case is optional. It can be installed at the 
time of furnace installation, with the cooling coil being 
added later without duct changes, The counterflows can be 
used in conjunction with Airtemp air-cooled or water 
cooled condensing units. The furnaces feature 4 high 
pressure, gun-type burner. 

Made by: Airtemp Division, Chrysler Corp., 1600 Wer 
ster St., Dayton 1, Ohio. * 

Circle E27 on coupon, page 180 
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Residential Division 
York-Shipley, Inc. 
York 2, Pennsylvania 


We’re interested in learning more about the profit opportunities with 
York-Heat’s complete line and we like the idea of a selective dealer- 
ship in our community. 


Firm 





Street 
City 


Name. 




















LOW COST 


FIELD TESTED 


nporeide 


UTOMATIC HUMIDIFIER 

FOR COUNTERFLOW 
STYLE FURNACES 

in basementless houses with perim- 


eter heating. 


@ Provides true winter air condi- 
tioning at low cost. 


Installs in minutes. All parts furs 
nished for mounting on exterior 
of furnace casing. 


Balanced humidity assured by 
sensitive thermostatic control of 
water flow. 


Complete assemblies for furnaces 
with concrete floor plenums, or 
with crawl space plenums. 


MODEL CF-500 WRITE FOR CATALOG FO-6 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 

















(Whistleproof) 


MODEL R — High Velocity, High 
’ Efficiency Return Air Grille. 
89% Free Area. Any Size Desired. 


SIZES: 


10x4 §2x4s«14x4 
10x5 12x58 14x5 
10x6 (2x6 14x6 

Model D-1 

(Baseboard) 

Diffuser Register 

Also Model D-2 (Wall 


Type) and Model D-3 
(Out-of-Wall Type) 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 
and grilles. Write for Catalog. 


GRILLE ANo 
REGISTER co. 


3169 East 80th Street Cleveland 4, Ohio 











. . « « New Products 


Kresky counterflow EVEN-HEATER spac. 
Heater provides floor-level Warmth 


FLOOR-LEVEL WARMTH is provided by the Kresky counter 
flow EVEN-HEATER space heater which features a snorkel 
type down-flow 
forced air circu- 
lation intake and 
blower- fan to 
draw cool air in- 
to the top-rear of 
the heater, blow 
it down through 
the heat exchang- 
er and out the 
bottom front. 

The unit has a 
retort-type forced-draft cast-iron oilburner. The air fly 
heating element is electrically welded. An automatic ther 
mostat controls temperature. The unit is housed in casing 
with baked enamel finish in a warm grey tone. It measur: 
22” x 3414” x 32” and delivers 61,150 BTU. 

Made by: Kresky Mfg. Co., Inc., Second & H Sts, 
Petaluma, Calif. 

Circle E28 on coupon, page 180 


Ease of Installation makes L.O.F. 
glass fiber Insulation economical 


EASE OF INSTALLATION makes L.O.F. home insulation e 
nomical, according to the manufacturer. The new insule 
tion is made of light density, fine glass fibers with an alumi 
num reflective vapor barrier on one side. Tabs extending 
beyond the edges of the insulation provide for quick nal 
ing or stapling to framing members. 
Made by: L.O.F. Glass Fibers Co., Toledo, Ohio. 
Circle E29 on coupon, page !80 


Carnes RC Diffuser adjustable to any 
air discharge Pattern without Tools 


WITHOUT DISASSEMBLY or the use of any tools, the Cam 
Model rc diffuser may be adjusted to any air distribution 
pattern desired. 

The air inlet also 

may be entered in 

any location in 

the ceiling. The 

inner cone is posi- 

tioned to secure 

four-way, three- 

way or two-way corner discharge patterns by simply 
the inner vanes to the position desired. 

Model Rc is available in two sizes: With a 6 inch x¢ 
inch square neck or an,8 inch x 8 inch square neck. Its 
available also with an, integral opposed blade damper ® 
justable from the face of the diffuser. 

Made by: Carnes Corp. Verona, Wisc. 


Circle E30 on coupon, page !80 
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NEW ...Improved die-cast aluminum rotor 











OLD-STYLE ROTOR DESIGN, SHOWING HOW 
PART OF THE ALUMINUM CONDUCTOR BARS 


























NEW, IMPROVED EMERSON -ELECTRIC ROTOR 
END-RING DESIGN, WHICH ELIMINATES 
NEED FOR FINISH TURNING. 


Pri ee 








New end-ring design assures more years of trouble-free service, 
provides superior strength, durability and operating efficiency 


The introduction of the improved 
Emerson-Electric rotor-end-ring design 
obsoleted ordinary rotor construction. 
It was unreliable and often resulted in 
motor trouble, also possible damage to 
associated equipment. 


This was due to the fact that in chamfer- 
ing, or finish-turning the rotor periph- 
ery, steel and aluminum flakes were 
often left on the cut. In a power motor, 
these chips or flakes could lodge between 
the current-carrying wires of the stator 
winding and cause a short. In a hermetic 
motor, if the chips got past the winding, 
they would certainly become lodged 
‘omewhere in the refrigeration system 
and could cause a compressor to fail. 


Now, Emerson-Electric rotor-end-ring de- 
sign has eliminated these damaging 


Emerson-Electric & 


BRANCHES: NEW YORK 7, N.Y., 11 Park Place + 


possibilities, by eliminating the need 
for chamfering. 


Basically, with this new design, no active 
material is removed from the rotor— 
therefore, no chips can be left to cause 
damage or failure of the unit! 


There are added advantages: Increased 
contact area between the end rings and 
the aluminum conductors provides a 
better path for current flow. Spreading 
of laminations is avoided, because of the 
stronger support of the end laminations. 


This is but one of many Emerson-Electric 
“highlight” features that appeal to de- 
signers and manufacturers of motor- 
driven equipment. It is another reason 
why Emerson-Electric has been recog- 
nized as a leader in the design of motors 
for more than 60 years. 








CHICAGO 23, ILL., 1623 S. Pulaski Road + 


Call on 
Emerson-Electric 
motor-drive 
specialists 





Consult Emerson-Electric specialists 
on any phase of your motor-drive 
applications. Their wide experience is 
valuable, whether you’re designing 
or re-designing for performance and 
sales. Write for Bulletin No. M-35. 
THE EMERSON ELECTRIC 
MFG. CO., ST. LOUIS 21, MO. 





OIL HEAT EXPOSITION 

Visit our booth 4343, at the 

Coliseum, New York City, 
June 11-15. 














of St. Louis + Since 1890 


SYRACUSE, N. Y., 209 Oakley Drive 


PHILADELPHIA (Secane), PA., 868 Quince Lane + DETROIT 7, MICH., 1375 E. Jefferson Ave. + CLEVELAND 16, OHIO, 1580 Rockland Ave. 


LOS ANGELES 42, CALIF., 5415 York Blvd. 


dloil 


¢ DAVENPORT, IOWA, 617 Brady Street - 


CINCINNATI 11, OHIO, 2917 Ratterman Ave. 
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...« New Products 


Factory-assembled Rheem Furnace ha 
'"Flex-Fold"’ steel combustion Chamber ; 


A COMPLETELY factory-assembled furnace Providing 
standard performance in the field and lower instalfatig 
costs has been in- 

troduced by 

Rheem Mfg. Co. 

in a model fea- 

turing a combus- 

tion chamber of 


Heating Men... 


Your Big Opportunity Is 
AIR CONDITIONING 


You are in an ideal position to install and serv- 
ice residential air conditioning equipment. This 
money-making field is wide open to you and 
is today’s big opportunity in the heating 
industry! 


Train Yourself NOW! 


You can train yourself now—quickly and at 
low cost! In Lincoln’s completely equipped 
Air Conditioning Shops—learning from Lin- 
coln’s fully qualified instructors—you get basic 
theory, extensive shop practice and real experi- 
ence with actual air conditioning systems. 


Write today for... 
DESCRIPTIVE | 


FR EE LITERATURE! = 


AIR CONDITIONING 
REFRIGERATION 
OIL BURNER SERVICING 


[INCOLN TECHNICAL INSTITUTE 


Suite 6-F, 472 Market Street, Newark 5, WN. J. 


high alloy steel. 

A Rheem devel- 

opment called 

“Flex-Fold” in 

which the alloy 

steel is folded to- 

gether into an ef- 

ficient combus- 

tion chamber to allow for expansion and contraction of the 

steel throughout the on-and-off cycles of the burner, 
Heat exchangers of the new Rheem oilfired furnag 

have been given a convolute design, and fitted with baffle 

to give a high degree of efficiency in heat transfer to th 

warm air stream being circulated to the heating ducts. Th 

baffles are hinged for ease in cleaning the heat exchanger 
Made by: Rheem Mfg. Co., 7600 S. Kedzie Ave., Chi 

cago 29, IIl. 





Circle E31 on coupon below 


READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 


REPLY CARD JUNE ISSUE 
Mail Now—Coupon Expires August 31, 1956 








Circle numbers of new product items on which you 
want more information: 

NEW PRODUCTS 

El £2 €3 E4 E5 &6 E7 €8 €9 El0 

Ell E12 E13 E14 E15 E16 E17 E18 E19 E20 

E21 £22 E23 E24 E25 £26 E27 E28 E29 £30 

E31 


{ 


uta, 
KIT 


——_ 


ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 





.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 





Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in paining you competitive leadership and 


neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for highest 
C02 without objectionable smoke . . . do away 
with guesswork, and “hit and miss” fumblin 

in adjusting for clean firing. The “Scale o 

Soot” which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
tous burners and types of heating systems. 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


For complete information on this and orner new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


7301 PENN AVENUE © PITTSBURGH 8, PA. 
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You can replace discs in Dunham Air Vents 
.«- Without draining the system! 


With Dunham Expansion Type Air Vents in hot water systems, you 
don't have to drain the system to replace discs clogged with boiler seal 
or sediment. What’s more... you’re replacing discs only—not entire 
vents! 

You just unscrew the disc body, then the vent cap and remove the 
clogged discs with a pencil. Dunham’s integral ball check valve closes 
the vent opening and keeps water from escaping through vent holes 
while you replace the discs. 

Dunham Expansion Type Air Vents operate horizontally or vertically 
‘+, automatically vent air from convectors, baseboard, finned pipe, 
tadiators—even from high points in mains and branches. Can be op- 
erated manually to assure rapid air removal when system is first filled. 

For full information on Dunham Vents—or on other items in our 
new and complete hot water line—clip and mail the coupon. 


HEATING & COOLING 
EQUIPMENT 


RADIATION * CONTROLS © UNIT HEATERS © PUMPS © SPECIALTIES 
©. A. DUNHAM COMPANY + CHICAGO - TORONTO + LONDON 


eloil 


; 








li tia tails . ee ‘aad 
Dunham Expan- Dunham Float 

sion Type Vent Type Vent 
Working pres- Working pres- 
sure: 35 p.s.i. sure: 50 p.s.i. 


C. A. DUNHAM COMPANY 
Dept. FOH-6, 400 W. Madison St. 
Chicago 6, Illinois 


Send complete Hot Water Line literature. 
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BUY ANY 6 CANS OF 
THESE FAMOUS 


BOILER 





CHEMICAL TOOLS 





...and get these beautiful 


Sol le ae, 
FREE! 


This offer effective May 25, 
1956, for a limited time only 


‘“‘Ask 


INTERCHANGEABLE 


Your P&H Wholesaler”’ 


RADIATOR SPECIALTY CO. 


CHARLOTTE, NORTH CAROLINA 


OF EXTRA COST 


Actually 
3 earrings 
in one! 
Pearl 
buttons 
are inter- 
changeable 
from 
white 

to pink 
or blue! 





Industry Groups 
(Begins on page 142) 


Two New Jersey oil Dealers 
Associations name Officers 


NEW OFFICERS were elected at the 
April meetings of Oil Heat Associates 
of North Jersey, Inc., (Morris County 
dealers) and of the Essex County Fuel 
Oil Dealers Association. 

George Fisher, Boonton, is the new 
president of Oil Heat Associates. First 
vice-president is Edward Brugler, 
Chatham; second vice-president, Rus- 
sell B. DeCoster, Morristown; secre- 
tary-treasurer, John Squeri, Dover. 
Charles Cedar, Dover, was elected a 
new director. 


Oil Heat Associates now sponsors 
its own news radio broadcast on the 
Morristown station, It also is support- 
ing the billboard program of the Oil 
Heat Council. 


Newly-elected president of the Es- 
sex County Fuel Oil Dealers Associa- 
tion is Reg. G. Matthews. Other ofh- 
cers are Thomas Farrell, vice-president; 
Roy Cruse, secretary, and George 
Frutchey, treasurer. 


New England Better Home Heat 
Council is headed by Fawcett 


AT THE FIRST annual meeting of the 
Better Home Heat Council, Inc., of 
New England, Robert W. Fawcett, 
president and treasurer of Robert Faw- 
cett & Co., Inc., Cambridge, Mass., 
was elected chairman to succeed 
Thomas J. Scott. 

Elected vice-chairmen were William 
J. Bursaw, Jr., Bursaw Oil Corp., 
Salem, Mass., and Alvin O. Bicknell, 
Alvin Hollis & Co., Weymouth, Mass. 
Richard L. Gardner, General Heat & 
Appliance Co., was named treasurer. 
Robert E. Cullen was elected secretary. 


Gov. Kohler to address Napc 
Convention in Milwaukee 


AN ADDRESS by Gov. Walter J. Kohler 
of Wisconsin will feature a joint sy 
sion of the 74th annual convention of 
the National Association of Plumbing 
Contractors and the 36th annual cor 
vention of the NAPC Women’s Auxil 
iary in Milwaukee, Wisc., June 11. 

The Wisconsin governor, who is 
completing his third term as chief ex 
ecutive of the Badger State, will appear 
before the convention and the National 
Plumbing and Heating Exposition ruv 
ning concurrently in Milwaukee for 
four days, June 11-14. 


Elliott addresses Convention 
of Tennessee Oil Men’s Assoc. 


OIL JOBBER PROBLEMS were discussed 
by Clint Elliott, president of the Ne 
tional Oil Jobbers Council and pres’ 
dent of Elliott Oil Co., Pine Bluf 











CONTROLS 


White- Rodgers 


Crescent Parts and 
Mionmsoie-novereet 1Fquipment Co., Inc. 


Use “CRESCENT PARTS” Service 


Serving St. Louis Trade Area 
"FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 


———— 


01L—GAS—STOKEF 
Parts & Controls 


MAIN OFFICE Installations Materish 


i = ~w * 


Pe oe See 





825-831 S. Boyle Ave. 
St. Louis 10, Mo. 
BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 


& Accessories 
Heating Spectaltio 


a 


Detroit @ Pertex 
Penn 


Mercoid ¢ General 
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_ The high quality line, ipa 

_ that will make ae 
BIGGER PROFITS for you! 
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. Industry Groups 


Ark., at the state convention of the 
Tennessee Oil Men’s Association held 
in Chattanooga, Tenn., May 20-22. 

Other speakers at the three-day 
meeting were Dr. Andrew D. Holt, 
vice-president of the University of 
Tennessee; John Shields, manager, 
Training & Business Research, John 
Wood Co.; Mrs. Nathalie Ronis, as- 
sistant to L. T. White, Cities Service 
Co. 

Dr. Holt addressed a luncheon meet- 
ing on the “Proper Place of Manage- 
ment in Business.” Shields and Mrs. 
Ronis conducted a leadership confer- 
ence ON Management institutes. 

Golf, special entertainments, a 
ladies’ luncheon and closing banquet 
and dance also were on the convention 
agenda. 


Management Institute is held 
at North Carolina University 


A JOBBER - MANAGEMENT Institute, 
sponsored by the North Carolina Oil 
Jobbers Association, and conducted at 
the University of North Carolina, 
Chapel Hill, the second week of April 


was attended by 30 North Carolina oil 
jobbers. 

The subjects studied and the lectur- 
ers included accounting, by T. H. Al- 
benesius, Jr.; truck fleet operation, by 
J. W. Cole, H. J. Hilliard and Rus- 
sell M. Haynie; fundamentals of gen- 
eral management, by R. S. Winslow; 
how to analyze a credit report, by 
Ernest Yarbrough; banking, by George 
P. Geoghegan; products shrinkage con- 
trol, by E. L. Hoffman; selection and 
training of personnel, by R. P. Cal- 
hoon; case problems of oil jobbers, by 
A. M. Whitehill. 


Connecticut Petroleum Assoc. 
names Stevens as president 


DIRECTORS of the Connecticut Petro- 
leum Association have named Burton 
I. Stevens, F & S Oil Co., Waterbury, 
president of the organization for a two- 
year term. 

Other officers elected are Irving A. 
Shiner, Connecticut Refining Co., 
West Haven, vice-president; W. D. 
Roth, Dahl Oil Company, Norwich, 
treasurer; William V. Higgins, Lehigh, 





(Whistles While You Work .. . 


\ 
Now SALES-BUILDER ~ 
KING Fill Alarm! 








Stops When Oil Flow Should Stop) 





9 SIZES 


tank-fillin 


@ Speeds oil deliveries .. . day and night 


e Design features save installing time, cost and materials 


@ Stops oil spillage and waste 

@ Prevents property damage 

@ Saves customer’s time 

e@ Requires no maintenance . . 
of wack” 

@ Builds goodwill 


e@ Promotes customer’s service and convenience 


NEW PROFIT OPPORTUNITY FOR YOU 


King Fill Alarm Ficure #500 
* 1% “ xi" 2" x Ww 


War x WMA" (UL) 2 14" (UL) 
‘x Yad VW a“ UL 
Wee x 1%" (UL) Q" . 2 ul ) 


12" x 12" (UL) 


O.E.M. 





*® for every new 
tank installation 


@ Most complete line available for safe-level, storage ¢ 4/ 


. nothing to get “out 


171 Derby Ave. 










Galvanized cast 
gray iron with 
aluminum tube and 
whistle. Individually 
packaged. 25 of 
one or assorted 
sizes to carton. 
ORDER NOW... 
and start enjoying 
MORE profits, 
BIGGER profits on 
every one you sell. 






























New Haven, Conn. 
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Inc., Norwich, secretary; Larry Eg. 
wardson, New Britain, executive secre. 
tary. 

Serving as directors are M. J. Ryan, 
Jr., Buckley Brothers, Bridgeport 
Arnold Grant, Sr., Hardware City 
Fuel Co., New Britain; George Ste. 
son, Valley Oil Company, Portland: 
Franklin L. Kundahl, Crown Petro. 
leum Corp., Hartford; Sidney Hof. 
man, Michael Hoffman Fuel Co, 
Bridgeport. 

Also, Herbert Krechevsky, Kay Pe. 
troleum Corp., East Hartford; Robert 
Rubin, Benedict & Co., New Haven; 
Merwin Sheketoff, American Coal 
Co., Hartford; Charles B. Stone, C. B. 
Stone Co., Middletown. 
























Sees Factories as greatest, 
Untapped market for Cooling 






THE GREATEST, and still-untapped mar 
ket for the expansion of aircondition- 
ing lies in the nation’s industrial plants, 
John E. Haines, vice president of Min- 
neapolis - Honeywell Regulator Co, 
told a recent seminar on aircondition 
ing at Kansas State College, Manhat- 
tan, Kan. 

Despite the rapid growth of aircon 
ditioning in other areas, less than 1% 
of all modern factories have it, Haines 
said. He predicted that the picture 
would change rapidly in the next few 
years due to competitive pressures and 
the need for increasing employe prov 
ductivity, reducing hot-weather ab 
senteeism and raising worker health 
and morale. That a very large per 
centage of modern production facilities 
in this country will be airconditioned 
within the next few years, he said 
was “inevitable.” 

During the past year, he said, the 
greatest growth in the airconditioning 
field was in existing office buildings 
where it was found necessary in order 
to compete with more desirable space 
When 18% to 20% of the office space 
is airconditioned, all of the remaining 
buildings must add it in order to mally 
tain their status, he explained. 

But, “the greatest and almost une 
ficced potential for airconditioning § 
in the industrial plant,” Haines said, 

“where the ratio of square footage in 
use as compared to office buildings * 
about 50 to 1.” 
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From this modern office in Watertown, Massachusetts, Buckley and Scott control 
their own hard-working fleet of trucks, as well as those of associated companies, 


Fast , Quiet Fuel Oil Deliveries Stressed 


DEPENDABLE TRUCK PUMPS VITAL... 
BUCKLEY AND SCOTT SWITCH TO MARLOWS 


fhe Buckley and Scott Company 
operates a large fleet of trucks to serve 
many thousands of well satisfied cus- 
tomers in the Boston Metropolitan area. 
Pumps are of great importance to their 
usiness and after seeing a demonstra- 
tion by the Hall Equipment Company, 
also of Boston, they obtained a Marlow 
centrifugal on their next tank truck. 


ETE 


ty 


Buckley and Scott are impressed with the quiet 
of this Marlow equipped tank truck. 


Thomas J. Scott, Vice President and 
General Manager, likes the quiet and 
vibrationless operation of the pump. He 
says, “This is vital to the life of the 
equipment and has a byproduct of good 
will to customers.” He also thinks the 
pump will be more economical in the 
long run since it has a high capacity to 
begin with and will maintain this high 
capacity throughout an indefinite peri- 
od. The pumps he has been using have 
to be replaced every one or two years 
to maintain capacity. 


Bob McClellan, the Dispatcher, likes the 
quiet operation of the pump and also its 
cleanliness with no leaks through the 
mechanical shaft seal. The high capaci- 
ty also appeals to Bob. He said that 
their drivers don’t like to stand still in 
freezing cold weather holding the hose 
nozzle waiting for the tank to fill. Their 
drivers deliver 6,000 to 8,000 gallons per 
day. This is hard work and any simplifi- 
eation is desirable. 


Another important consideration with 
Buckley and Scott is maintenance. Last 


year they had a thousand dollar repair 
bill in one week when small amounts of 
water froze in five rotary type pumps. 
This resulted in stripped transmission 
gears and broken power take-offs. Mar- 
low pumps pass small sized solids with- 
out damage. 


If you are interested in fast,quiet fuel 
oil deliveries, you will be interested in 
Marlows. Write and ask for Bulletin 
PM-06 ‘and the name of your nearest 
Marlow dealer. 


Wi: J Wii GEE, Le 
MARLOW PUMPS 
Division of Bell & Gossett Company 
MIDLAND PARK, NEW JERSEY 
Morton Grove, Illinois Longview, Texas 
in Canada: PUMPS & SOFTENERS LTD., LONDON, ONTARIO 








. + + + Industry Groups 


Long Island Group names 


Officers, holds first Dance 


ON MAY 8 the Oil Heat Institute of 
Long Island held its regular dinner 
meeting at Knapp Hall, L.1.A. & Tech. 
Institute, Farmingdale, N. Y., and 
elected officers for the coming year. 
Named for a second term was Pat 
Caputo, Rite Fuel Corp., with Ray 
Nathan, Ray Nathan Oil Co., elected 
vice-president for Nassau County and 
Joseph Bosio, Eastern Gulf and Oil 
Corp., designated vice-president for 
Suffolk County. F. A. Kopcienski, 
Village Plbg. & Htg. Co., was re- 
elected treasurer while Robert M. Barr 
continues as executive secretary. 

The officers were formally installed 
at the group’s first annual dinner 
dance, held May 10 at the Crescent 
Club, Huntington, N. Y. A gratifying 
attendance of about 250 made the af- 
fair a success. 


QO. B. Maxwell named President 
of Nat'l. Tank Truck Carriers 

MEMBERS of the National Tank Truck 
Carriers, Inc., meeting in convention 


* in Washington, D. C., recently, elected 


O. B. Maxwell, president of The Max- 
well Co., Cincinnati, Ohio, president. 

Three regional vice-presidents 
elected for the coming year are: Frank 
L. Grimm, president of O’Boyle Tank 
Lines, Washington, D. C., Eastern re- 
gion; Lester A. Wilsey, president of 
Indianhead Truck Line, Inc., St. Paul, 
Minn., Central region, and Willard 
O, Orr, vice president of Orr Tank 
Lines, Ventura, Western region. 

Re-elected treasurer and secretary, 
respectively, were Willard L. Lem- 
mon, president of Lemmon Transport 
Co., Inc. and C. Austin Sutherland, 
managing director of National Tank 
Truck Carriers, Inc. 


Ounor’s elect Officers, 
welcome new Members 


THE ANNUAL MEETING of the Oil Heat 
Old Timers, Inc., Long Island City 1, 
N. Y., took place on April 12, with 
73 members in attendance. During the 
meeting new members were initiated 
and five directors added to the board. 
They were: Bert Dunphy, Dick Evans, 


E. D. Green, Fred Liebold and Tes 
Wilowski. 

At a May 3 meeting of the board 
the following were named OHor off, 
cers: Carl Lieblich, president; Joy 
Green, vice-president; Jos Ross, Jr, 
treasurer; Jack Schreiber, secretary: 
Ed Green, recording secretary and 
Mike Signoriello, sergeant-at-arms, 

New members accepted at the an 
nual meeting were: Emmanuel Bafaria, 
Fred Branco, Emil Dietz, Neil Fiske, 
Charles Kleink, Harold Layman, Mur 
ray Lieblich, Gabe Marin, Frank 
Masiello, Frank Mongiello, Frank Pul}- 
grano, Louis Roanes, Bradley Sheri 
dan, Carton Wymbs, Frank Wymbs 
Jr., and Henry Wymbs. 


Union County, N. J., Oil-Heat 


Assoc. visits Yankee Stadium 


AN OUTING at Yankee Stadium was 
held by the Union County Oil-Heat 
Association of New Jersey June | to 
see a night game between the Yankees 
and Detroit. Preceding the game, a 
buffet supper was held at the Fuel Oil 
Supply Co., Cranford, N. J. 











Price $4.00 


Thousands of Dealers 
& Heating Contractors 
use this book daily 
and say “What A 
Big Time Saver’ 


Order yours today! 


2 West 45 St. 





Estimating Heat Radiation Is Simple and Quick with 
BEACON RADIATION BOOK 


IS pocket-size book shows the required radiation for all rooms of ordi- 
nary size with from one to three windows, one to three exposures, and 
every combination of walls exposed. 


Other sections of the book show the square feet of radiation in each section 
of radiators of various styles and designs. A wealth of information on te 
quired radiation that can be carried easily in a pocket or brief case, or used 
as a desk reference. 


Please Mail Remittance With Order. Please No C.O.D. Orders ! ! 


HEATING PUBLISHERS, Ine. 
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-y-) amr WALKER | 


World's Largest Factory Devoted Exclusively to 
the Manufacture of Automatic Draft Controls A... < 


OVER 20,000,000 NOW IN USE! 
¢ Draft regulators for oil 
¢ Draft regulators for coal 
¢ Draft regulators for gas 
@ Draft inducers 
¢ Gravity roof ventilators 


Walker’s big, modern, complete facilities at St. 
Joseph, Missouri are constantly at the service of 
all Walker customers. Whether you have a specific 
problem requiring special draft control installa- 
tion or are merely interested in our standard prod- 
ucts, don’t hesitate to contact us. We offer you 
reliable service based on our 30 years of draft 
contro] experience. 





Type Z Type 34B 





Type BB 


Wrap-Round 
Tee Joint 





VENTURI-TOP CHIMNEY TOP 


Another Outstanding 
Walker Product 


For heating (gas, oil or coal) 
and ventilating. Directional 
<- vane keeps throat facing wind. 
_Sloping-throat prevents back 
™ drafts, constricts air flow over 
“4 >——_ chimney opening for maximum 
= <draft effectiveness. Unit ro- 
tates on friction-free, hard- 
- ened-steel ball bearing. Hard- 
ened-steel pivot. Ring guide 
ei bearing in pivot post keeps 
~cap from sagging or leaning. 





See Our New Draft Inducers 
21st National Oil Heat and 
Air Conditioning Exposition 


Visit us at 
Booth #230 




















Only Automatic Draft Control 
That’s Absolutely impregnable 
to Soot, Carbon, Corrosion, Dust! 




















» Maintains its super sensitivity and gives per- 
fect, trouble-free performance for years even 
under the most adverse operating conditions. 
Masterfully engineered for complete protection 
at all vital operating points: 










1. Weight adjustment assembly oe 
sealed by protective housing to r 
keep mechanism absolutely free 
from dirt, corrosion. 







eC 





gia 
ah te a 


Bata rae ‘ihe “ 







- a) 
—, 
Tay 7 








2. Pivot pins controlling vane movement are 

on face of damper set back away from 

edge. Box-type hinges seal delicate knife- 
| edge pivots against dirt. 












Can’t be copied or duplicated—patents pending. 
For complete information, see your jobber or use 
coupon. 





MAIL COUPON FOR COMPLETE DETAILS 
W*'KER MANUFACTURING & SALES CORP. 








June 11-15 — New York City 





look to Walker for a Complete Line 
of Automatic Draft Regulators 


WALKER MFG. & SALES CORP. 
1750 Penn Street St. Joseph, Mo. 


loil 
jute 





1750 Penn St. 


St. Joseph, Mo. 


Information please! Send me details on items checked: 


() Automatic Draft Regulators for 
small installations (space heat- 
ers, circulators, water heaters, 
trailer stoves, etc.). 


schools, office buildings, apart- 


Your other special requirements (write in) 


| 
| 
| 
| 
| 
| 
| (] Industrial draft regulators for 
| 
| 
| 
J 
| 
| 


ments, stores and manvufactur- 
ing plants. 
(0 Walker SHUR-FLO Draft Inducer 
(J Regulators for central heating 
plants in homes, apartments, 
multiple housing projects. 








COMPLETE LINE TANK VALVES 


CONVENTIONAL OR *FUSIBLE 
LINK FIRE VALVES 


FOOT VALVE TANK SHUT OFF 


VALVE 


“APPROVED 


Wy VERTICAL BALL 
WY CHECK VALVE 
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ACCURATE DEGREE DAY 
INFORMATION 
automatically registered 


The Johnson Fue! Demand Meter 
opens a new era in dependable 
degree day delivery service. 
Answers many problems in degree 
day work that have been con- 
sistently troublesome to fuel oil 
dealers. 


M. LEE JOHNSON 


JOHNSON DEGREE DAY SYSTEMS 
329 S. Pitcher S#., Kalamazoo, Mich. 











| Contractors’ 67th Convention 


stresses mechanical Progress 


AN INNOVATION at the 67th annual 
convention of Heating, Piping and 
Air Conditioning Contractors Na- 
tional Association May 15-18 in 
Louisville, Ky., was a New Products 
Showcase in which the heating and 
airconditioning equipment of 26 lead- 
ing manufacturers was displayed. 


Theme of the 
mechanical progress. 


convention was 


Speakers included Franklin Greene, 
executive director of the Better Heat- 
ing-Cooling Council, who detailed 
plans of the Council to acquaint the 
consumer with quality features of 
piped heating and cooling. 

Elmer R. Kaiser, research director 
of the American Society of Heating 
and Air Conditioning Engineers, dis- 
cussed new research programs spon- 
sored by the society. 

Den Moore, associate director of 
Operation Home Improvement, out- 
lined the place of the contractors in 
the nationwide promotion program. 


Round table discussions were held 
on a number of subjects, including: 
home heating, airconditioning and re- 
frigeration and others. 


Bill Flood of Foc moderates 
Panel at credit Conference 


A PANEL DISCUSSION on credit sales 
promotion with Bill Flood, president 
of Converse-Carlisle and long-time 
member of the Fuel Oil Council of 
Western Massachusetts, as moderator 
highlighted the annual Credit Confer: 
ence of the Retail Credit Grantors of 
New England held May 68 in Spring- 
field, Mass. 

Members of the Fuel Oil Council 
attending the conference heard other 
leading executives in the sale and dix 
tribution of fuel and heating equip 
ment discuss a variety of credit and 
collections problems. 

The first annual dinner dance of the 
Fuel Oil Council, held March 16 at 
Hampden House, Springfield, Mass. 
drew a throng of more than 100. Leo 
Burgess was chairman. Plans are now 
underway for a late summer outing. 














HAY WARD 
Rotary Atomizing Burners 


% to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 


% to 10 Gph 


Boiler-Burner Units 

200 to 2000 Sq. Ft. EDR Steam 
», Write for franchise information: 
HAYWARD OIL BURNER CORP. 


Street, Cambridge 
Factories in Brooklyn, 
N.Y. and Taunton, Mass. 
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1%" (30 Gpm) and 112” (60 Gpm) Tank Truck “Com. 2” Bulk Plant Meter (100 Gpm)—For low-volume bulk 
pacts’”’—For fueloil, gasoline or dual-service trucks. Meter, plant applications. Extremely accurate and trouble-free, 
register, Auto-Stop valve, air release, and back pressure with sustained accuracy and long-life assured by sound 

BS valve are all assembled in one easy-to-install, space-saving engineering, high-quality materials and careful manufac- 

e compact unit adaptable to many arrangements. ture. Smaller 1”, 14 gpm., 1%”, 30 gpm., and 142”, 60 

gpm. meters also available. 

sales 

sident 

y-time 

cil of 

>rator 

nfer- 

ors of 

pring’ 
2” Tank Truck “Compact” (100 Gpm)—Meets trend to " 

uncil larger trucks, faster deliveries. All-purpose unit contains 3’ _ — a ert i Plotins verre gi 

ofler all accessories needed. Flexible assembly fits easily into ponies Maso ~athonrsse p bagi 04 ae drracssirces 

1 dis iil ing and space conditions. Easy to operate and among meters for loading racks. New Auto-Stop valve now 

quip 2 permits faster delivery, smoother cut-off. 

- and 

vf the 

16 at 

Aass., 

. Leo 1000 Gpm 

now 

7 3” Red Seal “Compact” (150 Gpm)—Used for larger 4” (650 Gpm) and 6” (1000 Gpm) Bulk Plant Meters— 
tank trucks, such as gasoline trucks and transports. Adapt- Ideally suited for high capacity requirements of modern 
able to either pump or gravity delivery. Like other Red bulk plants. Auto-Stop register with double-trip cushioned 
Seals, it’s the ultimate in sustained accuracy and low main- valve available with 4” size. Both 4” and 6” meters can 
tenance, be equipped with Print-O-Meter. 





RED SEAL REMOTE CONTROL METERING SYSTEM 
gets trucks rolling minutes faster . . . with all control firmly 
under the thumb of one man. Each rack meter is accu- 
rately synchronized with a Remote Control Print-O-Meter 

e the office. Automatic interlock prevents withdrawal 


of product until authorized. Ask your Neptune represen- 
tative for details, 




















NEPTUNE METER COMPANY «© 19 West 50th St., New York 20, N.Y. 














FUELOIL TRUCK OWNERS! SAVE MONEY 


The OLSON THROTTLE CONTROL automatically decreases engine speed when the nozzle is closed and automaticaly 
increases engine to most efficient pumping speed when nozzle is open. This gives you these important savings 


Less wear on pump & power take-off 


Less wear on pump universals 


Less wear on truck motor & all running parts of motor 


Consistently saves gasoline & motor oil 


Saves driver's time—hand throttie not necessary 


Price of Control is $34.50 F.O.B. Raynham, Mass. Thirty day money back guarantee. 
Give us size of discharge line when ordering. It will soon pay for itself. Don't 


wait—start saving NOW! WRITE TODAY. 


Ovecharge Line of Pump 


Metel Strip Attached te 
Throttle Rod 
Adjustment nute 


Vacuum Menifold Connection 


OLSON THROTTLE CONTROL © Box 87, Broadway © Raynham, Mas, 








MARLOW 
VERTICAL 
PUMPS 


For efficient handling of volatile 
fluids. Always dependable — 

on suction lifts, for underground 
or overhead storage, for fueling 


and transfer service. Easy to install. | 


Capacities, 5 to 120 gals. per 
minute. Consult us now about your 
plant or truck equipment problems, 
or write for catalog. 


Get dependable SERVICE 
RENICK & MAHONEY, Inc. 


380 Second Ave. (at 22nd St.) 


New York 10, N. Y. 


Complete Equipment 
Service for the Oil Trade 


| Educational Advisory Council 
to aid ouc school Program 


AN EDUCATIONAL Advisory Council 
has been created to work with the Oil 
Industry Information Committee on 


| its nation-wide program to bring to 
| junior and high school students up- 
| to-date references on modern industry 
| and modern America. 


The function of the new group will 


| be to advise and make recommenda- 
| tions on the olc school program, re- 
| view its progress and evaluate its ef- 


fectiveness. 
The first meeting of the new Council 


| was held May 17 and 18 in New York 
| City with onc’s Education and Youth 
| Group. 


o, 
“ 


Gus Wolf has been appointed re- 


| gional sales manager for Winkler air- 
| conditioning and heating equipment, 
| U. S. Machine Division, Stewart- 
| Warner Corp., Lebanon, Ind. Wolf 


joined Stewart-Warner as a field serv- 
ice engineer in 1948. He moved to the 


| ° 
| Lebanon plant as regional sales man- 


ee 


ager of Saf-Aire space heating equip 
ment, another product of U, §, My 
chine, when that operation was pur 
chased and made a division of Stewart 
Warner in 1953. He will continue tp 
make his headquarters at the Lebanon 
plant. 


John C. Farrand on April 30 be 
came executive secretary of the Pud 
Oil Distributors 
f ssociation 

. New Jersey, 
Newark, N. J. He 
succeeds Aaron 
W. Rich, who, 
after having held 
the post for more 
than 23 years, is 
gradually retiring 
from active participation in association 
affairs. He has been retained as an at 
visory consultant. Farrand, who lis 
been assistant to Rich for the past two 
years, also is secretary of the Oil Hea 
Council of New Jersey. His previots 
experience has been largely in sales and 
promotion capacities in New York 








QUINCY 69, MASS. 





A MOST USEFUL 


TOOL 


IN MAINTAINING A 
SUCCESSFUL BUSINESS 


SAMPLE SHEETS UPON REQUEST 


THE BRADFORD PRICE BOOK 


Serving the Plumbing & Heating Trades, over a |/; of a century 











NEW 


YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses in: REFRIGERATION & AIR CONDITIONING 





Remember NEW YORK TECH whether you have 
MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


catt or weite NEW YORK TECHNICAL INSTITUTE ex. 1 


A Division of N.Y. Institute of Technology 
A non-profit educational institution 


500 Pacific St., Brooklyn, N. Y. © MA 5-6220 
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THESE 4 PUROLATOR REFELLS 
SERVICE 98% OF ALL 
Ae OIL BURNER FILTER INSTALLATIONS 













With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 







In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 








; an ad 
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1. Water and acid resistant element. 





Pungaron | ucvercrius | sercsue | cucmne | Soscnstss | ot F 
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2. Uniform density filtering to .0005”. 









































ast two rant 
i Flat et 3. No channeling or ‘‘soft’’.spots. 
revious 
Seniad om 4. Will not shrink, distort, stretch, flake 
York. — or deteriorate. 
eo nm 5. A guaranteed filtering capacity of over 
ssn nes 100 gallons per hour U.L. approved. 
hing ‘ted For the latest in fuel filtration, visit PurOlator 
oper Booth 238 at the Oil Heat Institute, June 11-15. 
| r- ~MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
| This handy guide shows you, instantly, the filter | Dept. B5-612, Purolator Products Co., Inc 
refills which may be used, interchangeably, in all rns Stites Siena " j 
ave leading filter units. 1a : 










Please send me copies of your Oil Burner Filter 


Element Cross-Reference Chart. 








PURQOLATOR 
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| 
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1910 | 

PRODUCTS, INC. AG es 
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“FIRST iN THE FIELD OF FILTERING” City _ 
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Rahway, New Jersey and Teronto, Ontario, Canada 


fieloil 191 
liters 
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huts off, 
when machine S”o” and 


paseball een ene soot 


kes 
ssa from rayon bag 


in the FURNACE 


CLEANER League 


NEW! NOW AVAILABLE 
WITH BY-PASS MOTOR 
AT SLIGHT EXTRA COST 


Manufactured by 


EMPIRE CHEMICAL PRODUCTS CO.) 


10 Longworth Street, Newark 2, N. J. 


Rayon Bag. Baseball 
and Draw String. 
$3.75 extra. 


See Us At BOOTH 
353 at the National 
Oil Heat Exposition 
in the New York 
Coliseum 
June 11-16 





Includes . . 


. One 10 ft. Heavy Duty Hose—One 30” Crevice 
Tool—One Bag Cage with Filter Bag—One Paper Filter, 


New type motor, More 
powerful, better con. 
structed, gives 79 inches 
water lift at hose end 


Extra electric out; 

top of machine pal 
necting drop tight, No 
hunting for outiets ang 
dragging lengths of wiry 
across the cellar floor, 


Amazing new Rayon 
with “baseball” aan 
EXCLUSIVE on Empire 
Furnace Cleaners. Qyt. 
lasts dozens of 
bags. Keeps machine at 
top efficiency. Available 
at extra cost. 


NU-VAC 
Still ony 
CLEANER 993 








Proved by USE! 


nuts, screws,"frozen'parts 
4)... . without breakage! 


LIQUID. 
WRENCH 


A powerful blend of quick- 
acting solvents that frees 
“frozen” parts without 
breakage. Safe for all 
metals and alloys. 


7 BASIC 


Makes joints 


LEAK PROOF! 


GASKET & JOINT 
SEALING COMPOUND 


Makes all assemblies 
leakproof and pressure- 
tight. Easy to apply with 
brush-in-handle. 


@ NON-SOLVENT—WILL NOT HARDEN 
@ WILL NOT SHRINK, CRACK OR CRUMBLE 
@ HEATPROOF AND VIBRATION-PROOF 


Get them from your Automotive, 
Hardware or Plumbing Wholesaler! 


RADIATOR SPECIALTY CO. 


Charlotte, North Carolina 








| 18-20—American 


Calendar of coming Events 


JUNE 

4—- 8—National Fire Protection Associa- 
tion (annual meeting), Hotel 
Statler, Boston, Mass. 

11-14—National Plumbing and Heating 
Exposition, Auditorium, Miéil- 
waukee, Wisc. 

11-15—21st National Oil Heat and Aircon- 
ditioning Exposition, Coliseum, 
New York City. 

11-15—OHI (34th annual convention), 
Park Sheraton Hotel, New York. 


| 18-19—National Heating & Aircondition- 


ing Wholesalers, French Lick- 
Sheraton Hotel, French Lick, 
Ind. 

Society of Heating 
and Airconditioning Engineers 


(semi-annual meeting), Shore- 
ham Hotel, Washington, D. C. 


| 25-26—Northwest Petroleum Association. 


(Summer Conference), Edge- 
water Beach Hotel, Detroit 
Lakes, Minn. 


| SEPTEMBER 
| 12—14—National 


Petroleum Association 
(annual meeting), Traymore 
Hotel, Atlantic City, N. J. 


| 23-25—National Association of Oil Equip- 


ment Jobbers (annual meeting 
and trade show), William Penn 
Hotel, Pittsburgh, Pa. 

26—API Executive Committee of the 
Board of Directors, Greenbrier 
Hotel, White Sulphur Springs, 
W. Va. 


| OCTOBER 


3—Plumbing and Heating Industries 


Bureau (annual meeting), Pal 
mer House, Chicago. 
14-20—Oil Progress Week. 


NOVEMBER 


12~15—-API Annual Meeting, Conrad Hil 
ton and Palmer House Hotel. 
Chicago. 


So 

Robert C. Seaton has been made diy 
trict manager for the Southeastem 
District, Heating and Air Condition 
ing Div., National-U. S. Radiator 
Corp., Johnstown, Pa. Seaton joined 
the former National Radiator organ 
ization in 1934. Since April, 1949, he 
had been branch manager at Rich 
mond. Succeeding Seaton in that post 
is John M. Newlon, Jr., a member of 
the Cincinnati Branch sales staff. 


John Adaska has been named assist 
ant manager of the Crane Co. heating 
department, succeeding W. D. How’ 
ard, who has retired. Adaska, who 
joined Crane Co. in 1948, will assis 
the manager of Crane heating sales 
Eugene Allen. 








New ‘‘RED LINE” 


COMBUSTION CHAMBERS + £coxomy Packed 





SMALLER 
CARTON 








TELEPHONE 
EVERGREEN 
6-0367 





WRITE TODAY 
For Your 


NEAREST JOBBER 


SAME HIGH QUALITY AS "LITE-CASTE" 


MONOGRAM PRODUCTS CO., Inc. 
731 NORTH 35th ST., PHILADELPHIA 4, PA. ; 





WEIGHT 


LESS 











June 
1956 
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PETRO CHEMISTRY 



































Rochester gauges indicate liquid 
levels in bulk oil storage and LPG tanks. 
Rochester gauges are used to give 





PIPELINE ‘ 
AND ° important incoming and outgoing 
TERMINALS fluid temperature readings at pumping 





stations. They protect pumping 
equipment by helping to watch cooling 
systems and bearing temperatures, 
















“You Can Rely On Rochester’’ 












8&8 ROCKWOOD STREET 


=| from WELL to BURNER — 


*|ROCH _—/ GAUGES 





LIQUID LEVEL, TEMPERATURE and PRESSURE 


ROCHESTER MANUFACTURING CO., INC. 
































DRILLING RMC Gauges.are featured in famous RMC’s thermometer line above has 
AND Murphy Automatic Safety Switch found literally hundreds of uses in this 
PUMPING Systems on unattended engines at REFINING important part of the industry. 
drilling locations and pumping sites. anp They give spot readings on: vapor and 


steam lines, pilot plant lines, 
water cooling and water condenser 
lines, fractionating tower lines, 

to name only a few. 














FUEL OIL DISTRIBUTION 
AND 
DOMESTIC OIL HEATING 


Rochester has for years set and 
maintained the standard for fuel oil 
tank gauges. Men.in the industry rely 
on Rochester to-deliver the best 
value in accuracy, trouble-free 
performance, and long, lower cost 
gauge life. Their home owner customers 
are equally pleased. They always 
know where they stand on fuel. 











INSTRUMENTS 


¢ ROCHESTER 10, N.Y. 


















and Aquastat 


Now Completely Tamper-Proof Your Job 


with THERMOLOK’S new AQUALOK 


AQUALOK'S one Yale key will lock both Thermostat 


AQUALOK slips on easily—No tools needed 


AQUALOK made to fit new and old M-H Aquastats 
See us at Booth 114-OHI Show 




































Superior Filtering for all 
Oil Burning Equipment! 


Ket cro 


Piuel OL FILTERS 


There's a Klemm Fuel 
Filter for every standard 
burner using No. 1 and 
2 fuel oil. Your choice... 

















metal or glass bowl. 
“Millions Since 1932." 


1. Practically no flow 


resistance—true 
FF-430 U/LE depth filtration. 


. Simplified construc- 



















Ld 














tion for simplified 
service...no tools 
required. 

. Eliminates nozzle and 
line clogging for 
increased burner 
efficiency. 

4.All parts...Hi- 

PK-150 U/L Chrome and Brushed JR-60 

Zinc. 






w 

















chemistone 


ntrolled porosity element assures 
sparkling, crystal-clean fuel oil every 


Co 






minute, Tr raps water removes dust, 


rust and scale 


VALLE PRODUCTS 







Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 North Damen Avenue « Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 






















MANUFACTURERS 


ACTIVITIES 





Iron Fireman training School 
well attended by Servicemen 
MORE THAN 75 engineering and serv- 
ice department men from all parts of 
the United States attended the recent 
Iron Fireman factory engineering 
training school in Cleveland. 
Highlights of the school, an annual 
event, were discussions on new equip- 
ment, proper sizing, start-up and ad- 
justment of burners, operation of lat- 
est models of burners in the factory 
combustion laboratory and a tour of 
the plant. Instruction covered residen- 
tial, commercial and industrial jobs. 


Conco Engineering Corp. Host 
to 80 Dealers at Conference 

ANOTHER HUNDRED PERCENT increase 
in airconditioning sales for 1956 was 
predicted at a “Cooling Conference” 
held recently by Conco Engineering 
Works in its Mendota, IIl., showroom. 


In addresses by Conco executives, 
the 80 attending dealers were briefed 
on the large potential market that ex: 
ists both for new and replacement busi 
ness in airconditioning. 


Armstrong Promotion features 
“Profit Plans” for Dealers 


EVERYTHING A DEALER needs to con: 
duct a good merchandising and selling 
campaign in furnaces and aircondition 
ers has been put together by the Arm 
strong Furnace Co. in its new dealer 
merchandising program, “Armstrong 
Plans for Profit.” 

Fifteen profit plans, each in its own 
file folder, are bound together by a 
calendar that tells the dealer when to 
begin each phase of his campaign. 

One of the plans, a new home pro 
motion program, features the Am: 
strong “Comfortwins,” a little boy 
named Comfy and a little girl, Cozy. 
Included in the new-home kit are cut 
outs of the twins, Comfortwin posters 
and window cards, and a_ booklet, 
“Handy Answers to furnace Ques 
tions,” to be hung on the thermostat. 
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your units! 




















JOBBERS: Ask for lron-Hide 





TI ae INC. 






FOR BETTER FIRES 


WRON SENDS 


MANUFACTURERS! Let us engi- 
neer a combustion chamber to 
develop highest performance in 





Chambers and 
baffles for all your dealers’ needs! 





FURNACE 





@ NO STACK WIRING 
















METROPOLITAN 
we, 5 yes co. 








DOCK STREET MATAWAN, Pad. suena tos, 












@ NO STACK MOUNTING @ SAVES MATERIAL @ NO CALL 


SOUTH SIDE ELECTRIC SUPPLY CO. 


NOW with PerfXray Controls. . ; 
FLAMEMAS TER 


Relay is mounted on the a 
(KO's stack temp. in the 
Flame detector is mounted ith 
air tube. Does not minterfere 
air flow. No electronic tubes. 


Investigate today. 






BACKS 
@ SAVES TIME @ FASTER RESPONSE 


5910 S. Halsted St. 


Chicago, Ill. 
TEWS DISTRIB. CO. FLAME-MASTER 6° 
4153 N. 10th 3118 N. Mliwester 
Milwaukee, Wis. Chicago, 
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America 
has 
homework 








to do! 


THERE’S PROBABLY a lot about your town that makes 
you want to brag a bit about it. 

But there’s one thing you can’t be proud of. And it’s 
a shame you share with just about every other commu- 
nity in America. 

The homes where far too many people live are a dis- 
grace. Slums, semi-slums, housing blight are with you. 
Fixing them up is the homework to be done. 

If your town is like most in the U. S., here’s what the 
figures show: 1 out of every 10 homes are rock-bottom 
slums. Nearly one-half urgently need basic repairs. 

_ But slums are something that is happening on the other 
side of town, you may say. The problem isn’t mine. 


Slums are YOUR homework 
Distance is no barrier against the threat and cost of 
housing blight. 

Your taxes go up because it takes more money for 
your town to fight the diseases and delinquency and pov- 
erty spawned in the slums. The security of your family 
80es down because the slum is the natural parent of crime. 


Where your business comes in 


Every firm has a responsibility toward the town where 
It's located. Part of it is to support community improve- 
ments as any other good citizen would. 


Some slums are beyond repair. They must be torn 
























down and a fresh start made. Others can be made to con- 
form to accepted living standards. So it is up to you to 
get behind every sound program which seeks to provide 
adequate housing for all our people. 

Civic and individual groups must have business back- 
ing... your firm’s backing if they are to succeed. 


Follow the course of Action! 


A group of Americans from every walk of life has joined 
together in a non-profit organization to combat home and 
community deterioration, A.C.T.1I.0.N., the American 
Council To Improve Our Neighborhoods. 


Send today for a free copy of “ACTION.” It explains 
what A.C.T.I.O.N. is and proposes to do. It lists book- 
lets, research, check-lists, and other material which can 
help you. Address P. O. Box 500, Radio City Station, 
New York 20, N. Y. 





American Council To Improve Our Neighborhoods 
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ATTENTION 


Manufacturers & 
Distributors of 


® Oilburner Parts 
® Accessories 
® Related Items 


We Will Buy for Gash 


YOUR CLOSEOUTS, 
DISCONTINUED LINES, 
& SURPLUS INVENTORY 


(Large Quantities Preferred) 
ca 


Contact Mr. B. Gershman 
at Park Sheraton Hotel 
New York City, June 12-17 
Or Write: 


Heating Trade Supply 
3586 Dufferin St. 


Downview P. O., Ont., Canada 











@ COMING JUNE 18th 
TEDDY 





(@) am fals 


BENNY GOODMAN 
STORY 


im NEW YORK:-- one. 
thing you MUST do is 
vinit: the famous EMBERS 
tor Cnjoy the MOST EXCITING 
FOOD & MUSICin own towne! 


member. DINERS 'CLUB, of Course! 


FAMOUS FOR 
ROAST BEEF * STEAKS * BARBECUED RIBS 


EMBER 


DINNER From 5:30 P.M. * OPEN TO 4AM 
161 £. 54'"- NYC PL 9-3228 
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The second profit plan is a replace- 
ment market program which provides 
a gift for the homeowner to gain the 
dealer entrance for a free six-point in- 
spection of the heating system. 

The airconditioning merchandising 
program includes a complete program 
of newspaper ads, publicity, direct 
mail, radio and television scripts. 

The next dealer profit plan shows 
the dealer how and when to advertise 
in conjunction with Armstrong’s big 
national ads. 

In the merchandising chest is a new 
8-page booklet entitled “Sell by Show- 
ing.” It contains pertinent information 
and “how to” data on public displays, 
fairs, home shows, and the like. 

“Sales Aids Manual” contains pro- 
motion pieces on all identification items 
that inform the consumer where the 
product can be purchased. 

Another folder is a how-to-do-it and 
where-to-do-it explanation of Arm- 
strong’s co-operative phone book ad- 
vertising program, radio and TV scripts 
for spot commercials, movie trailers to 
be shown at local theaters, and a com- 
plete newspaper advertising program 
for both winter and summer aircondi- 
tioning. 

Finally there is a manual which de- 
scribes how, why, and where to pro- 
mote each phase of this year-around 
advertising and promotion campaign. 


Amstan Airconditioning Drive 
is launched in Cleveland 


AN ALL-OUT PROMOTION campaign for 
American-Standard airconditioning in 
the Cleveland market was launched at 
a dealer meeting held recently at the 
Amstan Cleveland Air Conditioning 
Branch and attended by 75 local heat- 
ing and airconditioning contractors. 








American- Standard 

AiR CONDITIONING DIVISION 

[* maureen Sed 
AMSTAN SUPPLY | 


Peed Me Ss BA 





The Cleveland Airconditioning 
Branch is a specialist distributor orga 
ization, devoted solely to winter, sym. 
mer and year-round airconditiopj 
Lyle Groff, Amstan Cleveland map 
ager, told the dealers. 

The Cleveland market and its po 
tential was outlined by Gil Ruston, 
Amstan’s nauonal sales development 
manager, who said that Amstan js 
fully convinced of the profitable future 
and rapid expansion of the summer air 
conditioning market. 





In conjunction with an extensive 
newspaper and radio advertising cam 
paign being sponsored by Amstan, par 
ticipating dealers will receive, without 
charge, a complete dealer identifica 
tion and promotion package including 
a specially prepared, personalized, di 
rect mail campaign produced and 
mailed for him at no charge, 

William Sheehan, American-Stand- 
ard air conditioning division advertiy 
ing manager, spoke briefly on the Proj 
ect Builder Promotion Plan offered by 
the division. 


Silent Flame moves to its 
larger Long Island Factory 


COMPLETION of a move from New 
York City to Blue Point, Long Island 
has been announced by Silent Flame 
Mfg. Co., Inc. Here the company: 
entire line will be produced, including 
a wide line of oilburners, plus circular 
tors, sump pumps and laundry tray 
pumps. 

The new plant, built on a twoact 
site, provides a much larger, more mod 
ern building. Company activities ate 
quartered in a two-story structutt 
with 20,000 sq. ft., plus excellent loaé 
ing facilities. 
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RAP Bon at 


Combustion of Fueloil’ IS NEEDED TODAY... 
Industrial Oil Burners 
Electric Control oystems © 


Ignition Methods 
Dratt and Combustion Contol Ne 











INSTALLING AND SERVICING 
OIL BURNERS ano tus NEW REVISED ” 


EDITION OF "OIL BURNERS" WILL PROVIDE YOU 
WITH COMPLETE INFORMATION ON THE MOST 
MODERN ELECTRONIC OIL-BURNER CONTROL 
DEVICES, YOU'LL FIND THE ANSWERS YOU NEED 
IN THE PAGES OF THIS HANDY HANDBOOK ON 
"OIL BURNERS."" TOPIC AFTER TOPIC IS DIC- 
CUSSED IN THE TWENTY-TWO CHAPTERS AND 
DESCRIPTIONS, DATA, DIAGRAMS, AND CHARTS 
COVERING ALL MAJOR TYPES OF OIL BURNING 
EQUIPMENT, FOR ON-THE-JOB USE OF DESIGNER , 
INSTALLER, SERVICEMAN...... EVERYONE = 
CONCERNED WITH OIL HEATING. 


502 PAGES, TWENTY-TWO CHAPTERS WITH 
ILLUSTRATIONS, CHARTS AND GRAPHS - $5.00 


POSTPAID, ; 
— a g . Ge 
\ Fa a Ce ( Z 


— ; \ | 


2 -. 
Cy 
HEATING PUBLISHERS xc. 2 WEST 45ST. NEW YORK, NY. 


Fricloil 197 
liters 
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... the ORIGINAL | 


all-copper | 
TANKLESS HEATERS. 
ee 


TOPS in Sales Appeal! 


%& Heavy Gauge Shell: 


Withstands higher 
pressures. 
% Heavily Insulated: Saves fuel and betters 
performance. 


%& Octagonal Wrench Grip Tappings for tighter, 
faster connections. 
%& Unconditionally Guaranteed 
for 5 Years. 
“Originators of the Copper 
Tankless Heater” 
| Write for literature: 





GERSTEIN & COOPER inc. ) 
Our 51st Year 
\. 1-3 West 3rd St., South Boston, Mass. _/ 





FUEL OIL DEALERS 








riangle 
is NOW 


offering their latest line of Qual- 
ity Built Truck Tanks with the fol- 
lowing exclusive features: 


% Double Bottom Shells 
% Die-Formed Bucket Boxes 
% Fabricated Steel Tubing 
% Life-Time Guarantee 


% Victaulic Installations for 
Serviceability 


% Compactness 


WRITE, WIRE or PHONE COLLECT 
for further information 


TRIANGLE TANK DIVISION Inc. 
245 Russell Street 


Brooklyn 22, New York 
EVergreen 9-5030 
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Webber Co.’s new Building 
permits expanded Services 


A MODERN, two-story building cover- 
ing 25,000 square feet is under con- 
struction in West 
Haven, Conn., to 
house the expand- 
ing business of the 
A. R. Webber 
Co., supplier of 
heating and air- 
condition- 


air 


Webber 


ing equipment. 

Located on 
Orange Ave. — 
Boston Post Rd., Rte. 1—two blocks 
from the New Haven railroad line, the 
building will contain a modern show- 
room, offices and warehouse. Off-street 
parking will be provided in the 
grounds. 

The new warehouse will give added 
space for the complete and well-stocked 
inventory which Albert R. Webber, 
president and treasurer, credits for the 
rapid growth of his 12-year-old com- 
pany. The new offices will allow ex- 
pansion of a free engineering and lay~ 
out service by qualified heating and air- 
conditioning experts, one of the special 
features offered Webber dealers by the 
company. 

An expanded mail order depart- 
ment, also on the second floor, will han- 
dle trade originating from the com- 
pany’s extensive annual catalog. 

The building is expected to be com- 
pleted by summer’s end. 


Sun expands Newark Terminal 
into major shipping Point 


NEW FUELOIL and gasoline storage 
tanks, extension of docks and renova- 
tion of office and dispatching facilities 
are included in a half-million dollar 


June 
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expansion and modernization program 
now underway at Sun Oil Company's 
Newark, N. J., marketing terminal 
Upon completion of the program next 
Fall, the terminal will become Sun’ 
principal shipping point for products 
destined for New York and New Eng 


land markets. 














At the same time, a new, 14” pipe 
line will be completed to replace an 
8” pipeline currently supplying th 
Newark installation with petroleum 
products from the Company’s Marcu: 
Hook, Pa., refinery and to eliminate 
direct supplemental shipments from 
Marcus Hook to New England. 







Gibraltar expands Facilities 
for making Boilers, Heaters 





AN ADDITION of 15,000 square feet ad 
joining the present plant of the Gibral 
tar Corp. of America in Brooklyn, 
N. Y., has expanded the company’ 
facilities for the manufacture of gu 
and oilfired water heaters and its com 
plete line of residential steel boilers 
All new, modern equipment has beet 
installed in the addition, with @ 
manufacturing done on the premise 








Wheelco expands sales and 
service Staffs in 6 Areas 







SALES AND SERVICE facilities of the 
Wheelco Instruments Division, Bar 
ber-Colman Co., have been expanded 
in the Houston, Baltimore, Bos 
Chicago, Los Angeles and 5t. Lous 
area. 

William Thorrat is manager of ' 
new branch office established in How 
ton. Harold S. Hern has joined the 
sales-service staff in Baltimore. In Bov 
ton, the new sales engineer is John C 
Twomey. Also new sales engined 
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are Walter A. White and Robert G. 





Steel, who have joined the Chicago 
gles organization, as has Tom J. 
Chakos. 

The Los Angeles office has added 
Henry T. Clinkaberry and Robert D. 
Getzelman as service engineers. 
Charles E. McGoff is associated with 
the St. Louis office in a similar ca- 


pacity. 


Puritan Petroleum named 


Distributor for Ox’O-Gas 


FLL EGHAN, developer of Ox’O-Gas 
fuid, announces appointment of Puri 
tan Petroleum Products, Inc., Staten 
sand 2, N. Y., as exclusive marketers 
for the product. The firm has been sell- 
ing Ox'O-Gas for more than two years 
and now is responsible for its exclu- 
sive distribution. 

Ox'0-Gas fluid is a decarbonizing 
agent, originally developed for elimi 
nating noxious gases and fumes from 
the exhausts of internal combustion 
engines, which also has application 
with both light and heavy fueloils. 


Boston Machine Works Co. 


Salesman wins “Oscar,” Trip 


THE “OSCAR” AWARD of the National 
Sales Executives Club for distinguished 
salesmanship was presented to Charles 
W. Byrum of Indianapolis, Ind., In- 
diana-Kentucky factory representative 
of the Boston Machine Works Com- 
pany, Lynn, Mass., at a banquet meet- 
ing held in his honor by the North 
Shore Sales Executive Club of Lynn. 

Competing against all representa- 
tives of Boston Machine Works in the 
United States, Canada and abroad, 





se 


With proper ceremony, Charles W. 
Byrum, Indianapolis, Ind., factory rep- 
resentative of Boston Machine Works 
Co., Lynn, Mass., is awarded an “Os- 
car” for distinguished salesmanship. 
Participating are Clint Gould, Na 
tional Sales Executive Club member; 
Professor William Stewart, speaker; 
Ralph L. Dennis, manager, oilheating 
supplies division, Boston Machine 
Works; Bill Cleary; Byrum, Mrs. By- 
rum, and Ralph H. Illingworth, Boston 
Machine Works Co. president. 


Byrum showed the greatest increase in 
sales volume in his territory in 1955 
over 1954, the increase being 103%. 








® Versatile! 
® Attractively 
® Economical 


% Minimum D 


GUN TYPE 
Floor Furnace 


WINTER AIR 
CONDITIONING 
FURNACE 

for Any 

Home 


Suspended 
or Laydown 


(JUler auromal|( 


CONVERSION & FLANGED 
BURNERS for Any Make 
of Boiler or Furnace 


NOT THE CHEAPEST 
but the B-E-S-T 


OIL-FIRED DOMESTIC 
HOT WATER HEATERS 


Uses = 2 oil and connects 
to your regular fuel 











Write for Prices and Literature 


C 


KING ENGINEERING CORP. 


Box 410 . Ann Arbor, Mich. 


ACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 


ites 





QUIET AUTOMATIC BURNER CORP. 


FACTORY: MONTCLAIR, NEW JERSEY (Newark Co. Branth 








Coleman Training Institute 
for Dealers in 10th Year 


AN EXPANDED PROGRAM of dealer train- 
ing is marking the tenth year of the 
Coleman Heating and Air Condition- 
ing Institute conducted by Coleman 
Company, Inc., in Wichita, Kan. 

Each week since April 16, Coleman 
has played host to a new group of 50 
dealer-students at the training Insti- 
tute. Classes will continue until July 1. 

The program is in charge of W. A. 
Hattan, Coleman training director. In- 
structors are from the staff of the man- 
ufacturer’s sales engineering depart- 
ment under the direction of Jack W. 
Kice. 

Housed in its own building near 
Coleman’s main offices, laboratories, 
and downtown plant, the Institute has 
9,600 square feet of floor space. It con- 
tains approximately $70,000 worth of 
equipment for training in installation 
and servicing of the company’s new 
and varied line of Blend-Air home 
heating and airconditioning systems. In 
addition, there is equipment for train- 
ing in basic refrigeration techniques 
and electrical work. 








Summer airconditioning was empha- 
sized during the first several weeks of 
the program, when dealers from the 
warmer states attended. Dealers at 
later schools have the option of spe- 
cializing in airconditioning or heating. 

Expenses of the dealers are borne 
jointly by the company and its dis- 
tributors. The distributors select the 
dealers to attend. 


Training sessions started at the In- 
stitute in March for the company’s 
own field service engineers were fol- 
lowed by others for distributors’ appli- 
cation and service engineers and sales 
personnel. 

For dealers unable to come to 
Wichita, Coleman field engineers have 


. + ++ Manufacturers’ Activitis. 


been holding a series of evening sy 
sions with dealers in all the distriby, 
tors’ territories. 

After distributors’ engineers hay, 
been instructed, they will contin 
local training meetings until all Co) 
man dealers have had an opportunity 
to learn current technical informatio, 


Hannay Literature serves 
as hose Reel sales Tool 


HOSE REELS for fueloil delivery are ¢, 
scribed in a new catalog prepared by 
Clifford B. Hannay & Son, Inc., We 
terlo, N. Y. Designed as a complete or 
dering catalog, giving sizes, hose c 
pacities and reel variations, the bulletip 
illustrates the entire line and presents 
the specifications and operational fez: 
tures that ordinarily appear in produ 
catalogs. 

More important, however, is the fact 
that the information has been assem 
bled and presented in such a way that 
the catalog actually functions as a sales 
tool. The data and information it con 
tains have been adapted so that diy 
tributor salesmen can use it as a sales 











YOU CAN USE THIS EXTRA HELP! 


EVERYONE CAN'T SELL... 


But Almost Anyone Can Learn 
to Sell. ;. 


For the benefit of those breaking into selling and for improvement 
of active salesmen, W. A. Matheson, a director of Eureka Williams 
Corp., wrote an exciting book on selling techniques that has helped 
thousands get ahead faster. He calls it THE SELLING MAN. He 
believes that almost anyone can sell if he’ll take the trouble to learn. 
The techniques he suggests are practical because he has tested them 
himself. The $4 investment is a tiny price for so much helpful and 
profitable information to attain greater success. 


We Pay Postage 
PLEASE MAIL REMITTANCE WITH ORDER! NO C.O.D. ORDERS! 


HEATING PUBLISHERS, Inc. 


Ik 


THE SELLING MAN 


SA a copy 


(we pay postage! 


2 WEST 45th ST. 
@ New York 36, N. ¥: 


ee 
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presentation in making calls on their 
prospects Thus, the bulletin functions 

in a dual capacity. A special page on 
“How to order” simplifies ordering any 
reel, even with a wide variety of in- 
dividual requirements. 


General Controls opens new 
Showroom, Canadian office 


4 NEW BUILDING in San Francisco to 
house showroom, offices and ware- 
house, and a factory branch office in 
Winnipeg, Canada, are the latest addi- 
tions to the facilities of the General 
Controls Co., Glendale, Calif. 

The corporation now has five plants, 
backed by seven regional warehouses, 
for the manufacture and assembly of 
products for oil, gas and electrical ap- 
plication principally in the field of 
automatic controls, Forty-two factory 
branch offices provide nationwide dis- 
tribution of its products in both the 
United States and Canada. 

General Controls Co., which was 
started 25 years ago by William and 
Charles Ray, has grown rapidly from 
its humble beginnings to rank third in 


the field of automatic controls in the 
United States. 

Sales of the company, which grossed 
a scant $1200 its first full year, reached 
$27,000,000 in 1955. That the indus- 
try, itself, has likewise grown is shown 
by the fact that 25 years ago, the en- 
tire industry gross volume of business 
was just under General Control’s total 
sales for 1955. 

General Controls now turns out 
some 30,000 product variations of 
automatic controls to fulfill the in- 
creasing needs of a push-button world. 


National-U. S. Radiator Corp. 


opens Canadian sales Office 


A CANADIAN BRANCH sales office has 
been established by the Heating and 
Air Conditioning Division, National- 
U. S. Radiator Corp., in Buffalo, 
N. Y., to handle the rising sales of 
heating and air conditioning equip- 
ment throughout Canada. Future plans 
call for the development of a Canadian 
sales staff and, eventually, the estab- 
lishment of an office in Toronto. 
Named Canadian branch manager 





is Roland A. Hazell, who joined the 
former National Radiator sales organ- 
ization in 1924, later serving as branch 


manager in Buffalo. Following the 
merger of the National and U. S. Radi- 
ator firms last year and the consolida- 
tions of branch sales offices, Hazell be- 
came sales manager of the enlarged of- 
fice established in Buffalo by the Heat- 
ing and Air Conditioning Division. 


New Orleans Distributorship 
opens, is lst Airtemp-owned 


A FACTORY-OWNED distributorship has 
been established in New Orleans by 
Airtemp Division, Chrysler Corp. In 
announcing the new venture, J. F. 
Knoff, Airtemp vice-president in 
charge of sales, emphasized that its pur- 
pose is not to replace the present dis- 
tributorship organization but to pro- 
mote it. 

The results of marketing studies dis- 
closed that Airtemp could best offer 
additional assistance to distributors 
throughout the country by becoming 
more familiar with distributor proce- 
dures and problems, Knoff said. 











Double Flex 
FLEXIBLE 
COUPLINGS 


ot is no surer way 

to get quiet, vibration- 
less operation . . . long, 
efficient performance 
than by installing and standardizing 
on Lovejoy Double Flex Flexible 


Couplings, Quickly installed. Easily serviced. Ideal 


for close-quarter applications. 






4812 W. LAKE ST. . 





Investigate Og die eins manufacturers specify Lovejoy jaws on 
wbs. Send today for bulletin and prices. 


LOVEJOY FLEXIBLE COUPLING CO. 


CHICAGO 44, ILL. 


























“Auto Draft" Inducer 


No smokepipe obstruction, just| 
cut a rectangular slot in smoke-| 
pipe and band on. 
Can be mounted horizontally | 
or vertically. 


Save Fuel, Service Calls, 
Customer Goodwill 


TJERNLUND MFG. CO. 








CURE DRAFT TROUBLES 
TJERNLUND 





2140 Kasota, St. Paul 14, Minn. tS 
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IGNITION TRANSFORMERS 


REBUILDING yy 
AND 
EXCHANGE SERVICE 
FOR 
REPLACEMENTS 


Burned Out Transformers Purchased 


TRANSFORMER COMPANY, Inc. 
326-330 E. 35th St., New York 16, NY. 








Dependable Service Since 1937 








The operation is being established 
on a permanent basis with provision 
for future expansion in keeping with 
the growth of New Orleans and of the 
airconditioning industry. 

C. M. Barr, formerly New Orleans 
assistant regional manager, has been 
named manager of the firm. An author- 
ity on airconditioning and _ heating 
wholesale-distribution, Barr was trans- 
ferred to New Orleans last Septem- 
ber by Airtemp to study the city’s 
market possibilities and lay the ground- 
work for the formation of the new op- 
eration. The firm will handle Air- 
temp’s complete line of commercial and 
residential airconditioning and heating 
products with the exception of room 
airconditioners. Engineering, parts and 
service will be included also in the op- 
eration. 


Worthington Air Conditioning 
holds sales training Program 

THE FIRST ANNUAL sales training pro- 
gram conducted by the newly-inaugu- 
rated sales training department of the 
Worthington Air Conditioning & Re- 





frigeration Division, Worthington 
Corp., was held recently at the com- 
pany’s new Ampere plant. 

Ninety airconditioning and refrig- 
eration representatives from the cor- 
poration’s district offices attended the 
six-week program to get re-acquainted 
with older types of Worthington 
equipment and to be introduced to new 
Worthington airconditioning and re- 
frigeration products. They were given 
pointers on division sales policies and 
were instructed in the exclusive sales 
features of Worthington equipment. 

Daily lectures on such subjects as 
“Product Sales Features,” “Market 
Analysis,” “Territorial Development,” 
“Retail Selling” were sparked by films 
on general selling techniques from the 
division’s newly-instituted film library. 


Raymond Rosen & Co. sets up 
new equipment Subsidiary 

APPLIANCE DISTRIBUTOR, Raymond 
Rosen & Co., Inc., Philadelphia, has 
announced the organization of a sub- 
sidiary corporation, Raymond Rosen 
Equipment Co., to serve dealers in air- 





conditioning, heating and commercial 
refrigeration, as well as builders and 
contractors in kitchen equipment and 
appliances. 

Max A. Myers heads the new com 
pany as president, with Jack Rosen 
vice president, and Edward H. Rosen, 
secretary and treasurer. 










Myers was general manager of 
Trilling & Montague, Philadelphia ap 
pliance distributor, from 1935 to 1942, 
For 13 years, he has been district sales 
manager for Uniflow Manufacturing 
Co., Erie, Pa. 

In its Commercial Heating and Re: 
frigeration Division, headed by Wil 
liam C. Gleason, sales manager, the 
new company will handle Remington 
unitized incremental airconditioning 
systems, Kelvinator commercial refrig 
eration equipment, Westinghouse air 
conditioning equipment and heating 
systems. 

The Builders’ Division, headed by 
William R. Nealon as sales manager, 
will handle Westinghouse heating and 
airconditioning systems. 

The new organization, staffed by 


































MODEL J 


286 HOWE AVENUE 





QUALITY INSTALLATIONS NEED 
a BRANFORD BURNERS 


Model J Designed For — 


Small Boilers & Furnaces 
Capacity .75 to 1.75 GPH 
Ease of Service 
Flange or Pedestal Mounting 
Patented Combustion Head 

Manufacturers of Residential, 
Commercial & Industrial Burners 

SOLD THROUGH WHOLESALERS ONLY 

For Complete Information Contact: 


BRANFORD TANK & HEATING PRODUCTS, INC. 


SHELTON, CONN. HEATING 
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FAST VENTING VALVES 
for every 


CORPORATION 














ESTABLISHED 
1887 
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the Good Old Days? 


and there I was... 











Salt would not remove the soot 





So the “Expert” looked around. 
He hit upon an idea fast — | 
He liked its every sound. 





“Dynamite,” he said aloud, 







“Would solve this whole condition.” 
He struck a match and there I was 
Without a single stitch on. 








\/ 





lo be sure of heating efficiency, use 


“CLEAN RIGHT” SOOT REMOVER 


NON-CORROSIVE NON-EXPLOSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package, 


MILLER PRODUCT CO. 


EDAR ROAD LANSING,MICHIGAN 










TIME SAVING 


.E-Z-ON 
DAMPER REGULATORS 
PERMIT 


(Shown—Tail piece of #27 E-Z-ON) 


it’s the little things that 
make the Big difference! 





INSTANT ASSEMBLY 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
99uge steel regulator is simply positioned on the damper by sliding 
#t over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 
Job Histories Prove that your apprentice or journeyman can save 
!wo-thirds of their damper makeup time with E-Z-ONS. 


MAALGERETT Corp. | 23832 


Famous E-Z-ON standard 
design No. 27 
W. Winnebago, Milwaukee, Wis. 


Solid end tail piece, threaded 

head piece and wing nut — 
%" bearing. 

Superior E-Z-ON 

* Raseaed in CANADA by “‘Snap-Tite’’ Design No. 29 

Tail piece with retractable 

19 RMIDAIRE CORP. snap end bearing, threaded 

erland Street, Toronto oo piece and wing nut — 
bearing. 
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L give my customers 
the BEST/ 


APTHORP TRUE ALIGNMENT 


NOZZLES 
BOTH ARE PERFECT —— 


but one may be BETTER 
for a PARTICULAR BURNER 
than the other 




















HOLLOW SPRAY SOLID SPRAY 
Every burner has a certain air pattern that is gov- 
erned by the design of its particular head. Either 
an Apthorp Hollow Spray or Solid Spray Nozzle 
will mate best with this air pattern. By use of 
the right type, CO, will increase from 2% to 4%. 
WRITE FOR COMPLETE NOZZLE BULLETIN 


BOSTON MACHINE WORKS COMPANY 
Oil Heating Supplies Division, 7-17 Willow St., Lynn, Mass. 

























Set 
> 7 
aK OK A>) 


SINCE NZ 1908 


COMBUSTION 
CHAMBERS 


Tough 
... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2300° F temperatures . . . that’s why they’re “tough” 
and give years of “flawless” performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 


Special designs to meet furnace and boiler manufac- 
turers specifications are our specialty. Inquiries are 
















invited prompt free estimates. 
GE Sebring, Ohio ¢ Phone: 8-6141 





CLAY FORMING CO. 
Mig’s. of RADIANTS * BACKWALLS ¢ STOVE LINERS 
\.COMBUSTION CHAMBERS ¢ INSULATING BRICK * ELEMENTS 
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Write for catalog 


WEATHERALL ENGINEERS, INC. 


478 Smithfield Ave. 
Providence, Rhode Island 





FUEL SAVINGS | 
14 to 36% 


with 


Weatherall 
OlL SAVER 

















KOLB REFRACTORIES CO. 


6 PIECE ASSEMBLY 
SAVES YOU TIME! 


Get more jobs done, increas 
your profits, install NU STANp. 
ARD KOLBKAST COmBys. 
TION CHAMBERS. Six piece 
tongue-and-groove assembly {ij, 
easily, quickly, snugly. This top 
quality chamber comes in five 
standard sizes to meet all your 
a requirements. Write for de. 
tails. 





Meadow & Jackson St 





Philadelphia 48, Pg 








specialized personnel, will provide 
complete engineering facilities for 
‘equipment installation and servicing 
for dealers, contractors and the build- 


ing trades, 


Williams Oil-O-Matic Award 
is won by Swiss Student 


WINNER of the Williams Oil-O-Matic 
Fellowship Award of the Eureka Wil- 
liams Corp., Bloomington, IIl., is Paul 
Meier, 28-year-old sociology student at 
the University of Basel, Switzerland. 


Meier was selected over contest 
finalists from throughout the world by 
a three-member judges panel repre- 
senting Illinois, Indiana and Purdue 
Universities. The fellowship entitles 
him to a year of advanced study at one 
of the three universities, with all trans- 
portation, tuition and living expenses 
paid by the corporation. 


Entry blanks for the 1957 Williams 
Oil-O-Matic Fellowship Award, which 
will begin September 1, may be se- 
cured from the company or any of its 
distributors overseas. 


Penn Controlorama sets new’ 
attendance Records on Tour 


ATTENDANCE RECORDS established dur- 
ing the past 20 years by Penn Con- 
trols’ shows were smashed during the 
Spring, 23-city tour of Controlorama. 
This is an all-industry educational 
show on the installation and servicing 
of automatic controls for heating, re- 
frigeration and airconditioning, spon- 
sored by Penn and wholesalers of 
heating and cooling controls, 

The first 15 shows of the tour 
through the East and Northeast was 
attended by 7,000 tradesmen, double 
the record number set at an earlier 
tour of the same cities. While the 
show played to record audiences in all 
cities, interest in Boston was so great 
that two performances of Con’ 
trolorama’s one-night stand had to be 
staged. 


Shana Midwest training School 
First in nationwide Series 


THE FIRST in a series of regional train- 
ing schools was held by Shana Mfg., 





Inc., in Chicago with more than 10) 
leading dealers and distributors from 
six Midwest states in attendance. 





Purpose of the one-day training 
schools scheduled throughout the coun: 
try is to train Shana dealers and dis 
tributors in the proper installation, 
servicing and maintenance of Shana 
airconditioning units. 









Shana’s chief engineer, Marvin A. 
Kagan, presented a detailed lecture on 
the industry’s approach to aircondi 
tioning and the Shana-Air line of 
equipment. Colored slides and individ: 
ual parts of actual units displayed il 
lustrated details of the mechanical op 
eration of the units. 









Other lectures covered aircondition 
ing principles, methods of load calcula 
tion and service in application. 






Briggs elected Motor Wheel’s 
Director of appliance Sales 









ELECTED VICE-PRESIDENT and director 
of Appliance Division sales of Motor 
Wheel Corp. is Sam Briggs, who his 
been general manager of the company’ 











weeks delivery. 


samples. 
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ORDER BUDGET BOOKS 
fom SPECIALISTS 


You get top quality 2 color envelope books 
or coupon books. Printed black and red. 3 


Send for FREE Catalog 


includes info and prices of fuel oil meter | 
tickets and various other forms used largely | 
in your business. Write now and start to save. 


CROMWELL PRINTERY 


CMCORPORATED 
CHURCH AT BLEECKER ALBANY 1,N.Y. 


Personalized. Write for 




















June 
1956 











Model 012 





Model 013 





Model 638-291-019 


OIL BURNER IGNITION 
TRANSFORMERS FOR ALL 


TIMKEN BURNERS 


Manufactured exclusively for 
us and guaranteed by 


JEFFERSON ELECTRIC CO. 


Mounting Brackets included at no extra cost 


ORDER DIRECT LIST PRICE 


GIVING BURNER 
MODEL NO. OR ONLYS 4°? 
$18.00 in lots of 6 


court 
INFORMATION. Liberal Dealer 
Discounts 


SERVICE and SUPPLY CO. 
914 W. Wisconsin Ave. 
Appleton, Wisconsin 
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You Can Save Time and Money 
With This New Complete 





Comprehensive Third 








11,000 Edition 


HEATING 











BOILERS of 











500 
BOILER 


TRADE NAMES 





BEACON BOILER REFERENCE BOOK 


Dealers, Heating Contractors, Service Men, all 
Heating men find it a vast reservoir of help— 


This new Third Edition contains much more data than the 
weond edition which was published many years ago. The size 
is 84, x 11144 — very handy and convenient, it contains more 
than 200 pages and carries ratings on domestic heating boilers 
up to 3,000 sq. feet of steam and equivalent Hot Water. 


All ratings are taken from the Manufacturer’s own statements 
of specifications and technical information. 


Heating Contractors and all persons engaged in installation 
of Boilers, including Dealers, Salesmen, Estimators and Service 
men, have highly endorsed the accuracy of information and 
stated how much help they derived from the contents of Beacon 
Boiler Reference Book. 


You, too, we are certain, will also find it very valuable, help- 
ful and profitable. 


Price only $4.00 a copy, in spite of mounting costs of printing, 
paper, publishing and other costs. 















































Order Your Copy Today! Please Mail Remittance With Your Order. $4.00. 


HEATING PUBLISHERS, Inc. 


2 W. 45 ST. 
NEW YORK 36, N. Y. 





Heating Publishers, Inc. 
2W. 45 St., New York 36, N. Y. 


OK.... Please ship ............ 


a: 
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copies of BEACON BOILER REFERENCE BOOK @ $4.00 each. . .. 
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Reo division since its acquisition from 
Reo Motors, Inc., in 1954. In his new 
post, he will be responsible for sales of 
both Duo-Therm and Reo products. 

Vice-president Karl Egeler, who has 
been with Motor Wheel since 1932, 
has been appointed director of adver- 
tising and sales promotion of the cor- 
poration. He has been sales manager of 
Duo-Therm since 1950 and a vice- 
president since 1952. He will be re- 
sponsible for all Motor Wheel adver- 
tising, including Duo-Therm, and Reo 
advertising. 

Appointed sales manager of the ap- 
pliance division is L. C. Vandertill, 
who joined Motor Wheel in 1946. He 
has been sales manager of the Reo di- 
vision since May, 1955, previously 
having been assistant sales manager of 


Duo-Therm. 


Copeland Refrigeration Corp. 
outlines expansion Program 


AN EXPANSION PROGRAM has _ been 
launched by the Copeland Refrigera- 
tion Corp., Sidney, Ohio, to add 500,- 
000 sq. ft. of manufacturing and ad- 


ministrative space to the company’s 
present facilities in Sidney. 

The new buildings will be con- 
structed on a 75-acre site at the western 
limits of Sidney. 

First unit scheduled for construction 
under the program is a 250,000 sq. ft. 
plant for refrigeration and aircondi- 
tioning compressor manufacturing, en- 
gineering research and product devel- 
opment. 


Williamson Booklet describes 
heating, cooling Equipment 


IN CONNECTION with the designation 
of 1956 as “home improvement year,” 
The Williamson Co., Cincinnati, Ohio, 
has produced a 16-page booklet en- 
titled “A Guide to the wise Selection 
of heating and cooling Equipment.” 
Written in simple terms for those 
having little previous background with 
such equipment, the guidebook de- 
scribes and illustrates various types of 
residential heating and cooling systems 
available to the homeowner. It is in- 
tended to help him select the system 
best adapted to his needs and to point 


out common pitfalls in making a gelee. 
tion. 

Questions on the subject most com, 
monly-asked by prospective homeown- 
ers and those interested in home mod 
ernization are answered in the booklet 
Informational data is based on The 
Williamson Company’s 66 years’ ey. 
perience in the heating industry ang 
as one of the pioneers in the home air 
conditioning field. 

A copy of the booklet may be ob 
tained by sending 10 cents to The Wil 
liamson Co., Dept. N-185, 3500 Mad: 
son Rd., Cincinnati 9, Ohio. 


Penn Controls’ district 


Offices change Addresses 


TWO DISTRICT sales offices of Penn Con- 
trols, Inc., Goshen, Ind., moved to 
new quarters May 1. The company’s 
Berkeley, Calif., office, under the sw 
pervision of Marechal N. Duncan, is 
now at 2729 San Pablo Ave., Berkeley 
12, Calif. The Milwaukee district of 
fice of which Harold D. Gray is man- 
ager is now at 1351 West North Ave, 
Milwaukee 8, Wisc. 





@14 and 16 ga. Body Steel (14 ga. 
throughout for models rated 1 ton 
up—19 ga. doors) 

@12 ga. Diamond Floor Plate 

®@Heavy U-Channel Understructure 

®@Electric Welded throughout 
®Telescoping Roof and Hinged Gate 





“BODIES YOU CAN 
DEPEND ON” TO 


Morysville U-2 for 34, % 
~ or I ton chassis 


BEST BODY - BEST BUY 


® Full-length Hinges with Brass Pins 

®Solidly Framed Doors and Panels 

© Recessed, Spring-loaded ‘Latches 
with Individual Locks or Master 
Locking De 

® Fendix Undercoating (No Extra 
Charge) 


IMMEDIATE DELIVERY ¢ Distributors in Principal Cities 


vice 


i) Si) f 
MORYSVILLE 


LAST INDEFINITELY ody CGe-7, A INC. 





© Gaskets 
@ Bellows 


FREE! 


HYDROVALVE’S NEW 1956 CATALOG 


Completely Illustrated with Oil Burner Service Parts and Tools 


@ Fuel-Unit Parts 
@ M. H. Control Parts 
@ Electrodes 


Available from Your Jobber or write for your FREE Catalog To-day. 


HYDROVALVE COMPANY, Dept. F. 


1319 UTICA AVE., BROOKLYN 3, NEW YORK 
BUckminster 4-1330 


@ "Controlled Tension” 
Ignition Wire Terminals 

@ Service Tools 

@ Shaft Seal Assemblies 

@ Accessories 
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SOOT A WAY 


AVAILABLE—1 4, 3, & 25 LB. SIZES 
DEALERS—JOBBERS INQUIRE 


AMBER-ROSE INDUSTRIES 


3118 NO. MILWAUKEE AVE. 
CHICAGO 18, ILLINOIS 


CLEANS ALL OIL & GAS FIRED 
FURNACES — BOILERS 


Harmless to A Heating Plant 
Removes Soot Down to Metal 
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